TECHNOLOGY DEPT. 


xk * 


ry 


ma 


ioe 
wa _ 
\ es 


Published Weekly at 
2666 Penobscot Bldg. 


ol. XXXI, No. 3573 


Five Makes Show '57 Models 


HE new-model season is in full 

swing with Chevrolet, Dodge, 
Hudson, Imperial and Rambler de-| 
ailing their 1957 offerings in this 
issue of AUTOMOTIVE News. 


Chevrolet has an industry | 
“first” in fuel injection. Turbo- 
glide, a new automatic transmis- 
sion, is available, and V-8 horse- 
power ranges from 162 to 283. 
Dodge and Imperial have Chrys-| 

ler Corp.’s Torsion-Aire suspension, 

Torque-Flite automatic transmis- 

on and 14-inch wheels, Both cars 
are lower and wider. 

* * * « 

ERIAL has climbed to 325) 

horsepower and has 10 models— 

four in the new Crown series.| 

Dodge offers a rear-facing third 
seat in station wagons. Dodge’s 
tep horsepower is 260 on stand- 
ard engines, with a 310 rating 
available on a special D-500 plant. 
Hudson has dropped its six-cylin- 

der cars, and has tail fins and a 
new 255-horsepower V-8 in its four- 
model line. Rambler has its first 
V-8, a 190-horsepower powerplant. 
The line has been increased to 13 
models. 


CHEVROLET 
. story and more pictures on Page 40. 





hevrolet, Lincoln 
Hike Prices 6-7% 


By John K. Teahen Jr. 
Staff Writer 


HEVROLET has increased its 

suggested prices 6 percent for 
1957, and Lincoln has tacked on a 
74 percent boost, according to fig- 
ures announced at introduction 
time last week. 

The Chevrolet hikes ranged 
from $80 for the Bel Air hardtop 
coupe to $179 for the Bel Air four- 
door sedan. Lincoln increases 
were $347.50 on the Capri hard- 
top coupe and $479 on the con- 
vertible and four-door sedan in 
the Premiere series. 

Lincoln’s boost was tempered 
slightly by the addition of power) 
brakes as standard equipment. This 
feature was $49.17 extra on all 
models last year. A rear license 
plate frame and a new remote- 
controlled side mirror also have 
been made standard. 

7 * > 
om prices used in these AUTOMO- 
tive News compilations include 


. . . 8tory and more pictures on Page 24. 


Suggested factory retail price, 
Federal excise taxes and suggested 
dealer delivery and handling 


@tharges. They do not include 
freight and state and local taxes.| — 


Comparing Chevrolet and Ford 
(Continued on Page 4, Col. 1) 


HUDSON 
. . story and more pictures on Page 22. 


Top Cars 


New-car registrations for eight 
months, plus two states for Sep- 
tember: 

1956 Pos. Make 

’ Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 


1955 Pos. 
1,065,579— 1 
1,039,947— 2 

520,118— 3 
462,562— 4 
401,288— 5 
362,580— 6 
250,058— 7 
194,543— 8 
98,287—10 
103,510— 9 


RAMBLER 
story and more pictures on Page 22. 
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°56 New-Car Sales 
Near Five Million 
In Third-Best Y ear 


Final Registration of 6 Million Appears Probable 
With Anticipated Surge on New Models; 
Shortages Plague Some Dealers 


| 


By Robert M. Lienert 
Associate Editor 
.— 1956 new-car sales year will 
graduate into the elite class next 
Saturday ‘Oct. 27) with the closing 
of deal No. 5,000,000. 

Only five years in history—all 
of them since World War Ii— 
have seen that many new cars 
registered within a 12-month span. 
With 1956 reaching the five-mil- 

lion mark inside of 10 months, the 
full year should see registrations 
exceeding 6,000,000. An anticipated 
surge in ‘57-model sales in the 
year’s closing months would help 
push up the total. 

This year, therefore, will wind up 
third best in history, trailing only 
1955 (7,169,908) and 1950 (6,326,438). 

7 * * 


CTOBER will find registrations 
lagging behind actual sales, be- 


Changeover Lag 
Holds Car Outpuy 
To 90,013 Units 


By Martin L. Whitm 
Staff Writer 


7S recovery of new- 

tion to pre-changeoyer levels 
was slowed up last weé@k. Divisions 
in each Big Three organization en- 
countered produc ¥Wion delays or 
snags, and the weels total reached 
only 90,013 cars. 


Although it represented a 27.1 
percent boost ffom the previous 
week’s 70,175 f£ars, last week’s 
production wag 28.9 percent below 
Automotive News’ three-year in- 
dex and 35 pércent off the 137,425 
units turned out in the same 
week of 1955. The previous 
week’s output was 444 percent 
below the index. 
The failure of the industry to} 

return to pre-changeover schedules | 
left the manufacturers 1,860,581 | 
units (29.5 percent) off the number 
of cars made during the cor- 
responding period of 1955 and 1,- 
546,233 units off the original six 
million car estimate for ’56 
calendar-year output. As of last 
Saturday, the industry had turned 
out 4,452,967 cars, compared with 
6,314,349 during the same period of 


last year. 


HIT the six-million mark in 

calendar-year output, the manu- 

facturers would have to average 
(Continued on Page 53, Col. 3) 








cause it will be November before 
Ford and Chevrolet dealers will be 
able to deliver many of the ’57 
models for which they have taken 
orders and accepted deposits. 


Ford dealers say they can give 
24-hour delivery on most models 
except Fairlane 500s—which are 
in particularly tight supply on 
hardtops. 

“I can’t promise a delivery date 
on 500 Victorias,” one Detroit dealer 
said last week. “I haven't even re- 
ceived my quota yet that I was 
supposed to get for the”57 introduc- 
tion two weeks ago.” 


After their opéning-day blast, 
Chevrolet de s expect it will take 
a week forfthe pipelines to start 
flowing sp@adily on new-car deliv- 

i y anticipate longer delays 

e models, which again will 
deliveries into November for 
“sold” in October. 

* * + 


Cc 
f 
{With ‘57 models of both Ford 


and Chevrolet on display this 
week—enabling prospects to com- 
pare the two lines—the sales tempo 
should gather momentum. (The two 
leading makes normally account 
for a shade less than half of all 


| sales.) 


Battle lines for the major cam- 
paigns of 1957 will be drawn in 
earnest with the introduction of 
Plymouth on Oct. 30 and Buick 
on Nov. 9. 

While no forfeit can be expected 
this year in the Ford-Chevrolet 


| fracas, the real fireworks are ex- 


pected in Plymouth’s allout attack 

on Buick to regain third place. 
Some Ford and Chevrolet dealers 

expect the Buick-Plymouth battle 
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Ford Motor Up in Volume, Percentage . . . 


6 Makers Hike Model-Run Share 


By Martin L, Whitmyer 
Staff Writer 
Aaa only Cadillac, Ford 
division and Lincoln built more 
1956 cars than 1955 models, six fac- 
tories increased their percentages 
of model-run production this year. 

The makers that gained share- 
of-industry ground were Cadillac, 
Chevrolet, DeSoto, Ford division, 
Lincoln, and Mercury. Dodge was 
unchanged. 

Ford Motor Co. was the only 
maker on a corporate basis to 
show a gain over the ’55 run, 
both in volume and percentage. 
Manufacturers that lost ground 
were Buick, Chrysler division, Hud- 
son, Nash, Oldsmobile, Packard, 
Plymouth, Pontiac, Rambler and 
Studebaker. Willys Motors did not 
produce any cars during the ‘56 
run, while Continental began as- 
semblies as part of the '56 run. 

* * * 

NDUSTRY-WIDE, the ‘56 model 

run totalled 6,295,580 cars, or a 
11.8 percent decline from last year, 
when 7,136,496 units rolled off the 
lines. 

Of the ’56 total, the Big Three 
turned out 6,090,723 units for 
96.75 percent of total industry 
output. The Little Three assem- 
bled 204,857 cars for 3.25 percent. 
The Big Three’s output gave it a 
1.34-percentage-point increase over 
the 55 model run, when it turned 
out 6,808,489 cars for 95.41 percent. 
The Little Three turned out 328,007 
cars a year ago for 4.59 percent. 

> 2 > 

ORD MOTOR’S four divisions 

turned out 1,849,412 cars for 
29.38 percent and a 4.05 percentage- 
point boost over a year ago, when 
the company assembled 1,808,187 
cars for 25.33 percent. 

Greatest gain made by any 
maker was Ford division, which 
turned out 1,468,733 cars for 23.33 
percent and registered a 3.00 
percentage-point gain over °55, 
when it assembled 1,451,157 cars 
for 20.33 percent. 

Lincoln picked up 0.42 percentage 
points with a ’56 production of 50,- 
323 cars and 0.80 percent, compared 
with 27,222 cars and 0.38 percent 
on the ’55 run. 

> * 7 
it fell 1,865 units 
55 model-run 


LTHOUGH 
short of its 


efforts, Mercury picked up 0.59 per- 
























































Business 
Barometer 


Auto Production — 111,661 cars, 
trucks in week vs. 163,596 year before. 

Department Store Sales — Up 
2 percent from year before. 

Freight Loadings — 815,004 cars 
in week, an increase of 13,445 cars 
from year before. 

Gasoline Stocks — 176,000,000 
barrels, an increase of 1,280,000 bar- 
rels in week. 

Jebless Claims—182,000 in week 
196,000 year ago. 

New-Car Registrations—4,219,- 
147 in 1956 to date vs. 4,856,141 
year ago. 

New-Truck Registrations—<13,- 
627 in 1956 to date vs. 611,028 year 
ago. 

Oil Stocks — 276,967,000 barrels, 
a decline of 1,689,000 barrels in week. 

Soft Coal Output — 10,405,000 
tons estimated in week vs. 9,844,000 
fons year ago. 

Steel Output — 101.7 percent of 
capacity estimated vs. 100.9 percent 
week earlier. 

Used-Car Prices — $794 average 
in October to date vs. $815 in Sep- 
tember. 
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Common Stocks 
Oct. Oct. 1956 
17 10 High Low 
Am. Motors 6 6% 8% 5% 
Chrysler 77. 75% 87 60 
Ford 60% 60% 63% 51% 
GM 47%, 484%, 49%, 40% 
S-P 6 6% 10% 6 





38.55 39.53 





Average 


centage points over a year ago. It 
accomplished the feat on 327,943 
cars and 5.21 percent this year, 
compared with 4.62 percent on 329,- 
808 units a year ago. 

Continental took 0.04 percent on 
2,413 cars this year. 

General Motors lost 1.64 per- 
centage points from a year ago 
despite sizeable gains by Cadillac 
and Chevrolet. Hurting the corpo- 
ration the most were heavy losses 
at Buick and Pontiac. 

* * > 
LTOGETHER, GM’s five divi- 
sions produced 3,235,241 cars 

during the ’56 model run for 51.38 
percent of total industry output. A 
year ago, however, the corpora- 
tion’s 3,782,876 assemblies cap- 
tured 53,02 percent. 

Chevrolet gained 0.94 percent- 
age points on 1,617,397 cars and 





Auction Sells °57 Dodge 


18 Days Before Debut 


DETROIT, — What may have 
been a record in new-model gun- 
jumping was set last week when 
Dyer Auto Auction, Dyer, Ind, 
sold a 1957 Dodge Royal four- 
door sedan for $3,115 — 18 days 
ahead of the car’s official intro- 
duction date. 


Dodge has not yet released 
1957 prices, but a 1956 Royal four- 
door lists at $2,512, plus acces- 
sories, 

Dyer also sold two ’57 Fords. 
Nine other auctions sold 34 addi- 
tional ’57 Fords. Prices on the 
Fords ranged from $1,905 to $2,- 
575 on Customs, $2,100 to $2,567 
on Custom 300s, $2,625 to $2,720 
on Fairlanes and $2,400 to $2,850 
on Fairlane 500s. 








25.69 percent in 1956, as against 
1,766,013 cars and 24.75 percent of 
the ’55 model run, 


Cadillac showed a 9.8 percent 
increase in output in ’56 and picked 
up 0.49 percentage points over a 
year ago. The feat was accom- 
plished on a production of 154,631 
cars and 2.46 percent of total out- 
put this year, compared with 140,- 
778 cars and 1.97 percent on the 





655 run. 
* * + 
gp aoe ‘was GM’s biggest loser, 
declining 1.32 percentage points 





from a year ago. The drop was 
sustained on 405,730 cars and 6.44 
percent of total output this year, 
compared with 554,090 cars and 7.76 
percent a year ago. 

Buick slipped 1.28 percentage 
points on 572,024 cars and 9.08 
percent this year, against 738,814 
cars and 10.36 percent during the 
565 model run. 


Oldsmobile’s production of 485,- 
459 cars and 7.71 percent of total 
output in 56 was a 0.47 percentage- 
point drop from a year ago, when 
the division turned out 583,181 cars 
for 8.18 percent. 


* * * 


= CORP. copped 15.98 
percent of the ’56 run on 1,006,- 
070 cars, but fell 1.08 percentage 
points short of 1955, when the com- 
pany assembled 1,217,363 cars for 
17.06 percent. 

DeSoto, the only Chrysler Corp. 
division to show a percentage- 
point gain over ‘55, picked up 
0.21 points on a production of 
112,833 cars and 1.79 percent of 
the °’56 run, compared to 1.58 
percent on 112,310 cars a year 
ago. 

Dodge accounted for 3.83 percent 
this year on 240,966 cars — the 


(Continued on Page 53, Col. 4) 





Keep U p with Times, Dealer Urges bee 
Changes Produce Profit 


MONTREAL, — New-car dealers 
can make a profit if they recognize 
changes that have taken place in 
the business and move to operate 
under the new pattern, says a long- 
time Canadian new-car dealer. 


R, B. Perrault, a dealer for 29 
years and president of Cumming 
perrault, Ltd. (Mercur y-Lincoln- 
Meteor), says these are the 
changes: 

1. List prices on new cars and 
price lists on used cars are mean- 
ingless and serve only as a guide. 
The real new-car selling price is 
the market price in the dealer's 
territory. 

2. Volume operation has become 
necessary in all departments. 

3. Rigid control — through fore- 
casts and daily control operations— 
is a must. Monthly statements are 
useful only for analyzing past oper- 
ations and planning future fore- 
casts. 

4. Dealership layouts must be in- 
expensive, patterned after su per- 
markets. They should be located 
on a main thoroughfare, near a 
traffic light, and should combine 
maximum parking with minimum 
building. 

Dealers, Perrault said, can 
move to meet these changes by 
making “the big decision” to 


Dealers Warned 
Chicago Assn. Reports 


On Credit Plot 


CHICAGO, — The Chicago Auto- 
mobile Trade Assn. has warned its 
members of a credit scheme which 
allegedly has cost merchants thou- 
sands of dollars. 

The scheme was said to involve 
a telephone method of establishing 
credit. When verification calls are 
made, a cohort of the purchaser 
confirms the credit standing. 
| Three dealers and a number of 
| finance companies are among the 
| firms which have been victimized, 
|'CATA said. The association said 
| the buyer selects a car, pays a par- 


| tial downpayment in cash and the) 


balance with a bogus check 


move to an area where they can 
offer more parking. 

Then, he said, they should plan 
a smaller but more flexible plant 
and dress up the entire establish- 
ment “like a Christmas tree at 
night.” The layout, he said, should 
enable all departments to see the 
customers. 


He also urged dealers to offer 
facilities for oversized trucks, to 
operate evenings and Saturdays, to 
offer pickup and delivery service 
and to plan a merchandising in- 
centive program for all depart- 
ments. 

Dealers, he said, must set their 
sights on lower rent, lower taxes 
and smaller buildings. 


Perrault has done a good job of 
following his own advice by moving 
his firm to new quarters at 6435 
Upper Lachine Rd. on the fringe 
of Montreal. 

The firm’s advertising accents the 
slogan, “Parking by the acre — not 
by the foot.” The new facilities 
meet Perrault’s other requirements 
in every way. 





Thunderbird Redesigned for '57— 


Each Maker’s Share... 


Model-Run Output — '56 vs. ‘55 


(U. S. PRODUCTION) 


1956 
Model-Run 
Output 
1,006,070 
131,394 
112,833 
240,966 
520,877 
1,849,412 
‘ 2,413 
1,468,733 
50,323 
327,943 
3,235,241 
572,024 
154,631 
1,617,397 
485,459 
. 405,730 


CHRYSLER CORP. ........ 


Plymouth 
FORD MOTOR 
Continental 
Ford . 
Lincoln 
STE. sxniivannvnienetvamiiwnine 
GENERAL MOTORS .... 


Buick . 
Cadillac 
Chevrolet 
Oldsmobile 
EEE iccdewvtieviens 


Willys 
Kaiser . 
S-P CORP. 
Packard .. 
Studebaker 


Total Little 3........... 5 
Total Cars, U. S............... 





1955 
Model-Run 
Output 

1,217,363 
159,037 
112,910 
273,286 
672,130 


Percent 
of Total 
Output 
17.06 
2.23 
1.58 
3.83 
9.42 


Gain 
or 
Loss 


— 1.08 
—0.14 
+0.21 

0.00 
—1.15 


+-4.05 
+0.04 
+3.00 
+0.42 
+0.59 
—1.64 
—1.28 
+0.49 


+0.94 
—0.47 


Percent 
of Total 
Output 
15.98 

2.09 
1.79 
3.83 
8.27 
29.38 
0.04 
23.33 
0.80 


1,451,157 
27,222 
329,808 
3,782,876 
738,814 
140,778 
1,766,013 
583,181 


7,136,496 


U.S. Safety Standards Seen 


Unless Makers 


RICHMOND, Va.—The auto in- 
dustry has been warned that if it 
doesn’t clean its own house, a Fed- 
eral agency will be set up to re- 
quire all manufacturers to meet 
certain minimum safety standards. 

The warning was expressed by 
Dr, Fletcher D. Woodward, chair- 
man of the American Medical 

Assn.’s committee on automotive 
crash injuries, before 500 dealers 
at the thirteenth annual conven- 
tion of the Automotive Trade 

Assn. of Virginia. 

Declaring that law enforcement 





Speed Curb on Makers 
Urged as Possibility 

ANNAPOLIS, Md. — Belief it 
may become necessary for states 
to require manufacturers to limit 
the speed at which the average 
car can be operated was ex- 
pressed last week by Gov. Theo- 
dore McKeldin. 


“Highway accidents in Mary- | 


land are killing people by the 
carloads,” McKeldin said, “and 


radical steps may be necessary | 


to. combat such radical destruc- 
tion. If manufacturers will not re- 
duce the speed at which their 
cars can be operated, the states 
will have to do it by law.” 

McKeldin said he believes if 
one state started it, other states 
would fall quickly in line. “The 
suggestion may be radical in na- 
ture,” he said, “but the snuffing 
out of five, six or seven lives ina 
sudden crash on the highway is 
not exactly conservative.” 








The 1957 Thunderbird has a redesigned body 5% inches longer than the 1956 
models, but overall length has been reduced three inches by moving the bumper- 
mounted spare tire into the luggage compartment. Larger and stronger front and rear 
bumpers, a restyled grille providing better engine cooling, and lengthened rear quar- 


ter panels are among the styling changes. 


The rear fenders have been raised and 


Move First 


isn’t the answer, Woodward said, 
“Police officers’ zeal is bound to 
suffer when they are constantly 
faced with the apathy of the pub- 
lic, the legislator and the traffic 
judge.” 

He proposed that all prospective 
drivers and those whose licenses 
have been revoked be made to pre- 
sent a certificate from a public or 
private driving school when apply- 
ing for a license. He also suggested 
uniform instruction for traffic 
judges. 

Woodward also urged that the 
States test drivers’ physical quali- 
fications every three years and 
the establishment of a national 
foundation for the study and pre- 
vention of crash injuries. 

Frederick J. Bell, NADA execu- 
tive vice-president, discussed the 
new harmony between dealers and 
manufacturers. 

Elson G. Simms, a Vincennes 
(Ind.) dealer, said the profit situa- 

}tion for some dealers is so serious 
that they are nearing bankruptcy. 

Discussing the Federal interstate 
highway program, J. P. Mills jr, 
traffic and engineering consultant 
for the Virginia Highway Commis- 
sion declared: 

“In a few instances, businesses 
may be hurt by these new inter- 
state roads. However, remember 
that these roads will have con- 
trolled access and business places 
will have no access except at 

interchanges. 

“It is the intention to follow or 
closely parallel the present roads 
as nearly as possible. It also is the 
intention to properly sign inter- 
changes so that drivers desiring 
accommodations, food, fuel and s0 
forth can easily find access to the 
old roads and present businesses.” 

Mills said that at least 120 of the 
183 persons killed on rural and in- 
terstate highways in Virginia last 
year would be alive if the network 
had been completed. 

Fred Smith, a management con- 
sultant from Cincinnati, spoke hu- 
morously to the dealers, urging 
them not to worry about rumors 
and not to criticize unless they have 
a suggestion for a better way. 

The Virginia dealers elected 
the following officers: John Swan- 
son, president; J. R. Chapman, 
first vice-president; C, B. Mason, 
second vice-president; Harold Er- 
win, third vice-president, and Joe 
L. Hill, secretary-treasurer. 

Irving R. Kline succeeded Tom 


canted outward. The new Thunderbird offers several engines ranging from 270 horse- Frost as president of the Automo 
pcwer down to 212, about 20 percent higher than in 1956. 








| bile Old Timers in Virginia, 
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UCCESSFUL dealerships are 
built on sound service. We all 
recognize the truth of that state- 
ment that is so frequently repeated. 
It is the use of the automobile, 
rather than the automobile itself, 
that people buy. 

And the automobile, to meet 
adequately the needs of the cus- 
tomers who buy it, depends upon 
the facilities, the manpower and 
the parts stock of the dealer. 

It is true that a satisfied cus-| 
tomer is the dealer’s best advertise- | 
ment. No advertisement can be as} 
strong and forceful as the word-of- 
mouth advertising of a satisfied 
owner. But is it safe to leave our 
future in the hands of satisfied | 
owners? 

This is a dynamic market. Old 
customers are dying off, new fami- 
lies are moving in. Young folks 
are marrying and starting families. 
New and aggressive competition 
also is entering the field. We there- 











Hartford Plea 
Dealer Assn. Chief Slaps 
Highway Lag 


HARTFORD, Conn, — Kristian 
Jensen, president, Hartford Auto- 
mobile Dealers Assn., has urged 
Hartford County motorists to con- 
tact local government bodies and 
impress upon them the need for 
new highways. 

County vehicle registrations have 
jumped from 160,500 in 1948 to 257,- 
000 today, he said, but highway 
facilities have not kept pace with 
the increase. 

Jensen called the Hartford area 
one of the few major metropolitan | 
areas in the nation that has made 
no actual improvements in access 
highway tacilities, 


St. Louis Show 
To Run Jan. 19-27 


ST. LOUIS. — The 1957 St. Louis 
Automobile Show will be presented 
Jan, 19-27. 

The show will again be presented 
at the Arena. Increased attendance 
is expected to result from ample 
parking apace this year. 


Horatio Alger Award 


Given Milner at 39 


LITTLE ROCK. — R. E. Dumas 
Milner, owner of Milner Pontiac 
Co., Little Rock, and General Mo- 
tors dealerships in other cities, has 
received a special Horatio Alger 
award of the American Schools and | 
Colleges Assn. 

Milner, 39, owns an automobile 
insurance company, a chemical 
products company, a 400-room hotel 


his home town of Jackson, Miss., 
and is president of the Jackson 
State Times, daily newspaper which 
he helped to found in 1954. The 
awards are presented to outstand- 
ing business men who have gained 
notable success by their own efforts. 
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|but they don’t rest there. 
| constantly tell the world about the 
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fore can’t rest our laurels on past 
performance or in the hands of 
satisfied owners. 

The ability to satisfy owners is 
basic. Unless a dealer can satisfy 
the majority of his customers he 
is on the way out. A dissatisfied 
customer makes an issue of his dis- 
satisfaction. He tells the world 
about it. A satisfied customer takes 


| good service for granted and fails 


to spread the good word. 

So if we are really to take 
advantage of our ability to satis- 
fy, we also must take the respon- 
sibility of letting all people in 
our area know about the facilities 
we have provided to take care of 
their needs. 


All good things must be pro- 


|moted if we are to make them| 


cashable assets. Hardly in one’s 
lifetime can good deeds catch up 
with those who perform them. 

+ = * 


Consider the Tomato 


AKE a lesson from our manu- 
facturers. They build good cars 
They 


good qualities of the car. 


We all remember Force, the 
breakfast food, or Sweet Caporal 
cigarets or Pears soap. At one time 
they enjoyed a large share of the 
market. They pleased customers, 


|too. Their quality was just as good 


as competitive products. But they 
rested on their laurels, ceased to 
tell their story. Now they are out 
of the picture. 

Or we can consider a common 
product, the tomato. If a tomato 
is squeezed and put into a can 
and labeled “juice,” it takes two 
leading brands added together to 
account for 34 percent of the bus- 
iness. If the tomato is squeezed 
and put into a bottle and labeled 
“ketchup,” one brand is preferred 
by 38.5 percent of all consumers. 


When the tomato is squeezed and 
put into a can and labeled “soup,” 
one brand alone gets 70 percent 
of the business. 

There are several brands of 
tomato products that are of high 
quality. The leaders who account 
for this outstanding volume con- 


|tinually tell the world about their 
product and therefore cash in on) 
their good works. 


* * * 


New Advertising Trend 

ND so it is with automobile 

dealers. In order to get the 
maximum benefits of a high-class 
operation, it is necessary to pro- 
mote continually the ideals and the 
methods employed in serving au- 
tomobile owners in the community. 

This isn’t done by promoting the 
ear, which is for sale in a lot of 
other places. An automobile dealer 
must promote his institution as a 
preferred place to purchase a car 
and to have it serviced. A dealer 
is interested not only in how many 
cars are sold but in how many he 
sells and at what profit. 

We have obtained the 
O’Mahoney-Celler law which puts 
protection behind our investment. 
We now can justify telling our 
own story of our ability to satisfy 
customers as a means of promot- 

ing that protected investment. So 
the trend of dealer advertising is 
away from product advertising 
and concentrated on institutional 
advertising. 

This is to be encouraged. Now 
that we have a contract with pro- 
tection from the factory, let’s take 
the fullest advantage of the situa- 
tion and build protection for our 
institution with the public. 

Let’s tell our story. Let’s develop 
friendship and public understand- 
ing as to the importance of our 
contribution in making the use of 
the automobile available and satis- 
factory to the residents of our area. 
It is a sure and sound way to bring 
the promising future rewards home 
to our establishments. 
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Lead Canadian Automobile Dealers— 


Clark, Fredericton, N. B.; James |. Cooke, Toronto, and Howard B. Moore, Toronto. 
Clarke Simpkins, Vancouver, B. C.; D. A. Amory, Montreal; R. R. Coggan, Sudbury, Ont.; 
| Newell, Montreal; Frenk W. Mills, Edmonton, Alba.; Roger Langlois, Montreal; 
Summerside, P.E.1.; 


couver, 


F. W. Marshall, 
C. R. Howell, Toronto, and A. E. Levesque, Edmundston, N. B. Directors not pictured are Dan Mclean, Van- 
B. C.; A. . J. Cameron, _Moose Jaw, Sask., and Gordon Smith, Kamloops, B. C. 








Officers and directors of the Federation of Automobile Dealer Assns. of Canada, elected at the group's annual meeting in 
Montreal, are, seated, from left, F. S. Knutson, Saskatoon, Sask.; J. B. Forbes, Kitchner, Ont.; Phil Kimball, Trois Rivieres, Que.; Alden R, 


Standing: Grover C. Robertson, Toronto; 
Albert E. Stede!baver, Windsor, Ont.; W. R. 
St. John, Nfid.; Murray S. Willet, 





55% Against . 
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Bridge. . . 


vania’s NADA director. . . 















On Credit Control 
installment sales, according to a| dealers said “no” and 444 percent 
Fifty-five percent of the dealers | trols should follow the lines of the 
Of those who favored regulation, | 
‘Speaker Roster 
When asked if they thought the 
| —53.7 percent said “no” and 46.3 | the roster of speakers for the 
| managing director, will speak on 
NADA Denies Bill 
Frederick M. Sutter, NADA vice- 
phatically denied last week reports Edward A. Sahli Beaver Falls 
ging. |Be Another You” for his subject. 
bootlegging “must be stopped.” 
of both the House of Representa-| 
bootlegging.” 
dealer moving cars into the bootleg 
does remove the excuse that some 
being forced to take more cars 
YOUNGSTOWN, O. — Dan A. 
added nine members. . 
drive. 


45% for Regulation, 
N. J. Dealer Vote Close 
NEWARK, N. J. — A majority, controls would be sufficient to off- 
of the dealers in New Jersey are| set the interference with normal 
opposed to government control of| business, 55.6 percent of the 
survey of more than 200 dealers by | said “yes.” 
the New Jersey apogee Trade| Some 53 percent of the dealers 
Assn. | surveyed said that any credit con- 
opposed the regulation and 45 | former Regulation W. ‘Seven per- 
percent of them favored the con- 
trols. 
Sims Completes 
79 percent said they preferred Fed- | 
eral controls and 21 percent recom- 
mended state controls. A K 
controls could be policed satisfac- | t y- eeti £ 
torily, the dealers answered much; LOUISVILLE — Elson G. Sims 
jas they did to the initial question | (Ford), Vincennes, Inc., completes 
| percent said “yes.” | Kentucky Automobile Dealers Assn, 
When | asked it the benefits of |to be held here Nov. 11-12. 
a | Sims, according to Lew Ullrich, 
“Is Auto Dealing a Wholesale Give- 
| away? . 
Blocks Action Other speakers will include 
Yo 
On Bootlegging president, Columbus, Ind., who will 
pose the question: “Where To, 
WASHINGTON. NADA em-! Dealer?” 
that the recently passed “good- : : “ : ” 
faith” bill prevents manufacturers nena "hon aaeee Se Cadiion 
from taking steps to stop bootleg-| Cojo, has chosen “There Will Never 
The association reported that A “Profit With Progress in ’57” 
there had been recent rumors to panel will be composed of other 
this effect and added strongly that) ouccessful dealers, Ullrich said. 
“The authors of the ‘good-faith’ 
bill made it quite plain,” NADA 
said, “in hearings and on the floor) 
tives and the Senate, that the ‘good- | 
faith’ bill was not intended to inter-| 
fere with anyone’s efforts to stop | 
Senator Joseph C. O'Mahoney, | 
Wyoming Democrat, specifically| 
stated on the Senate floor that no 
market would be protected by the 
bill. 
NADA said that the new law 
dealers used for putting cars into 
bootleg channels—that they must 
wholesale cars because they are 
than their market can absorb. 
Dealer Heindel Heads 
Youngstown Chest Drive 
Heindel jr., Oldsmobile dealer, has 
been named head of Youngstown’s 
million-dollar Community Chest 
Heindel also is president and 
trustee of the Youngstown Auto- 
mobile Dealers’ Assn. 








On the House .. . 


Pointing out that the vast majority of Connecti- 
cut dealers believe that the price pack is a dodo, 
Connecticut association’s Carl Lane suggests that 
every dealer use the term “markup” and, in estab- 
lishing prices on 1957 models, use only a markup 
which can be substantiated by reasonable charges. 
He also believes the posting of wall charts in show- 
rooms, giving retail delivered prices, would build 
confidence with public. .. . 

Acquisition of Jim Nance’s merchandising 
savvy looks like a smart move by Ford... . 
press preview, Pontiac’s general sales manager 
was introduced as Frank V. 





. Jimmy Whitehurst, Dallas associa- 
tion manager, is recuperating in Methodist Hospital, Dallas, from 
a fractured kneecap suffered while loading a bus following an 
NADA membership committee meeting... . 

W. M. McCune (Ford) succeeds Ed Sahli (Chevrolet) as Pennsyl- 
. Chevrolet’s ex-sales chief Bill Holler was 
in Detroit last week for his annual medical checkup, met with group 
of his old friends, told of his recent trip to Far East... . 
mond has resigned as manager of the St. Louis dealer group, is 
returning to his hometown, Columbus, O... . 
. Victor Giere, former state association presi- 
dent, has been named parttime field man for Minnesota dealer group. 


cent favored some other approach 
and 40 percent declined to com- 
ment. 

Commented one dealer, “Some 
regulation should be adopted to 
control the selling price and 
monthly terms to protect the used- 
car market which suffered when 
everybody can drive a new car 
regardless of downpayment or 
terms.” 

Another dealer asserted, “As it 
now stands no one dealer can 
afford to be a ‘one-man crusade’ 
against the forces of evil in this 
business, even though we are 
aware that most of our financing 
is risky for the lender and in 
many cases for the dealer.” 

A total of 66.1 percent of the 
New Jersey dealers said they 
objected to Government interfer- 
ence with the natural competitive 
forces inthe economy, The 
remainder said they did not object. 

One dealer said, “Suggest a 
modernized version of Regulation 
W. This is necessary because of 
the higher-priced merchandise and 
economic conditions.” 


Smith Heads Up 
Toledo Group 


TOLEDO.—David D. Smith, gen- 
eral manager of Pemberton Cadillac 
Co., was elected president of the 
Toledo Automobile Dealers Assn., 
to succeed Edgar T. Keller. 

Other officers are: Richard W. 
Moore, Moore Ford Sales Co., first 
vice-president; James E. Cobley, 


West Toledo Motors, second vice- 
president, and Edward P. Tropin- 
ski, secretary-treasurer. The associ- 
ation’s annual dinner dance was 
held in the Toledo Country Club. 








At 
(for “Volume”) 


Russ Ham- 


Oregon association has 


—Perre Wemuorr, Editor, 
Automotive News 
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Bel Air Increases Range from $80-$179 ... 


Chevrolet, Lincoln Prices Up 6-7% 


(Continued from Page 1) 
figures for six-cylinder 1957 models, 
it is found that the General Motors 
division’s lowest-priced One-Fifty 
geries has been boosted to within 
$3 of Ford’s Custom on comparable 
units. One-Fifty models were $14 
to $26 less than Ford Mainlines in 
1956. 

Chevrolet Bel Airs are a few 
dollars above Ford’s new Fair- 
lane 500 series. In 1956, Bel Air 
models were $14 to $25 less than 
Fairlanes which then were Ford’s 
highest-priced models. 

Chevrolet’s Two-Ten series now 
is priced about midway between 
Ford’s Custom 300 and Fairlane 
models, Examples: Four-door sedan 

—Custom 300, $2,085.45; Two-Ten, 
$2,131; Fairlane, $2,189.89. Two-door 
sedan—Custom 300, $2,033.82; Two- 
Ten, $2,079; Fairlane, $2,137.25. 
* « + 


EVROLET offers a lower- 

priced hardtop than Ford. It’s 
Two-Ten two-door pillarless model 
is $2,161, while Ford’s Fairlane is 
listed at $2,195.11. Ford does not 
have a hardtop in its Custom 300 
series. 

In 1956, Chevrolet listed 19 
models with an average price of 
$2,125.10, the average being ob- 
tained by adding the prices of all 
models and dividing by the num- 
ber of models. Ford’s figure was 
$2,161.59. 

The new Chevrolet average is 
$2,253.21, compared with $2,224.36 
for Ford. The Chevrolet increase 
averaged $128.11, or 6.03 percent 
per model. 

+ . > 
Turbo-Fire V-8 engine will 
be $100 extra; Powerglide auto- 
matic transmission remains at 


$188.50, and power brakes hold at! 


$37.70. 
Power steering was reduced $20 


1,000 Attending 
Tenth NIADA 
Parley in N.Y. 


NEW YORK.—An estimated 1,000 
members and guests of the Na- 
tional Independent Automobile 
Dealers Assn. are gathered here 
for the association’s 10th annual 
convention. 

Sessions, being held at the Hotel 
New Yorker, will end with the an- 
nual banquet and address of the 
1956-57 president tomorrow night 
(Oct. 23). 

Other talks on the convention 
schedule were to be given by Stacy 
Rowell, of Miami, 1955-56 associa- 
tion president; Mayor Robert F. 
Wagner, of New York; Ray Dickey, 
of Danzansky and Dickey, general 
NIADA counsel, and New York 
City Vehicle Commissioner Joseph 
P. Kelly. 

Carl Marker, former president of 
NIADA, was to report on auction 
activities. 

NIADA changed its name from 
National Used Car Dealers Assn. 
at least year’s convention in Pitts- 


burgh. 


Spare Is Flat, Too— 


A fold-up spare tire and a carbon di- 
oxide cartridge to inflate it are displayed 
along with a conventional spare tire by 
Dolores Sturgis, employee, Gates Rubber 
Co., Denver. The new type spare, which 


‘travels about 1,000 miles, provides more 


room in the trunk and is expected to lead 
to lower carlines in the rear of future 
cars. Weight of the new tire is 10 pounds. 











at the factory level, and power 
seats and power windows each 
went down $5. Delivered prices 
will be about $70 for steering, $42 
for seats and $100 for windows. 

Prices of the Ramjet fuel-injec- 
tion system and the new Turboglide 
triple-turbine automatic transmis- 
sion had not been set late last 
week. 

The suggested dealer delivery 
and handling charge remains at 
$25. 

> * . 
pPasowine is a comparison of 

Chevrolet suggested prices for 

1957 and 1956 models (prices are for 
six-cylinder models): Ong-Firry— 
four-door sedan, $2,005, up $136; 
two-door sedan, $1,953, up $127; 
utility sedan, $1,842, up $108; two- 
door, two-seat station wagon, $2,- 
264, up $93. 

Two-ten—four-door sedan,, $2,- 
131, up $176; two-door sedan, $2,- 
079, up $167; club coupe, $2,119, 
up $148; four-door hardtop, $2,227, 
up $110; two-door hardtop, $2,161, 
up $98; two-door, two-seat station 
wagon, $2,359, up $144; four-door, 
two-seat station wagon, $2,413, 
up $150; four-door, three-seat sta- 
tion wagon, $2,520, up $172. 

Bet Am — four-door sedan, $2,- 


247, up $179; two-door sedan, $2,195, | 


Mercury Debut 
Moved to Nov. 12 


DETROIT. — Mercury last week 
pushed back the public introduc- 
tion date of its 1957 models to Nov. 
12. The cars had been scheduled to 
appear in dealer showrooms Oct. 29. 

The company said the change 


was made in order to get more cars| 


to dealers by the display date. 
Ford Motor Co. officials have said 
that $100 million went into design, 
development, engineering and tool- 
ing, and that the cars represent an 
investment of $350 million not 
counting working capital. 


Legion Cites Dealer 
MONTGOMERY, W. Va.—Brown 


Chevrolet Co., Montgomery, W. Va., | 


has received the 1956 American 


Legion employer award for West) 
Virginia for its policies and atti-| 
tude in servicing disabled veterans | 


and handicapped employes. 


up $170; four-door hardtop, $2,321, 
up $91; two-door hardtop, $2,256, 
up $80; convertible, $2,468, up $124; 
two-door, two-seat Nomad station 
wagon, $2,714, up $106; four-door, 
two-seat station wagon, $2,537, (no 
comparable 1956 model). 

Corvette—Hardtop coupe or con- 
vertible with V-8 engine, $3,422, up 
$273. 

* * > 

. ee prices include auto- 

matic transmission and power 
steering on all models as well as 
power brakes which become stand- 
ard for 1957. In addition, power 
windows and four-way power seat 
are standard on Premiere models. 

A four-door hardtop has been 
added to each series, and center 
pillars of four-door sedans have 
been slimmed, giving these mod- 
els a hardtop appearance when 
the windows are rolled up. The 
new sedans carry the same price 
tags as four-door hardtops. 


in 1956 was $4,455.60, and the seven 
models for 1957 average $4,856.36. 
Part of the $400.76 increase is due 
to the promotion of optional items 
to standard equipment status, while 
another $10 is the result of a boost 
in suggested dealer delivery and 
handling charges. This figure now 
is $60. 
. > 7 


[_Ncours suggested prices for 
1957 are: Capri—four-door se- 
| dan, $4,596.50. up $385; four-door 
thardtop. $4,596.50 (new model); 
two-door hardtop, $4,466.50, up 
$347.50. 

Premiere — four-door sedan, $5,- 
079.50, up $479; four-door hardtop, 
$5079.50 (new model); two-door 
hardtop, $4.950.50, up $350; con- 
vertible, $5,225.50, up $479. 

> = . 


Chevrolet Boosts 


°57 Truck Prices 


DETROIT. — Price increases on 
| Chevrolet's 1957 trucks are similar 
|}to those on passenger cars, the 
company announced last week. Car 
| prices rose 6 percent. 

“Offsetting some increases in the 
| truck line,” Chevrolet said, “is the 
|fact that many features which 
were extra-cost options in 1956 have 
been included as standard equip- 
ment on 1957 models.” 

Among these items, Chevrolet 
said, are electric windshield 
wipers, shock absorbers, heavy- 
| duty axles and heavy-duty engines. 








Sales Near 5 Million 


Final Year’s Registration of 6 Million Cars 
Seen if New-Model Surge Develops 


(Continued from Page 1) 


to be so intense that stray shots 
could knock off many potential 
Ford or Chevrolet buyers. 
> * > 

XT Saturday's milestone of the 

five-miilionth sale will be passed 
despite the second straight month 
of staggering sales. 

The current daily sales rate is 
only 15,800, compared with 21,000 
as recently as August. 

September registrations fell to 
fifth-best ranking in totals for 
the month, trailing 1955, 1950, 
1949 and 1953, in that order. 

October’s total should also settle 
to the No. 5 rung for the month, 
lagging in order behind 1950, 1955, 
1953 and 1949. 

Consistent high-level performance 
earlier in the year, however, 
coupled with comparative improve- 
ments in November and December, 
should keep 1956’s third-best rating 
intact. 

* * x 

NN THE used-car market, retail 

deals remained overshadowed 
last week by the new-car ex- 
citement and wholesale prices con- 
tinued to decline. 

According to Automotive News’ 
index of used cars sold at whole- 
sale auctions, the overall average 
price per transaction reached the 
year’s lowest level of $794. That 
represented a $2 retreat from the 
previous week’s average. 

Only three models on the index 
were reduced in price, but those 
losses were heavy enough to offset 


|gains recorded for the other five 
| models on the index. 

The price of ’55s fell $18 to $1,439, 
| 56s were off $14 to $2,008 and ’51s 
dropped $3 to $316. New lows were 
established by the averages on ’56s 
and ’55s—not surprising in view of 
57 introductions. 

The wholesale index recorded the 
following gains: '50s, up $13 to $227; 
52s, up $5 to $461; 49s, up $5 to 
$163; ’54s up $1 to $1,057, and ’53s, 
up $1 to $685. 








Average price of the five models | 





Cadillac Brougham at Paris Show— 


The luxury Cadillac Eldorado Brougham “Town Car” is shown on display ct the 
Paris International Auto Show. The car was one of several American ‘dream’ 
exhibited at the show. 


cars 





Sorensen’s Inside Story... 
Ford in Perspective 


NEW YORK.—Many writers have 
told the fabulous story of Henry 
Ford, founder of the Ford Motor 
Co. Some of these accounts are 
bitter, some awe-struck. 

The latest book on this subject, 
“My Forty Years with Ford,” by 
Charles E. Sorensen (W. W. Nor- 
ton, New York, $5), might be 
called “Ford ... in perspective 
... without tears.” 

Perhaps of all men Sorensen was 
closest to Ford for the longest 
period. He went through the rough 
spots, saw the faults as well as the 
greatness, suffered through Ford’s 
greatest failure, his treatment of 
his son Edsel, yet he concludes that 
he still holds Henry Ford in re- 
spect and is proud to bear the 
label, “Henry Ford’s Man.” 

“You couldn’t understand 
Henry Ford,” says Sorensen, “you 
had to sense him.” 

At times, says Sorensen, he was 
opinionated, small-minded, suspi- 
cious, jealous and occasionally 
malicious and lacking in sincerity. 
Sorensen says he feels that Ford 
may have hastened the death of 
Edsel and came close to wrecking 
the empire he had built. 

Yet he had a great idea and the 
pioneering courage to see it 
through. 

“We must go ahead without the 
facts,” Ford is quoted as saying. 
“We will learn them as we go 
along.” 

And he sensed modern manage- 
ment concepts long before manage- 
ment took on aspects of science. 

In writing that has the ring of 
fair-mindedness, Sorensen gives an 
insight into all the periods of the 
Ford Motor Co. and many of the 
men who made it. 

He divides the history of the 
firm this way: 

1903-14—The Couzens period, dur- 
ing which the irritating driving 
force of James Couzens, who headed 
sales, purchases and financing, kept 
the company afloat in stormy seas. 

1913-25 — Henry-Edsel Ford pe- 
riod. 

1925-44—-Sorensen period. 

1944 and on—the Henry Ford II 
period. 

One of the things that made 


GM Brass Eyes the Opposition— 


A group of General Motors executives on a tour of Europe look over the 1957 Ford 
at the Paris Auto Show. Third from left is Harlow H. Curtice, GM president. 








Ford great was his early feeling 
for what were to become the 
concepts of modern 
management. 





industrial | 


Ford felt that there was no need 


for titles. As Sorensen explains it, 
Ford managers needed some of 
these qualities: Refreshing sim- 
plicity, brains, education, special 
technical ability, tact, energy and 
grit, honesty, judgment, common 
sense, good health. 

Men with four or five of these, 
Sorensen says, are rare; those with 
six or seven almost nonexistent. 

So, said Sorensen, an organiza- 
tion needing all of them must make 
some division of responsibility. Sor- 
ensen calls division of the responsi- 
bility load and functional responsi- 
bility the basis of today’s industrial 
management, making possible the 
large-scale decentralization and 
specialization characteristic of 
modern business. 


The situation rather than per- 
sonality is the dominant factor. 
Since the situation controls, the 
true leader, says Sorensen, is the 
one who responds immediately 
and effectively to the situation. 
Since the situation is always pri- 

mary, authority derives from fune- 
tion rather than position. Respon- 
sibility is for and not to. 

Sorensen has been noted for his 
courage through his long associa- 
tion with the auto industry. He 
dodges none of the sore spots in 
the history of Ford, but treats them 
fair-mindedly as he sees them. 

This is a book that no student 
of the auto industry will want to 
miss. Publication date is Nov. 15. 

—RosertT M. FINLAY 


VanDerzee Aids 
Doyle at Car E 


DEARBORN. — Norman K. Van- 
Derzee has joined Special Products 
division of Ford Motor Co. as ex- 
ecutive assistant to J. C. (Larry 
Doyle), general sales manager. 

VanDerzee’s au- 
tomotive career 
covers almost 40 
years, the major- 
ity of them with 
Hudson. He 
joined Hudson in 
1932 as a Detroit 
sales representa- 
tive, rising 
through the or 
ganization to the 
position of sales 
manager in 1947 
and vice-president of sales from 
1949 to 1954. 

When Hudson and Nash merged 
to form American Motors, VanDer- 
zee stayed on for a little more than 
one year as vice-president in charge 
of sales. VanDerzee started his 
career with Chevrolet in 1917. 


°57 Confidence 


KANSAS CITY, — Bruno Roti, 
10-year veteran of DeSoto divi- 
sion, announced here last week 
that he was so enthusiastic about 
the 1957 line that he is resigning 
as DeSoto’s Kansas City regional 
manager to become a DeSoto- 
Sg uth dealer in St, Joseph, 


N. K. VanDerzee 





*...large percentage of resales due to 


excellent treatment by Commercial Credit” 


says Ford Dealer BENJAMIN ABRAMS, President 
of Crescent Motor Sales, Revere, Mass. 


“I believe we’re one of ComMERcIAL Crepit’s oldest 
accounts. We’ve been working together for 28 years 
and we look upon them as part of our family. Over 
the years we've had lots of opportunities to see their 
extra features like creditor group life and accident 
insurance and towing service benefit our customers. 
Their collision insurance gets cars fixed promptly 
and gives business to our service department. 
ComMeERCcIAL Crepit’s wholesale setup is second to 
none and their collection service is ideal. We get a 
large percentage of resales due to excellent treat- 
ment by CoMMERCIAL CREDIT.” 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it today? 


“<S4eE)\ COMMERCIAL CREDIT CORPORATION 


La) 
COMMERCIAL 5 A service offered through subsidiaries of the 
Seed Aer 7 Commercial Credit Company, Baltimore . . . Capital 


~~. and Surplus over $190,000,000 . . . offices in principal 
* ? cities of the United States and Canada. 











1,225-Page Monroney Report. . . 
Record of Reformation 


By Maynard M. Gordon 
News Editor 
_ TOOK 4,000 pages of record 

for franchised dealers to get a 
day-in-court law. 

The record of the Congressional 
exploration of factory-dealer rela- 
tions came last week in the form 
of a 1,225-page volume covering the 
hearings of the Monroney commit- 
tee. 

Called “Automobile Marketing 
Practices,” the green- covered 
book embraces 13 days of ses- 
sions, beginning Jan. 19 and ter- 
minating March 10, 1956. 

The Monroney record is supple- 
mented by “Automobile Dealer 
Franchises,” 603 pages before the 
Celler committee, and “A Study of 
the Antitrust Laws,” three volumes 
totalling 2,120 pages before the 
O'Mahoney committee. The stack of 
five books stands seven inches high. 

* * * 

RITING of the prodigious rec- 

ord on the auto industry began 
last Nov. 8 when Senator Joseph 
C. O'Mahoney called to order the 
Senate subcommittee on Antitrust 
and Monopoly. The subcommittee’s 
attention in hearings that ended 
Dec. 9 was centered solely on 
General Motors. 

Rep. Emanuel Celler’s Antitrust 
subcommittee in the House of Re- 
presentatives considered the 
Senate-passed day-in-court bill on 
July 2, 3, 9 and 10. 

President Eisenhower signed 
the history-making bill into law 
on Aug. 7, nine months after the 
Congress first put the public 


Humphrey Calls 
Buying on Credit 
A ‘Good Thing’ 


WASHINGTON. “Installment 
buying is a good thing for Amer- 
ica,” George M. Humphrey, secre- 
tary of the Treasury, said last week 
in a television interview. 

Time-payment buying is a way of 
saving money, he said, adding that 
he uses the installment plan him- 
self. 

However, he said, credit purchas- 
ing can be overdone, and he urged 
installment buyers to discipline 
themselves. Regulation, he said, 
should not come from “some bright 
people in Washington.” 


Humphrey has opposed moves by 
the Federal Reserve Board to 
restrict credit, which is now at rec- 
ord levels and has caused concern 
in some quarters. 





Oct. 17 
(Prices still coming down. Sold 138 
cars out of 200 entered.) 

BUICK—'56 Century Riviera, $2,200* 
(ps); Special Riviera, $1,890*%. ‘55 
Century station wagon, $1,870* (ps); 
Riviera, $1,770* (ps), $1,770*; Super 
Riviera, $1,765* (ps). ‘54 Super 4- 
dr., $1,420*° (ps), $1,205*; Special 
conv., $1,300*, ‘53 RM _ Riviera, 
$980*; Super 4-dr., $730* (ps); Spe- 
cial 4-dr., $665*. ‘52 Special 4-dr., 
$475*. '51 Super Riviera, $300*. 

CADILLAC—’55 (62) Hardtop, $3,100*. 
"51 (62) Hardtop, $820° (ps); 4-dr., 

* 


$650*. 

CHEVROLET—’'56 Two-ten (6) 2-dr., 
$1,635*. °55 Bel Air (8) 4-dr., $1,- 
350*; Two-ten (8) 4-dr., $1,090, $1,- 
075*, $965, $915; Two-ten (6) 2-dr., 
$1,060, $940, $865; One-fifty (6) 2- 


dr., $865. '54 Bel Air conv., $990°; 
Hardtop, $865, $810*; Two-ten 2- 
dr., $860, $755; One-fifty 2-dr., $690, 
$600. '53 Bel Air conv., $700*, $630; 
Two-ten 4-dr., $695, $655. ‘52 SL 
Deluxe sedan, $515*, $415*, $370, 
$360*. ‘51 SL Deluxe 2-dr., $285, 
$235°. 


DeSOTO—’55 Fire Dome conv., $1,510* 
53 Fire Dome 4-dr., $675*, 
$655* 


DODGE—’'55 Coronet (8) Hardtop, $1,- 
500*. °54 Coronet (6) station wagon, 
$930; Coronet (8) sedan, $625. '53 
Meadowbrook sedan, $390. 

FORD—'56 Fairlane (8) 2-dr., $2,015*, 
$1,700*; Victoria, $1,800*, $1,500; 
Custom (8) station wagon, $2,000°; 
2-dr., $1,585", $1,560°. °55 Fairlane 
(8) Crown Victoria, $1,560*, $1,505*; 
Victoria, $1,410*; conv., $1,350*, $1,- 
335°; 4-dr., $1,370*; 2-dr., $1,310, 


$1,135; Custom (8) 2-dr., $1,120*, 








Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


spotlight on the auto industry’s 
internal affairs. 

Now, less than a year since the 
O'Mahoney hearings got under way, 
much of the material presented to 
the various committees has been 
“dated.” 

The record reads in October, 
1956, like a stranger’s wordy diary, 
even though the witnesses all are 
very much extant and what could 
be more recent than '56 models and 
advertisements ? 

* 


+ * 


CTIONS obsoleted the words. 
The foremost action was 
General Motors’ new dealer fran- 
chise, announced midway through| 
the Monroney hearings on March 2.) 
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Chrysler Corp. and Ford Motor| Aiming for Better Employe Relations— 


have not as yet come up with new} 
franchises, but they are expected 
to do so in the near future. 

A second concrete action was 
establishment by all Big Three 
manufacturers of dealer relations 
sections at corporate executive 
levels. 

Ivan Wiles moved from Buick 
general manager to executive vice- 
president of GM in charge of dealer 
relations, with counterparts at each 
GM division. 

Benson Ford was shifted from 
Lincoln and Mercury to head up a| 
similar setup at Ford Motor, with 
assistance from Walker Williams, 
Joseph Bayne and Arthur Hatch. 
Cc. L. Jacobson and Robert L. 
Somerville have the same assign- 
ment at Chrysler. 

Judge W. C. Coleman was named 
umpire of GM dealer terminations. 

Finally, Congress pushed through | 
a “good-faith” bill designed to give 
the dealer franchise the privilege of | 
court adjudication in the event of! 
injustice. 
>. 2. a | 

ENATOR A. S. MIKE MON-| 

RONEY’S bill to curb coercive} 
trade practices by auto factories) 
died in committee, but may be re- 
vived at the next session of Con-| 
gress in January. | 
The Oklahoma Democrat already | 
has served notice that he will pro-| 
pose an investigation on auto credit} 
when Congress reconvenes. 

Publication of the Monroney 
committee record disclosed the 
names of Ford and GM dealers 
related to factory personnel. This 
list appeared in the Oct. 15 issue 
of Automotive News. 

Also revealed in the back pages 
of the volume is a breakdown by 
makes of dealer opinions on cer- 
tain questions asked in the famed 
Monroney questionnaire. 

Out of 19,113 dealers who filled | 

(Continued on Page 52, Col. 1) 





$880; Custom (6) 2-dr., $750; sta- 
tion wagon, $1,350. '54 Crest (8) Vic- 
toria, $1,070*; Custom (8) station 
wagon, $1,240* (ps); 4-dr., $825*, 
$765°*; 2-dr., $815, $810*, $760; Main 
(8) 2-dr., $640; Custom (6) 2-dr., 
$600. ‘53 Crest (8) station wagon, 
$930°; Victoria, $800*, $730; 4-dr., 
$690, $640; Custom (6) 2-dr., $680*, 
$580, $510, $505. '52 Custom (8) 2- 
dr., $675. '50 Deluxe (8) 2-dr., $210. 
HUDSON—'53 Hornet 2-dr., $350°*. 
LINCOLN—’'56 Capri Hardtop, $2,875*. 
MERCURY—’55 Hardtop, $1,625*. '54 
station wagon, $1,310*. '53 Hardtop, 
$1,000*; 2-dr., $780*, $745*, $665, 
$660; conv., $730*. "52 Hardtop, $500. 
NASH-—'53 Statesman Hardtop, $620. 
OLDSMOBILE—’'56 (98) Holiday, §2,- 
600* (ps), $2,565*; (88) Holiday, $2,- 
160° (ps). °55 (98) 4-dr., $2,025*; 
(88) Super Holiday, $1,990*%; De- 
luxe Holiday, $1,710*. '52 (88) 4-dr., 
$560°*. 
PACKARD—’53 2-dr., $550*. 
PLYMOUTH—’55 Belvedere (8) Hard- 
top, $1,465*°. ‘53 Cranbrook 2-dr., 
$550. '51 Cranbrook 4-dr., $275. 
PONTIAC—'56 Chieftain (8) Catalina, 
$2,140* (ps). ‘55 Chieftain (8) conv., 
$1,600*; Catalina, $1,580*, '54 Chief- 


tain (8) sedan, $990*, $980*; Star 
Chief (8) 2-dr., $850*, $790*%. ’53 
Chieftain (8) Catalina, $825*; 4-dr., 


$710; Chieftain (6) Catalina, $825*; 
4-dr., $480. '52 Chieftain (8) conv., 
$515*; Chieftain (6) 4-dr., $450, 


$360°. ‘51 Silver Streak (8) 4-dr., 
. 


$305*. 
STUDEBAKER — '55 Champion 2-dr., 
$755. '53 Commander Hardtop, $510. 


|} row (Oct, 23.) 





"52 Champion Hardtop, $330. 
MISCELLANEOUS — '55 Chevrolet %- 
ton panel, $650. ‘50 Chevrolet %-ton 


pickup, $215. °29 Ford pickup, $200. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 34, 35, 44, 46, 48. 





The NADA personnel relations committee met here lost week to plan management | 
aids designed to assist auto dealers in retaining and improving the managerial com- | tion of the 
Stand- | 
ing is Frank Collord, chairman, Waterloo, la. From left are C. E. Webster, Cody, | ta 


petence within the auto industry through 


better employer-employe relations. 


| 
| 


40% of Vehicles 
Still on Road 


62-Million Registry 
Estimated by AMA 


DETROIT. More than 40 per. 
cent of all vehicles built in the 
U. S. in the last 56 years are stijj 
on the road, according to the Auto. 
mobile Manufacturers Assn. 


The nation’s auto makers, past 
and present, have turned out 152 
million vehicles since 1900, with 
registration lists at the end of 
1955 totalling 62 million, accord. 
ing to Automobile Facts and Fig- 
ures, AMA's statistical handbook. 


The high proportion continues 





despite a heavy annual scrappage, 
which totalled 4,550,000 (4 million 
cars, 550,000 trucks) in 1955. age. 
cording to a preliminary estimate, 
Other highlights of the 1956 edi. 
handbook include: 
Seventy-three percent of the 
milies in the U. S. own automo. 


Wyo.; W. R. Bryden, Beloit, Wis.; James R. Johnson, Hurtford; Collord; Guy B. Arthur | biles, and 14 percent of these fami- 


ir. 


Toccoa, Ga., ana Charles B. McFee, Richmond, Va. 


Dealer Aids on Personnel | 


Developed by NADA Unit 


WASHINGTON. New manage- 
ment aids to assist automobile 
dealers in their drive to retain and 
improve the managerial compe- 
tence of employes were promised 
here last week by the personnel 
relations committee of the National 
Automobile Dealers Assn. 

Frank Collord, NADA director 
for Iowa and chairman of the 
committee, said his group placed 
a high priority on the dealer's 
responsibility to develop and pre- 
serve a capable and enthusiastic 
staff. 

“If he wants to stay in business | 
in this present-day ‘pressure 
cooker’ of competition,” Collord| 
said, “he must devote a large part | 
of his time to human relations — 
to getting better employer-employe | 
relations.” 

Collord, a Dodge-Chrysler- 
Imperial dealer in Waterloo, Ia. 
said it was imperative for a dealer- 
ship to attract the right kind of 


Hearing Slated 
In $6,150,000 Suit 
Against 12 Dealers 


WICHITA. — The first hearing in 
the $6,150,000 antitrust suit of two 
Wichita used-car dealers against 12 
franchised new-car firms, their offi- 
cers and the Wichita Automobile 
Dealers Assn. will open here tomor- | 





The case is scheduled for pretrial 
hearing in U. S. District Court. 

The suits were brought by Don 
Schmid and Johnnie Eagle in 
August, 1954. They contended that | 
franchised dealers, through pres- 


|sure on Wichita’s two daily news-| 


papers, had prevented them from| 
advertising new cars as such. 

The dealers were accused of con- | 
spiracy to monopolize the sale of 
new autos and to fix prices. Schmid 
charges he lost $1,150,000 in good 
will and profits as a result. Eagle 
said his losses were $900,000. Both 
seek treble damages. 

Dealerships named in the original 
suits were Belford Motors, Inc.; 
Butts Buick, Inc.; Butts Cadillac- 
Olds, Inc.; Dick Price Motors, Inc.; 
Evans Motor Co.; Ferguson-Olander 
Co., Inc.; Hobbs Chevrolet Co., Inc.; 
R. D. McKay Motor Co., Inc.; Spen- 
cer Auto Service Co.; Price Auto 
Service Co.; Yingling Chevrolet Co., 
and Zoglmann Motor Co., Inc. 

The case was filed at the height 
of industrywide furore over new- 
ear “bootlegging.” 


2 Dealership Fires 
Bring $140,000 Loss 
GREENWOOD, Ind, — -Damage 
was estimated at $100,000 in a fire 
which destroyed Kelly Chevrolet 
Sales Co.’s building. 
At Princeton, W. Va., fire did 
damage estimated at $40,000 to 
Cline Motor, Inc. (Dodge- 


Plymouth). Ten automobiles were 
damaged or destroyed. 


| will come when dealers generate 
| new 


| fringe benefits. These surveys were 





employes if it was to rise above| 


mediocrity. 

“As we look ahead and think of 
cultivating productive tomorrows 
we must recognize that skilled em- 
ployes are a vital part in any pro- 
gram dedicated to revitalizing the 
industry,” he added. 

The NADA committee believes | 
that thousands of young people 
being graduated from high schools | 
and colleges can be attracted to the 
industry. According to Collord, this 


ideas, énergies and enthusi- 
asms among the students of today. 





“Now is the time for dealers to 
take a realistic look at today’s | 
labor market,” Collord said, “to | 
determine if they are getting 
their share of the right kind of 
employes. We should attract the 
best type of employe possible.” 
To help dealers to achieve this 

vital goal, the NADA personnel 
relations committee has released a 
16-page booklet, “So You Need A 
New Employe.” 

The booklet discusses what 
dealers must do to promote the 
kind of working conditions that 
will attract the right kind of job 
hunters and hold them. It also con- 
stitutes a basic guide for recruiting, 
selecting and hiring. 

Other personnel management | 
aids to be made available in early 
November include surveys on sales- 
men’s compensation plans and 





planned and sent to approximately | 
18,000 automobile dealers by the} 
committee in order to get the facts | 


|and figures that dealers have been | 
| clamoring for in recent months. 


Later in November an easy-to- 
keep personnel record form and 
an employment application blank, 
designed around dealership needs, 
will be made available. Around 

(Continued on Page 52, Col. 3) 


The four millionth car in Studebaker's 54-year automotive history rolled off the 
firm's production line in South Bend last week (Tuesday Oct. 16.) The car, a 1957 


jin this country are 
| dans, but station wagons have dov- 


| Co., 
| Rabb and Ochsenreiter handled 


| lies have more than one car. 


Half of the passenger cars in use 
four-door se- 


bled in number in the past year. 

Highway users paid $7.3 billion 
in special vehicle taxes last year. 
Trucks paid nearly $2 billion of 
this total, or as much as all pas- 





senger car, truck and bus users 7 


paid in 1945. 


Truck registrations now surpass 


10 million. 

Motor vehicle production last 
year topped nine million vehicles, 
the highest in history. Wholesale 
value of the cars and trucks built 
was nearly $14.5 billion. 

The 80-page book contains tables, 
charts and other pertinent infor- 
mation on the automotive and re- 
lated industries. 

A feature is a state-by-state 
breakdown on the recent Fed- 
eral-Aid Highway Act of 1956, 
which says that state highway 
departments will need $970 mil- 
lion to match Federal appropria- 
tions in 1957. 

But as the highways are built, 
motor vehicle use continues to in- 
crease. Nearly 75 million licensed 


operators drove a total of 583 bil- 7 


lion miles last year, 
averaging 7,800 miles. 


Chrysler to Open 
7th Triple Dealer 


ASHEVILLE, N. C. 


each driver 


A new 


| Asheville division of Glover Motors, 
|Inc., the seventh combination 


Chrysler-DeSoto-Plymouth dealer- 
ship in the country will open Oct. 
30 at 33 Merrimon Ave. C. F. Jen- 
kins is manager. 

Chrysler was handled in Asheville 
by Gene Ochsenreiter, Inc., until 
a year or so ago when that firm 
went out of the new-car business. 
DeSoto was handled by Rabb Motor 
which closed recently. Both 


Plymouth also. 

The only other Chrysler Corp. 
dealer in Asheville is Wayne 
Thompson Motors (Dodge- 


| Plymouth.) 





Studebaker Marks Production Milestone— 


Studebaker President, is shrouded to conceal new styling details until the new models 
are.announced carly in November. Harold E. Churchill, right, president, Studeboker- 


Packard Corp., and Arthur D. Whitmer, general manufacturing manager, mark the 
At right is the first Studebaker automobile to be made in 


Production milestone. 
South Bend, a 1902 electric. 
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THE FORWARD LOOK MAKES ANOTHER BIG MOVE 


THE NEW 
SHAPE 
‘|| OF 

| MOTION 















of , os 

= ‘ 6 SE aie adiceliasieelll ooo ¥ ere pe 
rs i y, i s » aarti 7 Cad 

ASS i ' .« 


ast 

es, 
ale 
Lilt 


or- 

re- ‘ 

: et —_{,— 
. , 
y , 





it, 
ne- 
ed | 
il- § 
er 

: 

4 

1 

a 
wi ‘ « * 
s, I The phrase, ‘““The Forward Look,” has come to mean leadership 
_t in new ideas—in car styling and car engineering. But everything 
a 
t. | that you’ve seen from The Forward Look so far only hints at 
-_ what you can expect for 1957. 

£ 


Next week Chrysler Corporation will introduce cars with more 


important changes, more significant newness than any cars 
produced in two decades! 


You'll discover new styling that’s truly the new shape of motion: 
Flight-Sweep °57! You'll see bold, high-flying fins, a new feeling of 


“openness” —and new lowness (yet there’s actually more comfort 
N EV A and room than ever!) 

You'll find a totally new kind of suspension system called 

Torsion-Aire! It’s the ride that carpets the road! 






You'll enjoy the smoothest, swiftest automatic drive yet: new 


Pushbutton TorqueFlite—another first from Chrysler Corporation! 





You'll have at your toe-touch a revolutionary new braking 
system . . . new Total-Contact Brakes! 





You’ll have new performance . . . new visibility, with the biggest 


windshields ever . . . new, smaller wheels with softer-riding tires 
. .. anew single-unit heater and air-conditioner . . . and Chrysler 





Corporation’s exclusive and unequalled full-time power steering! 


These newest new cars graphically illustrate the spirit of progress 
and leadership that characterizes the Chrysler Corporation today. 
The Forward Look is on the move! 


CHRYSLER CORPORATION > THE FORWARD LOOK 


The new Plymouth, Dodge, De Soto, Chrysler and Imperial on public display October 3Oth 
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Credit Warning from Ford’s Doyle .. . 


°57 Market Linked to Bank Policy 


which banks and bankers promote 


AUSTIN, Tex. — The degree to! credit will influence, to a great de- 


gree, the growth of our economy,” 


the “sale” of credit, both to retail-| Doyle said. “Credit outstanding 


ers and customers, will have a 
marked effect on our national eco- 
nomic progress next year. 

J. C. Doyle, 
general sales and 
marketing man- 
ager of Ford Mo- 
tor Co.’s_ special 
products division, 
made that state- 
ment in address- 
ing the install- 
ment credit sec- 
tion of the Texas 
Bankers Assn. 

“Your attitude 
on extending 


All-Glass Tops 
Seen on Horizon 


In Auto Styling 


DETROIT. — All-weather con- 
vertibles with large roof area of 
glass are now distinctly within the 
realm of possibility, according to 
Russell G. Whittemore, product de- 
velopment director, glass division, 
Pittsburgh Plate Glass. 

Speaking last week at the annual 
technical convention of the Ameri- 
can Society of Body Engineers, 
Whittemore said that the first steps 
toward all-glass tops will be seen 
in some 1957 models, with “twin- 
wrap” windshields curving into the 
roof area combined with specially 
treated, high rear windows, 

“Perhaps the basic reason why 
Americans evidently want and en- 
joy large glass areas in cars lies 
deep in their basic character and 
their love for freedom,” he said. 
“They want more light and the airy 
feeling which only an opened-up 
car can provide. 

“Not least among the advantages 
of an all-glass roof is the ease of 
cleaning. Glass has the inherent 
property of having the finest pol- 
ished surface of any commercial 
material, with almost complete dur- 
ability.” 





J. C. Doyle 





General Boosts 


Expansion Plans 


AKRON. — With completion of 
a new headquarters building for 
General Tire’s Philadelphia divi- 
sion, a $3% million nationwide divi- 
sional construction program was 
announced last week by W. O’Neil, 
company president. 

The two-year plan calls for erec- 
tion of office and warehouse facili- 
ties in six out of the 20 General 
Tire divisions, as well as a half- 
million dollar addition to the com- 
pany’s Brittain warehouse near 
Akron headquarters. Other divi- 
sions affected are Detroit, Boston, 
Denver, Portland, Ore., and Char- 
lotte, N. C. 





| should not be considered excessive 
|if individual borrowers are good 


risks with adequate collateral, if 
collections are satisfactory and if 
repossessions are low.” 

Ford economists predict a 1957 
auto market of 6,500,000 units 
“up,” Doyle said, and they “would 
not be too surprised if it went to 


At Peace with GM, 
Greyhound Buys 
500 More Buses 


CHICAGO, — Greyhound Corp., 
which last July threatened to sue 
General Motors on charges that its 
buses were “defective,” last week 
placed a $17 million order for 500 
Scenicruisers. 

In his threat to sue GM, Arthur 
S. Genet, Greyhound president, said 
that 570 of the 1,000 Scenicruisers 
originally purchased from GM 
proved defective in service. The 
suit was never filed. 

In announcing the new order, 
Genet said Greyhound had reached 
a “completely amicable understand- 
ing with GM.” 

He added that the Scenicruiser 
had undergone improvement in pro- 
duction, and that the changes 
would be incorporated in all of 
Greyhound’s Scenicruisers. 


Crooks Demand 
Dealer’s Car 


GALLIPOLIS, O. — It was bad 
enough that Smith Buick Co, here 
was fleeced of a $3,900 car, but the 
crooks compounded the crime by 
insisting on taking the car being 
driven by the dealership’s owner, 
Vaught Smith. 

A man and woman driving a 1953 
Chevrolet bearing West Virginia 
license plates drove up to the 
dealership’s used-car lot and began 
talking trade with Salesman Robert 
Scott. 

They said the only car they were 
interested in was a 1956 Century 
fourdoor hardtop which Owner 
Smith had been using. After get- 
ting Smith’s permission, Scott per- 
mitted the couple to take the 
car on a demonstration ride from 
which they never returned. 


7,000,000.” This takes into account 
only the domestic market and 
does not include export, which 
annually runs about 250,000 units, 
he added. 

“We are extremely enthusiastic 
about the future business to be 
done, in all fields including the au- 
tomobile business,” Doyle said. “We 
are convinced that economic growth 
in the next decade will far surpass 
that of the past 10 years.” 

He warned, however, that the 
auto outlook and our economy as a 
whole is only as abundant as we 
make it, adding: 

“If you sell confidence in the 
economy, and cooperate on a lib- 
eral but sound basis with credit 
applicants, our national income 
will continue to reach new 
heights in an orderly and stable 
manner.” 

Special products division al 
rently is spending a quarter of a| 
billion dollars, styling and engineer- | 


said. 


District sales offices will be es- 
tablished shortly after the first of 
the year and recruitment of some 
1,200 to 1,500 dealers to market the 
new line will begin at that time, 
Doyle said. 


Texas Co. Denies 
Forcing Special 


Items on Dealers 


WASHINGTON. — S. C. Bartlett, 
sales vice-president of Texas Co, 
has testified before the Federal 
Trade Commission that the com- 
pany recognizes that its service 
station dealers are independent 
businessmen. 

Bartlett testified at a hearing on 
the commission’s complaint that 
Texas Co., Atlantic Refining Co. and 
Shell Oil Co. had joined with 
several rubber manufacturers to re- 
strain competition in the sale of 
auto accessories. 


Besides the above companies, the 
FTC has also filed complaints 
against Goodyear Tire & Rubber 
Co., Firestone Tire & Rubber Co. 
and B. F.. Goodrich Co. 

Bartlett admitted that Texas Co. 
had recommended that its dealers 
handle certain lines of merchandise, 
but he added that the company 
had neither the right or desire to 
tell the dealers which tires, bat- 
teries or accessories they should 





| handle. 


Truck-Rail Peace Effort Fails; 


PHILADELPHIA, — An attempt 
to reach an out-of-court settlement 
of the $370 million counter damage 
suit filed by truckers and railroads 
has failed and trial was resumed. 

Harold E. Kohn, trucker coun- 
sel, was quoted as saying that 





Los Angeles Smog Fighters Visit Detroit. 


Smog-reducing devices developed by auto makers are shown to Los Angeles anti- 
smog officials who came to Detroit for a progress report on the work of special com- 
mittee of the Automobile Manufacturers Assn. on smog-producing exhaust problems. 
From left are Kenneth Kahn, Los Angeles County supervisor; Charles M. Heinen, of 
Chrysler Corp. and vice-chairman of the AMA vehicle combustion subcommittee; S. 
Smith Griswold, director, Los Angeles Air Pollution District; Victor G. Raviolo, of Ford 
Motor Co.; W. F. Faith, vice-president, Air Pollution Foundation; J. M. Campbell, of 
General Motors end AMA subcommittee chairman, and H. Dietrich, chairman, AMA 


induction systems group. 


negotiations collapsed “because 
railroad .offers were vague and 
elusive.” 

However, in a statement issued 
last week, David Charnay, board 
chairman, Allied Industrial Re- 
search Consultants, public relations 
counsel for the Pennsylvania Motor 
Truck Assn., said that the meeting 
was “friendly in atmosphere and 
spirit. 

The “exploratory talks” were 
brought about, Charnay said, by 
mutual friends in both industries. 
These friends, he said, met “for the 
purposes of exploring the possibili- 
ties of bringing these two great 
arms of transportation together so 
that they could resolve their dif- 
ferences out of court and try to live 
together in peace.” 

It was understood, Charnay 
said, that neither side was suing 
for peace. “The railroads did not 
solicit the trucking industry for 
these talks. The trucking industry 
did not solicit the railroads,” said 


“Honest and sincere attempts 


British Autos Pile Up 
Waiting for Ship Space 

LONDON, — The shortage of 
ocean shipping is beginning to 
plague British auto makers, with 
export orders reportedly piling up 
at the ports. 

One factory spokesman esti- 
mated that 4,000 British autos are 
waiting for ships to take them to 
dollar markets. 














| Look Folks, No Windshield Posts— 


This Ferrari coupe by Farina attracted attention at the Paris Auto Show. Note that 


the familiar windshield posts are missing. 





Oregon U.C. Dealers Open 


By F. K. Haskell 
Staff Correspondent 


PORTLAND, Ore.—Oregon used- 


|ear dealers, the majority from 


Portland, have appealed to the 
newly appointed Warne H. Nunn, 
Oregon vehicle department direc- 
tor, and protested what they term 
“borderline operations of some 
used-car dealers with “gypsies” and 


| other curbstone sellers.” 


The problem is widespread 
throughout Oregon, and much more 
serious in the Portland area. 

The dealers charged that many 
of the curbstone dealers obtain 
their cars from dealers them- 
selves who succeeded in getting 
rid of several “old clunks” and a 
couple of newer cars from their 


lots. The curbstone boys then 
sell the cars privately. 
Dealers termed this an “unfair 


competition” since these sellers re- 
portedly do not have to purchase 
city or state licenses to operate 
and are not posting the required 
$15,000 bond. 

The purpose of the bond is to 
protect the public in case of any 
fraud or misrepresentation on the 
part of the dealers. When purchase 


Printer’s Pitfall 

DETROIT. — Five Chrysler cars 
have a new automatic transmis- 
sion for 1957. Imperial calls it 
TorqueFlite; DeSoto, Torqueflite; 
Dodge, Chrysler, Plymouth call it 
Torque-Flite. P.S.: Chrysler Corp. 
prefers Torque-Flite. 


Trial Resumes 


were made to resolve the issues,” 
said Charnay. However, a subse- 
quent meeting was not successful. 
“The points of issue could not be 
resolved as a result, the trial pro- 
ceeded ... as scheduled by the 
court,” he said. 

Judge Thomas J. Clary is hear- 
ing the case in U. S. District Court 
here without a jury. Truckers in a 
suit filed Jan. 17; 1953, are seeking 


$250 million in treble damages. 





Schoonover Sells Deal— 


Stanley Tischer, right, of Cedar Rapids, 
la., has purchased Popplewell Schoonover, 
Inc. (Dodge-Plymouth), in Moline, lll., from 
Harold Schoonover, left. Schoonover has 
been in the automobile business for 28 
years. 


ae, to be'intoauca nat mass Fight on Curbstoners 


is made from an unlicensed dealer, 
the buyer has no similar protec- 
tion. 

Also, it is found that cars are 
purchased in other cities and trans- 
ported to Portland for resale and 
attempts are made to get 50-cent 
transit permits from the state in- 
stead of $5 continuous trip permits 
required for unrecognized dealers, 

A number of solutions have 
been proposed to solve the prob- 
lem, which dealers assert in- 
volves as many as 400 cars a 
month, One included a change in 
the law’s definition of a dealer, 
plus a law which would state 
that anyone who sold more than 
three cars a year would be con- 
sidered a dealer and would then 
have to be licensed. 

Another plan is to license and 
bond all salesmen. The third is to 
require a dealer who acquires @ 

vehicle to have it immediately 
titled in his name. 

The department has agreed to 
send a letter to all dealers calling 
their attention to the legal impli- 
cations involved in giving letters 
authorizing individuals or groups 
to act as dealers’ agents. 

Objection was also voiced by 
the dealers against service sta- 
tion operators, grocery stores and 
others who purchase and sell cars 
at their places of business or 
homes without being licensed. 

It was also noted that the State 





TS Lah tikes nth ND 


is selling state vehicles at public | 


auction, purportedly placing the 


State in competition with licensed | 
is desired that these | 


dealers. It 
cars be sold on sealed bids. 

Nunn stated that more restric- 
tions would mean more government 
in business. 

“We don’t want to initiate stricter 
laws and then be accused of trying 
to develop a bigger bureaucracy,” 
he said. 


Atlanta Lots 
Use Clear-Title 


Insurance Policy 
ATLANTA. — The Atlanta Used 


Car Dealers Assn. has adopted a | 


new program which guarantees 
clear titles on automobiles sold by 
members of the association. 

A policy, written by a London 
firm, insuring the car’s title now is 
issued to the purchaser at the 
time he buys a used car. The policy 
provides that the car has not been 
stolen, is free of all liens, and does 
not have a mortgage on it unknown 
to the dealer. 

Otto Gills, president of the 
AUCDA, says this new retail vehi- 
cle title warranty and bill of sale 
plan is “the biggest aid the pur- 
chasers of used cars in Georgia 
have ever had.” 

He says the plan, which has been 
in the making for two years, pro- 
tects the dealer as well as the 
buyer, at a cost of only $2 per car 
to the dealer. 

Response to the new plan is 
“wonderful,” Gill says. 

Loose title laws have long made 
Georgia a notorious outlet for cars 
of dubious ownership. 
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“Like you advertising people say, ’'m one of the half million 
who read only one newspaper, the Detrott#Fimes 


@ “Jim gets home about five-thirty. I like to look at the paper for 
a half hour before he gets here. Peggy, our daughter will be along 
soon. She’s downtown shopping for a new dress. Jim will pout. 
Always does. Says we spend too much for clothes. But he’s proud 
of his women. Likes us to have good things. One of the good things 
we all like, you should know about. 


“We read only one newspaper, the DETROIT TIMES. 


“Know why? One sure thing we like is all the news we read. We 
don’t miss a thing with the TIMES. It’s the only Detroit paper that 
prints news with that important (INS) on it. Jim told me what it 
means. And we wouldn’t think of seeing a show or a movie without 
reading what Harvey Taylor or Walter Stevenson says about it. 

“We both read Bob Considine. He’s one of our favorites of the 
big name writers in the TIMES. And we’re all Vera Brown fans. 


Vera Brown writes OUR TIMES, a sort of big city, local goings-on 
column. 


“Me, I like to read the women’s pages in the TIMES and the 
stories about our own social affairs written by Jean Whitehead and 
Vera Nolan and Frances Givens. Peggy’s favorite is the Friday 
TEEN PAGE. Frances D’Honte writes it. 

“We like the whole paper. The TIMES writes about things just 
the way we think. 

“If you want to reach families like mine in Detroit (we read the 
advertising, too) remember, you can reach us through no other 
newspaper but the DETROIT TIMES.” 

One million families live in the Detroit retail trading area and their 
retail purchases amount to five billion dollars annually. 


By advertising in the DETROIT TIMES you reach about half the 
families in the Detroit Trading Area, the heart of the Michigan market. 





One of America’s Great Home Delivered Newspapers ¢ Represented Nationally by HEARST ADVERTISING SERVICE INC e Offices in 15 Principal Cities 
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How They're Pushing Sales ... 





Dealer Ad Ideas 


death, gave each member a day off. 
e In appreciation of the record, 
aN Peterman Motor Sales, 602 Tasca Ford Sales, Inc., offered the 
S. Michigan, South Bend, spon- | us6 of a car for the day to all the 
sors a local “press conference” TV | officers so that “they can enjoy 
program. | their day off even more.” 

A recent program presented the; Tasca also announced that the 
question “Are Colleges Overempha-| new’ building it is building was “a 
sizing Football?” Ed (Moose) | tangible demonstration of what 
Krause, athletic director at Notre | East Providence means to us as a 
Dame, was interviewed by local! place ... to do business and as a 
representatives of the press. | safe place for our families and 

* * | friends.” 
Ford for a Day | 
E police department of East| Browse 7 Sundays 


Providence, R. I., in recognition | Hew do you get used-car busi- 
lof a record 500 days without a| ness on Sundays when the 


Meet Ben Feferman 








New Home for Schuth Buick— 


The drawing above shows the new automotive facilities of Schuth Buick Co. in 
Fullerton, Calif. The dealership extends over a 90,000-square-foat area and is com- | 
posed of three connected, but separate buildings. Among several innovations is a dual | 
service department—one for customers and the other for new and used cars. Harold L. 
Schuth is president of the firm. 


* * * 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





three Steps to Better Waste Disposal 





AS 











_ gases. Hauls from 1% to 14 cubic yards of material. 

k, — Takes loads to 18,000 pounds. 
n _—*What'’s more, the Load Lugger can be used to self-load 
and haul heavy equipment, pipe or other long or bulky 


es 
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dealership is closed? Drone Forg 
Sales, Springfield, Ill., tried an aq. 
vertisement inviting shoppers to 
drop in anyway. 

“As you know, we are closed on 
Sunday,” the ad said. “We welcome 
you to come down and browse 
around — our prices are on each 
and every car — if you find some. 
thing of your choice, come in and 
see us Monday for your A-1 used 


car.” 


* * * 


Confidence Is Important 


ONFIDENCE in the dealer is an 

important part of every «auto- 
mobile purchase, Logan Chevrolet 
Co, told residents of Walla Walla 
Wash. 

“When you deal here,” the ad 
declared, “your confidence is not 
misplaced. You can be sure that 
everything is exactly as represented 
and that every promise made you 
will be fulfilled. 

“We are proud of our reputation, 


|}and even more proud of the confi- 


dence placed in us by our many, 


many friends and customers.” 
. *” * 


Wanna Win a Band? 
ELEVISION “giveaways” by au- 
tomobile dealers have hit a new 


|high here with Cole-Finder (Mer- 


cury) literally giving away their TV 


| show! 


A new Monday night Cole-Finder 


| show features Griff Williams and 
| his orchestra. As a prize, Griff and 








his band are given away every week 
to play wherever the winner de- 
sires, even in his own home. Cole- 
Finder pays the bill. 


* * * 


Thank You, Our Town 


ENTRAL MOTORS, INC. 
(Dodge - Plymouth), Hagers- 
town, Md. carried an advertise- 


|}ment on the theme: “To you, the 


people of our town ... thank you!” 
“If we have succeeded (in a 
series of institutional ads) in 
creating greater understanding for 
the functions of individual mem- 
bers and groups within our com- 
munity, then we are happy,” the 
advertisement said. 
* = 


16 Years Young 


LTMAN CADILLAC CO., INC, 

Charleston, S. C., noted its 16th 
anniversary with a newspaper 
advertisement which pledged in- 
creased effort to please its cus- 
tomers. 

“Sixteen years is a long time,” 
the ad noted, “but as a business 
firm, we are still young .. . and 
wise enough to believe in the 
product we sell.” 


Volume Pitch 


— greatest “volume sales 
period in the history of this 
company” was the subject of an 
advertisement carried by Stewart 
Buick Co., Winston-Salem, N. C. 

In the ad was a picture showing 
Dealer Carl L. Stewart congratula- 
ting Harry Turner, winning sales- 
man. “Thanks to the people of 
Winston-Salem,” the copy read, 
“we still have a nice selection of 
new Buicks in stock and are still 
unloading new shipments from the 
factory.” 


+. 


* * 


Sidney Blackmer Stars 


HE movie star, Sidney Black- 

mer, was featured in an adver- 
tisement sponsored by City Motor 
Co., Salisbury, N. C. 

“Sidney Blackmer, star of 
stage, screen, radio and television 
chooses Ford for ’57,” the ad 
copy read. Pictures showed Mr. 
and Mrs. Blackmer and their new 
car with H. H. Miller, City sales 
manager. 

Also, it showed Blackmer receciv- 
ing the keys to his new Ford from 
A. D. Dorsett jr., assistant sales 
manager. 


The Key to the Prize 


ITCHELL FORD, Providence, 

has a business stimulator in 
the form of a “Lucky Key” con- 
test. 

Keys are distributed to cus- 
tomer prospeets, only one of 
which will fit into the ignition of 
the prize car. Mitchell Ford dves 
not know who has the proper 
key umless that person comes 
into the showroom and finds that 
the key fits. 

To date, two persons have won 
new cars through this “Lucky Key” 
promotion. Mitchell announces 
these winners through a newspaper 
advertisement showing the presen- 
tation of the car. 











Jeep’ can increase your 1996 net profit! 


To many dealers the Universal ‘Jeep’ meant the difference 
between net profit and net loss in 1955 


You can get into this profit picture. The success of most dealers who 


Here are profit reasons why 712 new dealers dualed their existing operation with the ‘Jeep’ franchise in 1955 was so great 
joined the Willys team in 1955: that it would be worth while for you to consider adding ‘Jeep’ vehicles to your 

j present line. As Willys dealer points are established only on a market potential 
1. Increased net profit opportunity. basis, the number of open points is limited, but each offers a substantial future 


2. Actual deals show that, after final washout, sales of ‘Jeep’ to the right man. 


family vehicles resulted in much larger retained gross profits ‘ . ; 
y 6 6 P Here is all you do. Get the detailed facts and see what they can mean to you 
than sales of passenger cars. ; : 
— ; j hs —facts about gross profit comparisons after the washout, facts about spreading 
3. Net profits further increased because overhead in facilities and your investment over a wider base — giving up nothing, but adding profits. If 
Sales and Service Departments was spread over two lines. you’re serious about increasing your 1956 net, fill out and mail the coupon 
below. There’s no obligation! Do it today. 


Add the ‘Jeep’ franchise to your present line. Like the 712 business- 

men above—and many others who are profitably selling ‘Jeep’ vehicles— you can WILLYS 
increase your 1956 net profits because ‘Jeep’ vehicles: os 
e Can be sold from your same physical facilities, without— overlap of products 
— weakening of position with present owners — or additional management on the 
personnel. 

e Can be handled with only a small additional investment, and practically no 
increase in operating overhead. 

e Are retailed without wheeling or dealing, resulting in larger retained gross 
profits. 


the company 


move! 


¢ Present no used car problem—nearly 50% of all.‘Jeep’ vehicle sales are “clean 
deals” —and used ‘Jeep’ resale value is far greater than that of most vehicles. 


¢ Offer additional profit opportunities from the sale of special equipment which : 
broadens the applications of ‘Jeep’ vehicles. ; ped Meecleaiinens Mamaiians 
Willys Motors, Inc., Toledo 1, Ohio 


+ ’ . ° ° : 
The yeep family of 4-Wheel-Drive vehicles : Without obligation, please have a representative call and give me 
® . 


information about the ‘Jeep’ family franchise. 


Name silted 


Address____ 


Business___ 


Universal ‘Jeep’ * ‘Jeep’ Truck ‘Jeep’ Station Wagon 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar soline and oil taxes, collected by states and federal 
governments, aay to the building and maintenance of highw 
A. 


.. 
{ 3. Guard the precepts of individual freedom, which made the U. 

greet ome =, its citizens more of the better things of life than me 
else in 


The New Models Merit 
Real Selling Effort 


——_ 1957 models are worth selling—the hard way. 


There’s an old saw in the industry that the public sets 
the price of a car. Then again you can argue that the price is 
set by the wildest discounter in any given town. 


But there is a great deal more validity to the statement 
that prices are set by the individual dealer in relation to 
the value he sets on his merchandise. 


In years past, it has been common to hear of dealers who 
were discounting their new models several hundred dollars 
two hours after the showroom doors were opened. 


In such cases, the dealer obviously holds his merchandise 
in low regard. He is discounting it before he makes an effort 
to sell it. And he can hardly blame discount advertising, be- 
cause there hasn’t been time for that yet. 


The average customer has no idea of setting the price 
of a new model. If dealers are giving their profit away, the 
average person seeking a car soon learns of this, and he 
wants his cut. 


But if dealers value their merchandise and sell for list, 
the-average customer has little objection to paying the going 
rate. In fact the purchaser who pays full price gets the 
psychological reassurance that he is making the right selec- 
tion—a product so good that it doesn’t have to be sold at a 
cut price. 

Too often dealers take what looks like the easy way. They 
rush into discounts before they find out by hard selling 
whether the product is worth the price. 


And once they go the discount route, they find they have 
.devalued their merchandise, and there is no turning back. 


Don’t kid yourself. 


The shoppers don’t set your price. It’s the dealer who 
won’t make the effort to sell the hard way. 


AUTOMOTIVE 
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Providence—Ruth | 
Salem, Ore. | 











Events 


Dealer Conventions 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21 -23—Florida Automobile Dealers 
a Fort Harrison Hotel, Clearwater, 

a 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Nov. 3-6—Texes Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 4-4—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 


Nov. 11-13—Kentucky Automobile Dealers 
Sa, Sheraton-Seelbach Hotel, Louis- 
ville, 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Dec. 7-8 — Montana Automobile Dealers 
Assn., Rainbow Hotel, Great Falls, Mont. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

April 45—Illinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 


Auto Shows 


Nov. 24-Dec. | — International Autorama, 
Commercial Museum, Philadelphia. 

Nov. 15-25—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 

Dec. @1é—National Automobile 
Coliseum, New York. 

Dec. 26-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 413—Seattle Auto Show, 
torium, Seattle. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 5-13—Washington Auto Show, Na- 
tional Guard Armory, Washington. 

Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan. &-13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 18-26—Iindianapolis Auto Show, Man- 
ufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y, 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. |!-17—Albuquerque Auto Show, Coli- 
seum Bldg. State Fair Grounds, Albu- 
qQureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 15-17 — Richmond Auto Show, 
Memorial Auditorium, Richmond, Calif. 

Feb. 17-23 — Syracuse Automobile Show, 
Onondaga County War Memoria! Bidg., 
Syracuse. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S$. C. 

March 2-10—Kansas City Auto Show, Ex- 


Show, 


Civic Audi- 


Interna- 


Detroit 


hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 
7 *® a 
General 
Oct. 17-27 — International Motor Show, 
Earls Court, London, England, 
Oct. 21-26—Twenty-third annual conven- 
tion, American Trucking Assns., Waldorf 
Astoria Hotel, New York. 


Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Con- 
gress. Morrison and LaSalle ‘Hotels, 

hicago, 


Oct... 23-25—I Ith Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 
(See CALENDAR, Page 38, Col. 1) 


30 Years Ago... 
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Automotive Cartoon 


Of the Week 


“The boss is anxious for everyone fo see our new '57." 


Letterbox 


| ‘Good Diagnosis ...... 








2 


| This is an open forum for the discussion of any subject of interest to our 


readers, 


and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used, 


if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Eprror’s Note: George R. Jones, 
secretary-treasurer of Jones-Lyne 
| Motor (Mercury), Bridgeville, 
| Pa., thought that other dealers 
| might get a kick out of the fol- 
| lowing letter from his son Dick. 
Dick is a last-year medical stu- 
dent and had just purchased a 
1952 car from his father: 
* * > 

I did make one good diagnosis 
|last Saturday though. The patient 
|'was a 1952——about 36,000 miles of 
age. The patient was in good 
health until about one week ago 
|when it started running a fever 
| while on a trip to the shore. The 
|patient was supposed to have had 
|a complete physical examination 
\less than one month ago and was 
| pronounced to be in excellent health 
\for the stated age by supposed 
| authorities in their field. 
| The fever reoccurred during the 
| week and patient consulted a local 
M.D. who examined him and found 
him to be markedly dehydrated. 
This was corrected by the admini- 
stration of several thousand cc’s of 
H20—LV. This produced a tem- 
porary remission but the fever 
recurred and the patient consulted 
me. 

On examination, the patient was 
a well developed, well nourished— 
in no acute distress. The patient 
had good color and no noticeable 
bruises, lacerations or fractures. 
However, on aoscullation of the 





The Big Stories 


Retail automobile sales in Cleveland during the first nine months 
of 1926 broke all records, according to the Cleveland Automobile 
Manufacturers and Dealers Assns. Sales during the period were 32,248 


new cars, as against 28,841 in the same period last year. 

The Federal Reserve Board sees the automotive industry in the 
healthiest condition of its career, with every indication that the end 
of 1926 will close another record-breaking year. 

Chevrolet shattered two of its marks during September when it 
established a monthly record of 81,158 cars and trucks and attained 
a production total of 593,281 units for the first nine months of 1926, 
eclipsing the half-million production of the entire 12 months of 1925, 


the company’s best year. 


—From the files of Automotive News. 








engine, I discovered a soft systolic 
murmur which disappeared on ex- 
ercise. There was also a palpable 
thrill which caused the whole 
patient to vibrate. There was also 








a loud low pitched sound best § 


heard about one-half way down the 


patient. 


Laboratory findings disclosed) 4 
normal oil pressure, normal gaso- ~ 


line level, 
markedly lowered, suggesting 
either excessive loss or choronic 


dietary inadequacies. The patient’s © 


temperature was normal in the 
morning but climbed swiftly to 
about 212°F. after running about 
one block. 

The past medical history was 
non-contributory. Social history 
disclosed the patient was used as 
a family car by two gentle con- 
siderate drivers, but that quite 
often there were two smaller pas- 
sengers who were not so kind and 
gentle or considerate and this 
bothered the patient somewhat and 
caused him considerable anxiety. 

However, I did not feel the cur- 
rent illness had any psychoso- 
matic aspects. Family history dis- 
closed that many of the patient’s 
siblings suffered from the same 
symptoms at about the same age. 

As you might already have guessed, 
based upon your vast experience of 
simliar cases, the patient had 4 
classical case of aluminum head 
syndrome, consisting of a blown 
head gasket and a blown muffler. 
I had the patient admitted immedi- 


but water level was © 


cdo 


Laeld 
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4 
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ately and he was treated and dis- | 


charged the same day. I have 
warned the patient that there 
might be a recurrance of his trou- 
ble but he said his finances would 
not stand for more extensive treat- 
ment at the present time. 

The hospital bill was $42.68, but 
the patient was not too upset be- 
cause he said that the doctor who 
examined him one month ago and 
assured him he was in good hea!th, 
makes it a policy to pay 50 percent 
of the hospital bill if the patient 
gets sick within 30 days.—Dicx. 

P.S. As is Jones-Lyne’s policy, 2 
check in the amount of $21.34 was 
promptly mailed to Dick. 


wre OD aeaoRait & 


SURE, POWER STEERING 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


MAKES THE JOB EAS/ER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 


EITHER WAY, 


POWER STEERING MAKES 
GOOD BUSINESS SENSE. 


THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that. power steer- 
ing is indeed a sound investment. 

Truck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
positive conavel die blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained oie - 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the aaa of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix reorcs South Bend wo. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we ne prepared 
an interesting folder on the subject. 

Write for your copy today. We think 
you'll be convinced. *REG. U.S. PAT. OFF. 
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Oakland (Calif.)] Dealers Meet— 


James Di Bari, Melrose Motor Sales, Oakland, Calif., was elected chairman of the 
DeSoto Oakland Multiple Group of Dealers at a meeting called by Ford E. Frame, 
DeSoto San Francisco regional manager, to present 1957 DeSoto model advertising 
and promotion plans. Attending the meeting were, top row, from left, Van Peabody 
jr., Peabody Motors, San Leandro; J. C. Pierce, J. C. Pierce Motors, Concord; Charles 
Collins, Collins Motor Co., Hayward, and George Muller, Muller-Gordon Motor Co., 
Albany. Bottom row: Bob White, Peabody Motors; Frame, and Di Bari. 
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Meeting the Practical Problems... 





Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 
7 + * 
Dear Ed: 
ODAY I talked to a man who 
wanted a new car, but wasn’t 
sure which of three makes 
he should buy. 
He was inter- 
ested in our car 
and two lower- 
priced makes, 
As we talked, 
Ifoundthat 
he thought he 
should be able 
to buy our car 
for the same 
price as the 
other two. He 4 
owned one of Bert Simons 
the other makes and had just 


in a new car—in a used car — 


STAINLESS STEEL 


Sells and Re-sells! 











been to a dealership handling the 
third line. 

I learned he had driven that 
car on his visit to the dealer- 
ship, and I told him, “That’s a 
darn nice little car. I hear it has 
a lot of pep and gives you a real 
smooth ride.” 

He looked at me as though I 
were crazy and said, “I didn’t 
find anything spectacular about 
it. In fact, I have hopes of driv- 
ing your product with more 
Pleasure and comfort.” 

a + * 
“"HNHAT’S what I like to hear,” I 
answered, “but it’s a lot 
better if you say it than if I 
do. If you like, I have a car at 
the curb right now, ready and 
waiting to prove itself to you.” 

But he wasn’t quite ready for 
a ride. He wanted to talk a bit 
more about the deal, and he re- 
minded me that he had had 
some “pretty good offers.” 

I invited him into my office so 





McLoutH 


STAINLESS 


STEEL 


for automobiles 


The Stainless Steel trim, molding and vital 
parts that add style and beauty to a car, 
inside and out, are features that help make 


the sale. 


Stainless Steel has wide customer accept- 
ance. It’s easy to clean and keep clean. It’s 
a tough, solid metal that. will not corrode or 
dent and stands up to gravel, ice, salt and 


water 


The finish never fades and parts are easy 


to replace. Stainless Steel lasts the life of the 
car. It sells in a new car and it re-sells ina 


used car. 


McLouty Steer CORPORATION, detroit, michigan, Manvtectorers of Stainless and Carbon Steels 


we could work out a deal. I knew 
I had two hills to climb — price 
and performance. I would have 
preferred to meet the second 
obstacle first, but in this case J 
couldn’t. 

I went all the way for his old 
car and presented a difference 
figure that he told me was $87 
higher than the amount quoted 
by the other dealer. 

* ” * 
T‘HAT’S the way it should be,” 
I told him. “Now let’s take 
that ride, and you can see for 
yourself that my car should be 
not $87, but $287 more.” 

I drove about five miles while 
I explained the car’s features, 
Then I let him take over and told 
him, “When we get back, you can 
tell me the difference in perform- 
ance between this car and the 
other car you drove today.” 

Well, Ed, to make a long story 
short, he liked our car so much 
he said, “Wrap it up—I’ll take it.” 

—Bert Simons, 


Safety Congress 
To Hear Talks 
By Romney, Hunt 


CHICAGO. — American Motors 
President George Romney, who also 
is president of the Automobile 
Manufacturers Assn. will keynote 
the opening session of the National 


Safety Congress here today (Oct. © 


22). 

The recipient of the 1956 Bee- 
croft memorial award, who will 
give the Congress the annual Bee- 
croft lecture today, is O. E. Hunt, 





George Romney 


0. E. Hunt 


director and retired executive vice- 
president of General Motors. 

Pyke Johnson, former president 
of the Automotive Safety Founda- 
tion, will make the award on be- 
half of an awards committee 
headed by White Motor President 
J. N. Bauman. 

Hunt, 73, who retired in 1949, is 
credited with the engineering work 
that resulted in the sealed-beam 
lighting system. 

The annual banquet of the meet- 
ing will be addressed by Louis B. 
Seltzer, editor of the Cleveland 
Press. An attendance of 2,000 is ex- 
pected for the week-long session. 


GM of Belgium 
Boosting Output 


ANTWERP, Belgium. — General 
Motors Continental will produce 
53,000 cars and trucks at its ex- 
panded assembly plants here this 
year, it was disclosed by Harlow 
H. Curtice, president of General 
Motors. 

Curtice, inspecting General Mo- 
tors assembly and manufacturing 
operations in Europe, said 1956 out- 
put by GM Continental represented 
a “substantial increase” over 1955 
and was made possible by comple- 
tion of a $6,000,000 expansion pro- 
gram. A further increase of 10 per- 
cent in GM Continental output for 
1957 was forecast by the GM presi- 
dent. 





Fuel Injection Filter 
Announced by AC 


FLINT.—A gasoline filter said 
to take the tiniest dust and dirt 
_particles out of fuel has been <e- 
veloped by AC Spark Plug divi- 
sion for the General: Motors fuel 
injection system. 

AC said the new filter removes 
foreign particles as small as .0(04 
inches. It will. be- used in the fuel 
injection system available on 
some 1957 Chevrolets. 
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In getting ready for winter, it is just as natural for car 
owners to want protection for the finish of their cars, 
as it is for them to buy anti-freeze, chains, tires 


or batteries. 


“Naturals” sell easily. And one of the easiest to sell 
at consistently high profits is Porcelainize. Also it is 
the one cold-weather essential that can only be ob- 
tained from you, the New Car Dealer. Featuring 
Porcelainize winter protection gives you the oppor- 


tunity to sell many other winter services, under the 








RCELAINIZE | 
clear the path for 
“winter protection’ 


PROFITS 


ey aa es 


YOUR SERVI 


—— +4— 








leadership of this exclusive new car dealer service. 


The known quality of Porcelainize as the outstanding 
method of car beauty protection insures customer 


satisfaction, your greatest business asset. 


Make Porcelainize a must for fall and winter service 
selling—on the floor, in the mails, by telephone. 
Clear the path for steadily increasing service profits, 
year after year with Porcelainize, the “natural’’ in 


winter driving needs. 





FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 


CE DEPARTMENT 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Future Power plants Discussed 


By SAE Detroit Section 
ee a of today and 

tomorrow” were discussed re- 
cently by the SAE Detroii section 
in a meeting that lived up to ad- 
vance billing as “one of the most 
exciting technical sessions of the 
season.” 

Fresh data on gas turbine and 
free piston engines were pre- 
sented by engineers from Chrys- 
ler and Ford—while a GM man 
used the occasion to do a master- 
ful tongue-in-cheek “selling job” 








for the present Otto cycle engine. 

Leading off the program was Dr, 
Donald N. Frey, associate director, 
Ford’s scientific laboratory. He 
stressed the growing importance of 
the free piston-turbine combination 
engine as the possible automotive 
powerplant of the future, 

Frey told the SAE audience that 
this type of experimental engine 
already compares favorably with 
today’s engines in throttle response, 
fuel economy and manufacturing 
cost. Technical news highlight of 
Frey’s talk was his inclusion of 
detailed design data on an 
automotive-size free-piston gasifier 








and matched turbine. Also revealed 
were figures showing analytical re- 
sults of tests and digital computer 
studies made by Ford researchers. 


In Frey’s opinion, the most seri- 
ous disadvantage to be overcome is 
excess weight. The free-piston en- 
gine reportedly weighs more than 
three pounds per horsepower at the 
present time—and it was noted that 
this is considerably higher than 
weight-power ratios of conven- 
tional engines. 

* 7 


eee on what might be 
called the “true gas turbine,” 
Frey reported that those gas tur- 
bine systems which do not employ 
the free- piston 
gasifier have 
greater disadvan- 
tages to over- 
come to be suc- 
cessful, 

“The free- 
piston gasifier 
appears to be 
a possible al- 
ternative to the 
compressor and 

‘ : compressor tur- 
mn i Wey bine of the gas 
turbine engine,” he concluded. 
Ford’s gasifier was said to be 


* 


capable of 150 gas horsepower at a 
discharge pressure ratio of 3.6 and 
cyclic speed of 2,400 cycles per 
minute. Other specifications in- 
clude: Power cylinder bore, 3.75 
inches; minimum effective piston 
stroke, 4.2 inches and maximum 
stroke, 6.8 inches, Compressor bore 
is 11.0 inches. Over-all exterior di- 
mensions were given as 32-inch 
length and 16-inch height for the 
Ford free-piston gasifier. 

Telling points 
for the present 
Otto-cycle engine 
were made in hu- 
morous style by 
the next speaker, 
Darl F. Caris, 
head of General 
Motors Research 
Staff’s automotive 
engines depart- 
ment. To gain 
more freedom in 
his cleverly con- 





D. F. Caris 


ceived presentation, Caris chose to | 
put himself in the position of “sell- | 


ing” a new idea rather than “de- 
fending the piston engine.” 


He accomplished this switch at | 


the outset by developing his imag- 









Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 








VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don’t you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





For details, write, 
wire or call today. 


STEWART COACH INDUSTRIES, INC. 


Department AN 


Bristol, indiana 


j}about his views 





—., 


inative (yet factual) presentation 
from the basic question: 


“If the gas turbine were to- 
day’s standard auto engine, what 
chance would ‘inventors’ of a pis- 
ton engine have to break into the 
motor-car business?” 


| In essence, Caris’ reply was that 

| their opportunity would be virtu- 

| ally unlimited and that, under such 

| conditions, the piston engine might 

| Stand a good chance of taking over 
the passenger car field. 

| * * x 


yet began by establishing this 
leg- pulling hypothesis: “Let's 
imagine that the gas turbine (‘and 
not the piston engine) has been 
used in the automobile since its 
| inception some 50 years ago. 
In this situation, Caris said, 
the “new type of piston engine” 
| would offer many potential ad- 
| vantages for a motorist who had 
been driving a gas-turbine pow- 
| ered automobile. Briefly, these 
were said to include: Reduced 
size and weight per horsepower; 
significant improvements in fuel 
economy; agile, quick-to-respu~ 
feeling eliminating turbine accx. 
eration lag, and suitability for 
plentiful, low-cost materials. 

In strong rebuttal to arguments 
| presented by the first two speakers, 
| opinions, predictions and evidence 
in the form of hitherto unrevealed 





|turbine data, were offered by 


George J. Huebner jr. Chrysler 
Corp. executive engineer for re- 
search. 
Leaving no 
room for doubt 


on the subject, 
Huebner stated 
that gas turbine 
engines show the 
greatest promise 
of becoming the 
automobile pow- 
erplant of the fu- 
ture. “The gas 
turbine’s potenti- 
alities overshadow 





G. J. Huebner 
those of the experimental free pis- 


ton-gas turbine combination, as 
well as the expected improvements 
in present-day type auto engines,” 
he declared. 

Presenting what he termed “an 
interim progress report” on Chrys- 
ler’s research and development pro- 
gram on automotive gas turbine 
engines, Huebner disclosed that 
many of the oft-mentioned turbine 
problems had been solved or were 
well on the way to solution. 

Chrysler’s current version of 
the turbine reportedly rivals to- 
day’s conventional automotive en- 
gines in efficiency and “there are 
many known methods of improv- 
ing the turbine’s efficiency still 
further,” Huebner pointed out. 

A key to efficiency achieved by 
Chrysler’s turbine is the heat re- 
covery effectiveness of the regen- 
erator, Huebner said this uit cur- 
rently is operating at 87 percent 
efficiency at part load—an unheard 
of figure four years ago. He added 
that a major objective is to increase 
this effectiveness to 92 percent and 
|\“we believe we known how to 
achieve it.” 

Huebner indicated that metal- 
lurgical research now holds 
promise that current operating 
temperatures can be maintained 
for satisfactory operating life 
without the use of cobalt—and 
with nickel content low enough 
to be well within a practical 
range. 

In a personal observation of an 
undercurrent, or bit of competitive 
by-play at this enlightening tech- 
nical session, it appeared to me 
that, in sticking closely to his pre- 
planned presentation, Huebner 
adroitly avoided a trap set for him 
by his friends at GM. 

Woven into the humorous GM 
talk, I sensed possible overtones of 
a deliberate motive in Caris’ twit- 
ting of the turbine and recounting 
of its alleged shortcomings. 

Could it be that Chrysler’s ri- 
vals hoped to needle Huebner 
with a gentle jab here and there 
in a sensitive spot—and hopefully 
intend to provoke him sufficiently 
to bring forth an explanation of 
how the basic turbine problems 
are being solved? 

If such were the plan, I can re- 
port that it failed. Huebner did 
give us an excellent and detailed 
progress report—up ‘to a point. But 
he turned the spotlight off every 
time he came to a critical competi- 
tive area. 
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r- @ If you want a woman to have a clear, unobstructed view of 
4 your idea, tell her about it in her own language. Masculine 

od talk simply fogs her mental windshield. Feminine 

id talk convinces her you understand her. 


Wi The best place to talk her language is in Ladies’ Home 
Journal. Because, in the Journal, she expects to hear her 
. language spoken from cover to cover. So your idea seems 
right to her. It belongs. 
: 
) 


@ = This accounts for the Journal’s success*—why everything 


: | a woman sees in the Journal seems personal and important 

- to her. And it means that if you talk to her 

; about a new car in the Journal, she’ll practically see herself looking 
; along the shiny sweep of hood. 

: *Among all magazines edited for women, the Journal is: 


No. 1 in circulation 
No. 1 in newsstand sales 
No. 1 in advertising revenue , 


Never underestimate the power of the No. 1 magazine for women... . 
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Highways & Safety... 
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Safety Council Opens 


Attack on Death Toll Fi isccnint iii iin 


N EFFORT to halt the head- 

long increase in traffic deaths 
was made by the National Safety 
Council last week with the an- 
nouncement of a special “back the 
attack” campaign. 

Objectives are to encourage 
public officials to “step up the 
attack” and to stimulate individ- 
uals to “back the attack.” 


The council said the program 
would start Dec. 1 to keep 1956 
from setting a new high in traffic 
deaths. It will continue through 
1957 to reverse the trend in traffic 
deaths. 


President Eisenhower urged the 
nation to “back the attack.” “It is 
shockingly clear that each of us 
must assume personal responsi- 
bility, not only for driving and 
walking safely, but for supporting 
our state and local public officials 
as they seek to enforce and 
strengthen our safety programs. 


+ * * 


HE National Governor's Confer- 

ence has endorsed the program, 
and 46 states and the District of 
Columbia have pledged all-out sup- 
port. 

Mayors and county officials, 
local safety councils, and numer- 
ous other organizations also are 


County Clerks 
Urged to Aid N. Y. 


Inspection Law 


GROSSINGER, N. Y.—Motor Ve- 
hicle Commissioner Joseph P. Kelly 
has called upon county clerks for 
closest cooperation to help achieve 
“maximum benefits” from the 
state’s new compulsory insurance 
and periodic inspection laws. 


Kelly outlined the inspection and 
insurance law provisions at a con- 
vention of the Assn. of County 
Clerks here. 

Kelly said the annual inspection 
of cars more than four years old, 
beginning next Feb. 1, will mark 
“a moderate beginning in the busi- 
ness of vehicle inspection.” During 
the first year, some three million 
vehicles will undergo inspection, he 
estimated. 

While the new law provides initi- 
ally for a four-point inspection of 
cars, Kelly said “we plan a much 
more comprehensive inspection 
right from the “outset” for tractor- 
trailers. 

He said vehicles that cannot re- 
ceive inspection because they can- 
not be repaired will be “off the 
road for good.” 

Of the compulsory insurance law, 
Kelly noted that every vehicle 
owner will have to submit “a ca- 
nary-colored certificate of insur- 
ance” when he applies for 1957 
registration plates. 


$300 Million Bill 
Signed in Mass. 


Massachusetts is starting to step 
up its highway program as a result | 
of Gov. C. A. Herter’s signing a) 
bill to provide a $300,000,000 high- 
way program. 

The bill provides for a half-cent| 
increase in gasoline tax. Present 
tax is five cents a gallon. The pro- 
gram is to be financed by $200,000,- 
000 in bonds, with the other $100,- 
000,000 in contract authorizations. 


re 
NAME PLATES 


A * 
Brings new business. Keeps old customers 
GET DETAILS NOW 


1281 SO. CHEROKEE 
DENVER 23, COLO. 


STEMAC, Inc. 


throwing their resources behind | 


the effort, the council said, 

“This is no flash-in-the-pan cam- 
paign, all smoke and no fire,” de- 
clared Ned H. Dearborn, council 
president, 

The council said 125,000 free pro- 
gram guides, containing the plan 
of attack and a variety of educa- 
tional materials are in the mail. 

A study made by the council last 


Christmas revealed that speed and 
drinking played the biggest part in 
the death toll. Emphasis will be 
given to those points, as well as 


dangers of darkness and increased | 


hazard to pedestrians. 
+ + + 


to the proportion of a “crackdown” 
| if necessary. 

2. More rigorous handling of vio- 
lators by traffic courts. 

3. Improved traffic laws and or- 
| dinances if they are inadequate. 

4. Stricter driver 
more effective suspension of licenses 
for chronic violators. 

5. Stepped-up driver education in 
high schools and for adults. 

6. More widespread organization 


of local support groups and par-| 


ticipation by citizens in local safety 


work. 
* nd * 


Canadian Safety Group 


Plans Accident ‘Attack’ 


The Canadian Highway Safety 
Conference has arranged a week- 


—— 


tions. Paul Gormley, formerly ag. 
sociated with the Ottawa Citizen, 
has been appointed public relations 
chief of the safety conference. 


AAA Cites 3 Ore. Dealers 


For Driver Training Plans 
The American Automobile Assn; 


| dents.” It will be held during first 


licensing and/! 


long campaign directed at curbing 
traffic accidents with the slogan 
“Back the Attack on Traffic Acci- | 


certificate for participation in the 
high school driver training pro. 
gram has been awarded to three 
Oregon dealers. 

The dealers are Vernon A. Burk. 
hardt of Burkhardt Pontiac-Cadij. 
lac Motors and to H. A. Fredricks 
of Fredricks Motor Co. (Chevrolet. 
Oldsmobile), both of McMinnville 
and to U. J. Hamby of Hamby Mo. 
tor Co. (Chevrolet) of Hillsboro, 


week in December. 

So far this year, the highway toll 
has been higher than in any of the 
last three years. This will be 


emphasized. In addition, the cam- 
paign will be accompanied by a 
stepped-up enforcement of regula- 


men aiming at a nationwide market on the move a 


Chrysier’s Dodge Division and its agency, Grant Advertising, Inc., 


are Sold on Spot as a basic advertising medium. 


When Dodge wants to tell all about its smart new look and 
superior performance, Spot Radio is chosen as the best 
way to reach a huge concentration of prime prospects. And 


only Radio—is “built-in” to sell car-owners. 


W. D. (Pete) Moore, Dodge Division’s Assistant Sales 
Manager in Charge of Advertising and Sales Promotion, 
sums up for Spot Radio: 


all ten radio stations represented by NBC Spot Sales are 
chosen to do the job in their markets. 


Here is Dodge’s “one-two punch” logic: 


1. The best prospects for new cars are owners of old cars. 


e “Spot Radio is essential to any balanced, overall pro 
motional or advertising effort.” 


e “Spot allows you to reach a large market quickly, and 
in many cases to saturate that market rapidly, with 4 


2. With 35,000,000 cars now radio-equipped, Radio— and | 


Ken 
Buick 
succee 
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Across the Nation... 





Auto Dealer Changes 


Kenneth G. Barnett is the new 
Buick dealer in Burbank, Calif., 
succeeding Ray P. Stansbury, who 
has opened a Buick dealership in 
Costa Mesa, Calif. 


+ * + 


Rupes Add Studebaker 


Gerald and Leon Rupe of Port- 
Jand, Ind., have bought the Jay 
County (Ind.) Studebaker dealer- 
ship from Marion Lee, of Portland. 


The Rupes have operated the Pack- 
ard dealership since 1949 and will 
add the Studebaker franchise to 


their firm. 
* + » 


Peterson Takes Keller; 


Sales Manager 29 Years 

Ted Peterson has taken over 
Edgar T. Keller Nash Co., owned 
for 24 years by Edgar T. Keller, 


and will continue the business at 
Monroe and Twelfth Sts., Toledo, 
Peterson has been sales man- 
ager for Keller for 29 years. 
Prior to Nash, Keller handled 
Chrysler. He has been in the auto- 
motive business 34 years. Keller 
plans to retain a used-car lot at 
| Monroe and Twelfth temporarily. 


* * * 


New Deal in California 


| Harger-Halderman (Chrysler- 
| Plymouth), Los Angeles, has opened 


|a@ dealership in South Gate, Calif. 


| ca x * 


Loop Takes Chrysler 


Loop Motor Co., Minneapolis, has | 


been named an exclusive Chrysler 
dealer, according to A. J. Adlis, a 
partner in the firm. The dealership 





handled Packard for 21 years. Adlis 
said “Chuck” Nordstrom has been 
named used-car sales manager and 
Kenneth Gage, new-car sales man- 


ager. 


: > + 


City Plymouth Opens 
City Plymouth Co. has announced 


|its opening at 2423 N. Clark St., 


Chicago. Formerly this was Henry 
Susk Plymouth. 
t 


* + 


Warren Manages Hotel 
Thurman Warren, for the past 


| nine years Ford dealer in Kerners- 
ville, N. C., is taking over the man- | 


agement of the Norlina Hotel. 
+ + * 


Willys to Bailey-Roberts 
Bailey-Roberts Motors, Inc., 322 








new advertising message.” 








e “With greater suburban growth, and increased use of 
cars for commuting, Spot Radio in early morning and late 
afternoon now reaches a greater audience than ever before.” 


e “Our own sales of car radios indicate that this trend 


will continue to grow!” 


Dodge reaches its best prospects —in the mood and on the 
move—with Spot Radio. Let us show you how you can 
build your sales in these 15 major markets: ° 


Left to right: James A. Brown, 
Media Supv., Grant Advertising, 
Inc.; Arnold Thomson, Adv. 
Mgr., Dodge Division, Chrysler 
Corp.; W.D. (Pete) Moore, Asst. 
Sales Mgr., in Charge of Adv. 
and Sales Prom., Dodge Divi- 
sion, Chrysler Corp.; William B. 
Buschgen, Radio Sales Mgr., 
Detroit Div., NBC Spot Sales; 
Myers B. Cather, V.P. and Acct. 
Exec., 
Jack W. Minor, Vice Pres. in 
Charge of Sales, Plymouth Divi- 
sion, Chrysler Corp. (formerly 
Gen. Sales Mgr., Dodge Division, 
Chrysler Corp.) 


Grant Advertising, Inc.; 


ON SPOT 


New York WRCA, WRCA-TV Louisville WAVE, WAVE-TV 
Schenectady- Chicago WwMAQ, WNBQ 
Albany-Troy WRGB St. Louis KSD, KSD-TV 
Philadelphia WRCV, WRCV-TV Denver KOA, KOA-TV 
Washington WRC, WRC-TV Seattle-Tacoma KOMO, KOMO-TV 
Miami went Los Angeles KRCA 
Buffalo weBuF Portland — KPTV 

San Francisco M%NBC 

Honolulu KGU, KONA-TV 





SPOT SALES 


aoe 19 


W. Broadway, North Little Rock, 
Ark., has been appointed Willys 
dealer for the area. Dave Roberts 
is general manager for Bailey- 
Roberts, which also holds the 
Studebaker franchise in North 
Little Rock. 


* > « 


Freeman-Edmiston Folds 


Freeman - Edmiston Motor Co. 
(Oldsmobile) of Fort Scott, Kans., 
has gone out of business. The firm 
was founded in 1950 by Henry S. 
Freeman and Charles Edmiston. 

* oa + 


Niggles Pontiac Opens 
Howard Niggles has purchased 
| Ostrander-Carroll Pontiac, Inc., 
401 W. Vine, Mt. Vernon, O. The 
dealership will be known as 
| Niggles Pontiac Co, and also will 
handle International trucks, 


* * * 


Belisle Opens in Ottawa 
| Belisle Autos, Ltd., has opened 


new showrooms on Montreal Road, 
| Ottawa, as dealers for Chevrolet 
|cars and trucks and Oldsmobile. 
| The firm will operate a used-car lot 


| nearby. 
| + + * 





Gulf Coast Mercury Opens 

Announcement of a new Mercury 
| dealership has been made by Gulf 
| Coast Motors, 621 E, Howard Ave., 
| Biloxi, Miss. Tom Moon is manager 
| and Jim Swinney, service manager. 
| + * * 


McFarlane L-M Opens 


McFarlane Lincoln-Mercury, Inc., 
410 W. Washington St., Greenville, 
S. C., has opened and will also 
|handle Continental. John A. Me- 
Farlane, Atlanta, is president and 
owner. Duncan Butler is parts 
manager; W. T. Crain, service man- 
ager; John H. Young, office man- 
ager, and Troy T. Duckworth 


general manager. 
> * o 


Casey-Harper Opens 
Howard T. Casey, formerly a 
salesman for New Orleans Motor 
Co., Inc. (Ford), has formed a part- 
nership with Robert W. Harper jr. 
|to organize a Ford dealership in 
Slidell, La, It will be called Casey- 
Harper Ford Co. 
= 





Reo Distributor Named 


Auto Tecnica, S. A., is the new 
Reo distributor in the Federal 
District, the Mexican capital, 
which includes Mexico City. It is 
headed by Ramon Barrazas 
Torres, Ricardo F,. Hedrick and 
Daniel Martinez. 

aa = 


Pioneer Ford Opens 


Pioneer Ford has opened in Ar- 
tesia, Calif. Richard L. Anderson 
is general manager of the dealer- 
ship. 


| > * - 


Lillegards Buy Wilson 


Wilson Motor Co. (Hudson-Ram- 
bler-Metropolitan), Hillsboro, Ore., 
has been sold to Albert and Elmer 
Lillegard. The brothers have 
changed the name to Lillegard Mo- 
tor Co. The Lillegards have been 
associated with Stranahan Pontiac 
| Co., Hillsboro, for 10 years. 

* 





| 





Stranahan Sells to Copps 


| Stranahan Pontiac Co. Hillsboro, 
Ore., has been sold by Earl Stran- 
ahan, who had operated the firm 
for 12 years, to Bill Copps. Copps 
attended the General Motors Corp. 
institute in Michigan before taking 
over. 
= * * 


Martinson-Bergman Opens 


Martinson-Bergman Co. 
(Chrysler-Plymouth) has opened in 
Grand Forks, N. D. replacing Nom- 
land Motor Co., operated by Andrew 
Nomland, who retired. Partners are 
M. A. Martinson and Carl A, Berg- 
man. 








AUTO 
TURNTABLES 


* 
Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Cona. 












ANNOUNCING RAMBLER witl 


RAMBLER HAS WHAT PROSPECTS WANT! 


Like Vol 


Never before has any new-car franchise offered § the sr 
the opportunity that Rambler does. For Rambler § room 





( 





, is America’s fastest growing car in popularity. Th 

If it’s room they want, Rambler has it! If it’s maneuverability they want, Rambler has it! fi it. I ihe the tnd Raml 

There’s plenty of room for six husky six- U-turns are a cinch because Rambler can Sales gures prove it. In 1956, while the industry ; 

footers in the new Rambler. Actually more turn around in streets too narrow for other showed a general sales decline, Rambler actually § growi 
head room, more hip room, more leg room cars .. . park with ease in spaces other cars . . meee 

than the average of all other low-priced cars. pass by .. . take hairpin curves on an even keel. improved its market position! that ¢ 


For ’57, with crisp new styling and two great §j that i 
engine choices—an improved Economy 6 and a § traffi 








new, American-Motors-built 190 H.P. V-8, WI 
Rambler will have even greater appeal for the § for fe 
discriminating buyer. And Rambler alone offers § at ai 
the incomparable handling ease and economy of § poter 


For Complete Details In@nafiden 
Dealer Development Dept., American Mors ( 





It it’s riding ease they want, Rambler has it! If it’s travel comfort they want, Rambler has it! 
And what a ride! Rambler passengers enjoy Airliner Reclining Seats give twice the travel OW ore en e 
luxury and comfort that even the costliest comfort. Adjust to five positions—make a 
of cars can’t beat. Soft, deep-coil springs on chaise longue, contour chair, a nap couch 
all four wheels smooth out the roughest roads. for kiddies . . . even twin beds at night. ai 


* > 
> 
? », 
¢ ° 
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% — AMERICAN MOTORS MEANS MORE FOR AMEBANS 


*onat'? 


















lthe Power and Economy News of ’57 


190 H.R V8 
And Economy 6 






NOW—two great engine options! New 190 H.P. V-8 that combines blazing 
power with traditional Rambler economy. New Economy 6—improved 
version of the powerplant that holds the coast-to-coast economy record. 





the small European cars PLUS all of the comfort, 
t | room and luxury of big American cars. 
The future for Rambler is a brilliant one. 
- § Rambler’s sales record this year, plus the rapidly 
/ | growing market for foreign cars, provides proof 
that the motoring public wants an economical car 
; | that is designed to cope with today’s parking and 
| § traffic problems. And Rambler fits the bill toa “‘T”’’. 





ye z 2 4 , 5 sae “ 
: When you sell Rambler you sell a product that oo aa ef 
. | for features, fashion and fun can’t be matched Dees eee ene sy 
} § at any price. Why not look into the profit i ee ae 


potential presented by Rambler. 





A whole new style in station wagons—the new 1957 Rambler Cross Country— 
smartest, handiest car for work and play. New 4-door hardtop wagon, too! 









i lence— Call or Write 


Mors Corporation, Detroit 32, Michigan 


ver... It pays to sell RAM B LK R 


SMARTEST STYLE *« LOWEST COST «+ HIGHEST RESALE 
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13 Models Feature More Powerful Six .. . 


Rambler V-8 First in History 


What's New: | 
V-8 engine with 190-horse- 
power ... six new models .. . 
redesigned grille and parking 
lights . . . 11 new colors . . . In- 
creased horsepower on six-cylin- 
der engine . . . wider wheel rims 
and tires ... stronger hardtop 
construction . . . improved air- 
conditioning system. 
* * + 


AKING its debut as a separate) 

make of car, the 1957 Rambler 
will go on sale in Nash and Hudson 
dealerships Thursday (Oct. 25). 

The new model boasts a V-8 en- 
gine for the first time in Rambler 
history, and a separate series has) 
been set up to merchandise this 
line. 

Thirteen models will be avail- 
able—six in the V-8 series and 
seven in the six-cylinder series. 
All are four-doors and six are 
station wagons. 

Designation of the Rambler as a 
separate make gives the car its 
third name since it reappeared on 
the automotive scene in 1950. That 
year, Nash revived the name which 
first was used in 1902 and called 
the model the Nash Rambler. 

* * * 


T KEPT that titie until the be- 

ginning of the 1955 model year 
when American Motors decreed the 
car would be a Nash Rambler or a 
Hudson Rambler, depending upon, 
which of the company’s dealers 
sold it. 

Under -, — the car ap- 





| 


| 
| 
| 


peared in registration figures as | engine that was used in the V-8| 
either a Hudson or a Nash, It | Special series brought out by Nash| 


now will be listed separately, the 
company said. 


and Hudson last spring. 
Rambler’s six-cylinder engine has 


Rambler’s 13 models are: V-8 se-| been boosted to 125 horsepower 


ries — 


wagon, hardtop sedan and conven- | has been raised to 8.25 to 1. 


tional wagon and sedan; Super sta- | 
tion wagon and sedan. The Six 


|sedan, Super wagon, sedan and | 


hardtop sedan, and a Deluxe wagon | 


and sedan. 

The Deluxe. station wagon is a 
fleet model. 

* + + 

oo new V-8 engine displaces 

250 cubic inches, has two car- 
buretors and a compression ratio 
of 8 to 1. Dual mufflers and tail 
pipes are standard, and the engine 


is available with standard, over-| 


drive or Hydra-Matic transmission. 

The company said the com- 
pression ratio “allows full con- 
trol of the burning cycle of the 
fuel-air mixture, thereby elimi- 
nating the need for premium 
grades of fuel.” 


The Rambler V-8 is basically the 


Marion Automation Told 


MARION, Ind. — Marion Mal- 
leable Iron Works here will install 
automated heat treating equipment 
early in 1957. The new electric fur- 
nace will be one of the most mecha- 
nized in the foundry industry, ac- 
cording to Albert Salatka, general 
manager. 


‘57 idles Models Bow 





Restyled for '57— 


Rambler's front end has been restyled to 


give the car a more massive appearance. 


A horizontal chrome bar has been added to the grille and the parking-turning lights 
in the fenders have been redesigned and enlarged. The lower part of the body 


molding forms a “V" at the front of the 
new, ore available for 1957. 





Rambler Stresses Roominess— 


The Romblier is shorter and narrower than other cars, but its interior dimensions are 
equal to or superior to those of its competitors, American Motors claims. 


hiproom in this Custom four-door hardtop is 


Sx 5) 


} 
J 


Price Leader— 


lowest-priced model in the 1957 Rambler line is the Deluxe four-door sedan. 
is powered by a six-cylinder engine which has been boosted to 125 horsepower. A 


rear fender. Fifteen colors, 11 of them 


59%, inches. 


ara 
: 7] Ps 
ad ‘ 





power option boosts the horsepower of the six to 135. 


Front-seat 


It 


The six has a new variable-wedge 


Custom hardtop station| from 120 in 1956. Compression ratio | 


type combustion chamber and 4a) 
series has a Custom wagon and| new modified wedge-top piston. This 


is said to provide increased 
“quench” area and a more compact 
combustion chamber. It results in 


smoother, quieter operation, ac- 
cording to Rambler. 
* * + 


THREE-RING piston has re- 

placed the four-ring type, a 
new carburetor has been _ incor- 
porated and the engine block has 
been strengthened with larger re- 
inforcing sections. 

On the styling side, the front 
end has been redesigned to give 
the car a more massive appear- 
ance, A horizontal bar has been 
added to the grille, and parking- 
turning lights have been rede- 
signed and enlarged. 

Fifteen colors, 11 of them new, 
are offered, and some of the paints 
are “super enamels” which are said 
to retain showroom appearance 
longer than conventional enamels. 
Five three-tones and 12 two-tones 
are available. 

Although shorter and narrower 
than most cars, Rambler insists its 
interior dimensions are equal to or 
superior to those of its competitors. 
Front-seat hiproom in the ’57s is 
59% inches. 

* * * 
EEL rims have been widened 
half an inch, but Rambler has 
not adopted 14-inch wheels. V-8s 
| will carry 6.70 by 15 tires and this 
| size is optional on sixes. Tire size 
| last year was 6.40 by 15. 
American Motors has redesigned 
its All Season air-conditioning unit. 
It has a new compressor with a 
built-in muffler for quieter opera- 
tion and a new receiver tank which 
|is said to reduce leakage problems. 
| Hardtops have been strength- 
ened by increasing the metal 
thickness of the center sub-pillar 
which ends at the top of the 
doors. The underbody and sides 
adjacent to the pillar also have 
been reinforced. 

The Rambler body 
American Motors’ unitized con- 
struction in which the body and 
frame are fused into one integral 
unit with 9,000 welds. Optional 
safety features include padded in- 
strument panel, padded sun visors 
and seat belts. 

Power brakes and power steering 
are among the options available on 
all models. Power brakes were 
standard or on Custom models in 1966. | 


features * 


Hudson Offerings for 





Hornets Adopt Tail Fins— 


Sab, 


Tail fins and dval-fin front-fender ornaments are among styling refinements of the 


1957 Hudson. 


The cars are built on a 121-inch wheelbase and are 209 inches long, 


78 inches wide and 60.4 inches high. All models have 14-inch wheels. 


Hollywood Hardtop— 


Two hardtops join a pair of four-door sedans to make up Hudson's 1957 line. All 
have 255-horsepower engines designed and developed by American Motors engineers, 
The die-cast grille is highlighted by an inner mesh pattern and is accented by @ 


new “V"' emblem in the center. 


rceerr © See 


Super Four-Door Sedan— 





The Hornet Super four-door sedan is one of four 1957 models that will go on 


display Thursday (Oct. 25). 
combinations are available. 


Fifteen solid, 
A new transistor-powered radio, with twin 


12 two-tone and five three-tone color 
“Dou-Coustic” 


rn is — as aan equipment on all models. 


New Hudson Engine Is 255 LP. 


What's New: 
New 255-horsepower V-8 engine 
. tail fins . . . 14-inch wheels... 
“park” position on Hydra-Matic 
.- aluminum trim panel... two 
inches lower . . . transistor radio 
. . - improved front suspension, 
7 * > 
A MEY. 255-horsepower V-8 en- 
gine and a revamped lineup of 
models are features of the 1957 
Hudson line which will appear in 
showrooms Thursday (Oct. 25). 
The new engine was designed 
and developed by American Mo- 
tors Corp. Previously, Packard 
supplied the V-8 powerplant for 
the top cars in the Hudson line. 
In rearranging its model selec- 


tion, Hudson has dropped its six-| 


cylinder cars and also has discon- 
tinued the Hornet Special V-8 which 
it introduced last spring. 

* * * 


HE 1957 line will consist of four 
models in the Hornet V-8 series 
—a Custom four-door sedan and 
two-door hardtop and a Super four- 
door sedan and two-door hardtop. 
The two Custom models were 
available last year. The Hornet 
Supers are new. 

The new V-8 is built on a new 
engine line at AMC’s plant in 
Kenosha, Wis. It is available with 
three transmissions — standard 
syncromesh, automatic overdrive 
and Flashaway Hydra-Matic. 

Last year, Hudson’s 220-horse- 


power V-8 was available only with 
Ultramatic transmission, which was 
an extra-cost item, 

The new engine has a compres- 
sion ratio of 9 to 1 and a displace- 
ment of 327 cubic inches. Bore and 
stroke are four inches by 3% inches. 

* > > 


NEW “park” position has been 
added to the Hydra-Matic trans- 
mission. 
The 1957 Hudsons are built on 
a 121-inch wheelbase and are 209 
inches long and 78 inches wide. 
Overall height is 60.4 inches, two 
inches less than last year. The 
roof panel has been lowered 1% 
inches at the center line. 
Styling innovations include tail 
fins and dual-fin front-fender orna- 
ments. A new silver-textured alu- 


minum panel on all Custom models | 


extends from the front fenders into 


the front door panel on either side| 


of the car. 
The die-cast grille features an 


Auto-Measure Offered 


DAYTON, O. — To help industry | 
cope with precision measurement | 
and control problems posed by)! 
automation. Sheffield Corp. here} 


has established a research and de- 
velopment division devoted to in- 
struments, controls, machines and 
systems for combining machining, 


| motion or memory with automatic 
measuring, according to Louis! 


Polk, president. 


inner-mesh pattern and is accented 


by a new “V” emblem in the center. 
> > 


> 

LL models have 14-inch wheels 

and use 8.00 by 14 tubeless tires, 
The front tread has been narrowed 
a half-inch to 59 inches. The king- 
pin type front suspension has been 
replaced by a steering knuckle as- 
sembly which pivots on antifriction 
bearings. This makes steering easier 
and smoother, the company said. 

Fifteen solid exterior colors are 
available, along with 12 two-tones 
and five three-tones. Several 
“super enamel” paints, said to be 
more durable, also are offered. 

The 1957 Hudson boasts a total 
glass area of 3,611 square inches. 
The windshield is 1,100 square 
inches and the back window is 1,008 
square inches. 

+ * « 
PADDED instrument panels and 
dual tail pipes are standard on 
all models. The tail pipes point 
downward to prevent exhaust fumes 
from blackening the chrome of the 
bumper. 

Power brakes and padded sun 
visors are standard on Custom 
models as are improved “airliner 
reclining” seats and twin-bed com- 
bination. 

Hudson utilizes American Motors’ 
unit-body construction in which 
body and frame are formed into one 
rigid 
electric welds are used in the 
process. 


integrated unit. Some 9,000 
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EW 1957 HIGH HP PURELUBE 





FORMULATED TO THE ENGINE DEMANDS OF YOUR 





NEW 1957 HIGH HP CARS! 








BE SURE with the one multigrade oil performance-matched to the fine cars you sell! 





They go together—the new 1957 models 
you sell and new 1957 High HP Purelube 
Motor Oil! This superior multigrade oil, 
improved again and again to meet the 
ever-growing needs of the High-Horse- 
power Age, is actually performance-matched 
to the very latest engine designs. You can’t 
put a finer oil in the cars you sell and 
service—whether it’s a $1500 or a $10,000 
model. And you can’t offer an oil more 
people are so sure of than High HP. 

New 1957 High HP Purelube offers 
these outstanding advantages for top cus- 
tomer satisfaction: 


Finest multigrade oil ever developed—a 
superior combination of the right “‘body’’, 
toughness and stability regardless of the 


weather or season. Offers consistent 
always-on-the-job protection. 


Increased detergency—new detergent keeps 
engines up to 50% cleaner under stop-and- 
go driving conditions. This applies to all 
models and makes of cars. 


Antiwear protection—the antiwear addi- 
tive in High HP Purelube protects today’s 
modern overhead valve engines against 
damaging wear at critical points. 


Guards against power-robbing knock— 
engines run quieter and more efficiently 
because special formulation resists the 
formation of combustion chamber deposits 
—which otherwise would cause ORI 
(Octane Requirement Increase). 


Superior rust and corrosion protection—no 
other oil protects like Purelube. Delivers 
maximum protection to all highly sensi- 
tive motor parts in today’s hot-running, 
high-speed, high-compression engines. 

All of this extra quality in High HP 
Purelube doesn’t cost you a cent extra, 
yet it goes a long way to complement the 
fine cars you sell and service. Makes good 
sense—and good business, too. Stock up. 
Contact your local Pure Oil representative 
today. 


The Pure Oil Co. 
35 East Wacker Drive 
Chicago 1, Illinois 
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First Convertible Since ’51 


= 


What's New: 
' ‘'Torsion-bar suspension . . . dual 
headlights . . . convertible, four 
other new models. . . curved side 
glass . .. wrapover windshield 
. « » 14-inch wheels .. . three- 
speed automatic drive ... new 
engine ... recessed door handles 
inside and out .. . aluminum 
grille . . . combined heater and 
air conditioner. ats? 
* 


MPERIAL, which is conducting 
an extensive promotional cam- 
paign to gain a larger share of 
luxury-class registrations, will un- 
veil the car on which the campaign 
is based next week. The new models 

go on display Oct. 30. 
The cars have a host of new 

> * 


~~ 





First Since '51— 


Imperial Restyled for '57 


features, including torsion-bar 
front suspension, dual headlights, 
wrapover windshield and 14-inch 
wheels. 

Ten models are available, twice 
as many as in 1956, A convertible 
is offered for the first time since 
1951. 

Buyers may choose from four 
series. A four-door sedan, two-door 
hardtop and four-door hardtop are 
available in both the Imperial and 
Imperial Crown series, and the con- 
vertible is included in the latter 


line. 
+ a7 + 


E Imperial LeBaron, a six- 
passenger four-door sedan, con- 
stitutes a one-model series. Also 
available is the Imperial Limousine 
series which consists of two eight- 





oa 


A convertible, the first since 1951, has been added to Imperial's 1957 line. It is 
one of 10 models in four series. Imperial's gunsight tail lights now are molded into 
the réar fenders, and the cars are powered by a new 392-cubic-inch V-8 engine. 


> * * 





Optional Rear-Deck Lid— 


A novel feature of the 1957 Imperial is an optional rear-deck lid with a molded 
spare-tire impression. The sloping deck nestles between the toil fins of this two-door 
hardtop in the Imperial series. Automatic transmission, power steering and power 
brakes are among the standord features on all 10 modeis. 





Ten-Year Expansion Told .. . 


Management Feels Pinch 


NEW YORK:—This country is 
facing the greatest shortage of| 
trained management that it ever|/A 


has experienced, according to Law-| 
rence A. Appley, president, Ameri- 
can Management Assn., writing in 
the 1955-56 annual report. 

“The industrial and business 


expansion of the past 10 years is 
with what is 


rs, prospects for the future do 
indicate that that increase 
will keep pact with economic ex- 
pansion.” 

This problem is not to be solved 
merely through prospective man- 
agers’ exposure or assistance to 
other managers, Appley warns. To 
meet the requirements of manage- 
ment, managers must have particu- 


New Book Discusses 


Land Locomotion 

ANN ARBOR, Mich. — “Theory 
of Land Locomotion,” a 538-page 
book on the mechanics of vehicle 
mobility written by M. G. Bekker, 
will be published in November by 
the University of Michigan Press. 
Price will be $12.50. 


The book discusses problems of 
soil and. snow mechanics, size-form 
relationships as an index of econ- 
omy, terrain conditions, static and 

behavior, dimensional an- 
testing and overall economy. 

“It includes 192 illustrations. 


lar qualifications, skills, tools, and 
a continuing program of training. 
great wealth of know-how is 
available through the simple me- 
dium of exchange of experience 
and philosophy. 

As a result, the AMA president 
estimated a quarter of a million 
managers will be in formal sessions 
this year for the purpose of learn- 
ing more about the profession of 
which they are a part. He calls this 
“the biggest back to school move- 
ment in history.” 

To this trend Appley attributes 


the growth of the American Man-| 


agement Assn. since World War II. 
In addition to conducting training 
activities and taking part in uni- 
versity advanced management pro- 
grams, an increasing number of 
companies are turning for help in 
developing executives to such or- 
ganizations as AMA, which utilizes 
cooperative efforts of business as a 
whole. 

The management “back to 
school” movement is not limited 
to the U. S., Appley said. Because 
of interest expressed from abroad, 
the AMA this year established an 
affiliate, the International Man- 
agement Assn., to enable interna- 
tional members to participate 
more fully in AMA activities and 
to. help American companies im- 
prove their foreign operations. 

Membership reaehed 23,000, with 
representation in some 50 foreign 
countries as well as in all parts of 
the U. S. and Canada. Income in- 
creased 40 percent over the year 
before to nearly $4.5 million. 


Imperial Offers 10 New Models 


passenger sedans, one of which has 
a glass partition between the front 
and rear seats. 

The Imperial, Crown and Le- 
Baron series are built on a 129- 
inch wheelbase. They are 224.2 
inches long, 81.2 inches wide and 
57.5 inches high. 

The horsepower announcement 
was delayed, but the Imperial is ex- 
pected to be in the 300-or-over 
bracket. Last year’s horsepower 
was 280. 


anodized aluminum grille in a small 
rectangular check pattern. Head- 
lights are set in massive chrome 
cylinders beneath airfoil-like brows 
projecting from the fender. 
* * + 

(—pus- headlights, which are op- 

tional equipment, are mounted 
side by side in a chrome housing. 
One set is used for city driving 
and both sets are used for country 
driving. 

Parking lights are recessed be-| 
tween split bars of the front 
bumper, and an eagle and shield} 
medallion decorates the forward 
edge of the hood above the grille) 
opening. 

Tail fins flow into the body. | 
They end slightly below the belt | 
line and give the car an appear- | 
ance of nesting between the fins. 

A wrapover, wraparound wind-| 
shield adds 54 percent more front| 
glass area. and curved side glass| 
follows the body lines and em- 
phasizes the car’s low center of 
gravity. Imperial gunsight tail 
lights are molded into the fender 
this year. 

+ * oa 

N OPTIONAL item is a rear- 

deck lid with molded spare-tire 
impression. Inside and outside door 
handles are recessed. On LeBaron 
and Crown models, the armrest also 
serves as a concealed storage com- 
partment which can be opened by 
lifting a hinged top. 

Floors of all models are 
covered with deep-pile carpeting. 
All models have folding center 
armrests in the rear seat, and 
Crown sedans have this feature 
in the front seat. 

There are 21 exterior color 
choices and 121 color combinations. 

Displacement of the new Fire- 
Power V-8 engine has been in- 
creased to 392 cubic inches, and 
compression ratio is 9.25 to 1. Last 
year’s figures were 354 and 9 to 1, 
resvectively. 

The Torque-Flite automatic 





transmission now is a three-speed 
unit. 
* + . 

AUTOMATIC transmission, power 

brakes and power steering are 
standard equipment on all models. 
Other standard items include back- 
up lights, directional signals, foot- 
| operated parking brake, padded in- 
strument panel, power radio an- 
tenna, dual exhausts and electric 
windshield wipers. 

A six-way power seat is stand- 
ard on Crown and LeBaron 
models and is optional on the 
Imperial series. 

Other optional equipment in- 
cludes a combined heating and air- 
conditioning unit, new this year; 
rear-window defogger, power win- 
dow lifts, seat belts, dual head- 
lights, Solex glass, high-fidelity 
record player, transistorized radio 

and “instant-heat” heater. 


Fleming Named 
Aide to Quinn 


DETROIT.—A. M. Fleming, vice- 
president of Chrysler division since 
1948, last week 
was promoted to 
the staff of E. C. 
Quinn, division 
president. 

Quinn said the 
special staff posi- 
tion was a new 
one, created as a 
part of the divi- 
sion’s forward 

F) Planning pro- 
gram. Fleming, 
A. M. Fleming 61, also will as- 
sume responsibility for coordinating 
manufacturing activities with the 
sales, engineering and planning de- 
partments. He has been with Chrys- 
ler division since its founding in 
1925. 








'57 Dodge Line Bows 





Dodge Price Leader— 


Lowest-priced model in the 1957 Dodge line is the Coronet two-door club sedan 
: which is available with a six-cylinder or V-8 engine. Dodge's 19 models also include | 
Styling changes begin with an| foyr four-door sedans, six hardtops, two convertibles and five station wagons. 


* * * 


Silent, Vibration-Free Ride— 


Torsion-bar suspension and extensive use of rubber insulation to eliminate metal. 
to-metal contact have combined to give the 1957 Dodge a silent, vibration-free ride, 


the company says. The new Custom Royal 
four inches lower than the 1956 model. 
» « »*® 


New Automatic Drive .. . 
Seco anneeeeenetneneetiammmmnapap ion 





four-door sedan is 56.8 inches high, some 


* * * 


Torsion Bar Debuts 
On Lowered Dodge 


What's New: 


Torsion-bar suspension... 
step-down frame . , . Torque-Flite 
automatic transmission ... 14- 
inch wheels . . . recessed door 


handles .. . rear-facing seat in 
station wagons ... dual head- 
lights . . . up to five inches lower 


. . combined heater and air con- 
ditioner . . . transistor radio. 
* ca * 
PRAT CURING torsion-bar suspen- 
sion, a new automatic trans- 
mission, 14-inch wheels and dual 
front lights, the 1957 Dodge cars 
will go on display Oct. 30. 

The line consists of 19 models. 
Eleven of them are hardtops or 
station wagons. 

The cars are lower and wider— 
as much as five inches lower in 
some cases, Windshields have 53 
percent more glass area and 
trunk compartments are more 
than six feet wide. 

Torsion-bar suspension has 
played a big part in lowering the 
ear. Torsion bars have replaced 
front. coil springs, permitting many 
front-end elements to be shifted 
and made more compact. A smaller 
air cleaner and a floor that is re- 
cessed into the frame also have 
contributed to the cars’ lowness. 


o” * 7” 
WWwo-DOOR hardtops are less 
than 55 inches high and four- 
door sedans stand less than 57 
inches. The cars are 78 inches 
wide, 212 inches long and are built 
on a 122-inch wheelbase. 

Dodge’s Coronet series consists 
of club sedans and four-door 
sedans in both six-cylinder and 
V-8 models plus two-door and 
four-door hardtops and a con- 
vertible with V-8 engines. 

The Royal and Custom Royal 
series each has a four-door sedan, 
two-door hardtop and four-door 
hardtop, and there is a convertible 
in the Custom Royal line. 

Five station wagons are avail- 
able, a two-door and four four- 
doors. On four-door models a rear- 
facing “Spectator” third seat is of- 
fered as an optional item. This fea- 
ture was introduced last winter on 
the Plainsman, Chrysler Corp. ex- 


perimental car. 
~ * 


* 

Tos 1957 models utilize what 

Dodge calls “swept-wing” rear 
fenders which end in fins that flow 
forward along the rear quarter. 
quarter. Duo-level front bumpers 
lend style to the grille as well as 
serving as protectors. 

Fourteen solid exterior colors are 
available, along with 51 two-tone 
combinations. 

All models havea dual- 


headlight arrangement. The 
smaller lamp is a parking light, 
while the larger has the conven- 
tional upper and lower beam. 

Displacement of the Red Ram | 
V-8 engine has been boosted to 325 
cubic inches and compression ratio 
has risen to 8.5 to 1. Horsepower 
was not announced, but it un- 
doubtedly will be higher than last | 
year’s 218 and 230 with power kit. | 

* * 7 

7 Super Red Ram engine 

which includes the power kit, is 
standard on Custom Royal models 
and optional on others. The D-500 
engine also is available. 

The new Torque-Flite automatic 
transmission has three forward 
ranges—drive, first and second. 
“First” provides maximum power 
in snow or mud and “second” 
may be used for quicker accelera- 
tion. 

Torque-Flite is available on all 
models. PowerFlite may be speci- 
fied in the Coronet series. 

Quieter performance has been 
achieved, Dodge said, by isolating 
the suspension and steering sys- 
tems from the frame by rubber in- 
sulation to eliminate metal-to-metal 
contact. 

+ *” od 
OURTEEN-INCH wheels are 
standard. Tire sizes are 7.50-14 

in the Coronet series and 8.00-14 on | 
other models. New floating-shoe 
Total-Contact brakes are said to 
give 30 percent longer life and re- 
quire one-fourth less pedal effort. 

Door handles are recessed hori- 
zontal bars, and doors are opened 
with the same motion that would 
be used in pulling out a drawer, 
Dodge said. Safety door latches 
again appear on all models. 

An optional feature is a com- 
bined heater and air-conditioning 
unit which is operated by a single 
control on the instrument panel. 
The unit is mounted in the engine 
compartment. Rear-window de- 
frosters are available, as are trans- 
istor radios which have no tubes 
or vibrators. 


AMC Salesmen 
Get °57 Briefings 


DETROIT. A series of 102 
sales-training meetings is being 
conducted by American Motors to 
advise Nash and Hudson dealers 


and their salesmen on ways to build | 


Rambler sales in 1957. 

The meetings, which will be com- 
pleted Oct. 24, the day before the 
1957 Rambler goes on sale, are 
being conducted by zone personnel. 


I 


Rem | 


——e——dhlC ll Ur aE. 








tal- 
de, 
me 


on 
ng 
'S- 
n- 
al 





tT Sesaa 


Se = a 









ones 












IN 















\ 


rT [M/ | 
[x] 








&, 









ANZ, 


, 


we 











[PP 









Pee 


EI 


/ 










ae eae 


f 
L~] 












y 


EN 
i 


KY 


mF Se ud 


LY 


/\ 
NZ) 
| Af 


Z| 





































rae 

Lk ae 

Td 
X | 
ih 














& 







Ct 
Ee 


Y 


A 
zy 


H 


WY 


% 
1 
AV 


fi 










| A 
as 


Wr un.. 





les 


LL eZ oe 


AA 





fe 
| Oa 


~@ 















ke eet oss ei 
Ris * pie i CRORES PUM SRT 
EES aM Halo 


We know how to light up the sky! 


When General Outdoor Advertising lights up the sky for you, you can depend on 
“‘spectacular’’ success. 

That’s because GOA men know how to light up the sky. They are spectacular 
specialists—whether they work on the drawing board, the steel skeleton, or screw the 
last light bulb into one of our big day-and-night signs. They know how to use color, 
action, massive size to deliver your selling message, or keep your name in the public eye. 

And GOA gives you more than good design, skilled workmanship. In more than 
1300 GOA markets, you can be sure of choice locations, audited circulation, and 
superior service. 

Let us put “‘spectacular’’ sales power to work for you. Call your local GOA office 
or write us in Chicago. 





General Outdoor aOR Couer tiers Co. 


515 South Loomis Street, Chicago 7, Illinois 
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AUTOMOTIVE WASHINGTON 


U.S. Chamber Opposes 
Proposed Credit Curbs 


By William Ullman 
Washington Correspondent 
I* RESPONSE to a request from the Federal Reserve 
Board, which is studying proposals for stand-by author- 
ity to regulate installment credit, the U. S. Chamber of Com- 
merce last week took the position that direct installment- 
credit controls would hurt lower-income groups. 

One of the points made 
against direct controls by the 
chamber is that they would 
“involve arbitrary administrative 
decisions which would work hard- 
ships on groups who use install- 
ment credit or who serve con- 
sumers using such credit.” 

General monetary controls, along 
with consistent fiscal policies, are 
the most effective means of coping 


with installment credit excesses, 
the chamber said. 


Lower income groups, the cham- 
ber declared, would be affected 
more than higher income groups. 
Administration of such controls, no 
matter how wise and objective, it 
was pointed out, would be “dis- 
criminatory and evoke all sorts of 
public outcry, political pressures on 
the administering group, pleas for 
special treatment and disagreement 
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over kinds, de- 
gree or timing of 
restraints.” 
“These dis- 
ruptive stresses 
and strains,” 
the chamber 
asserted, “would 
be inimical to 
the economic 
health of the 
nation and des- 
tructive to the 
free market system.” 

Such controls, the chamber said, 
impose the value of judgments of 
the regulating authority on the 
public and deny to individuals their 
basic “right to determine their own 
ends.” 

The need for better data to aid 
the FRB in the formulation of gen- 
eral monetary policy and to facili- 
tate self-corrective adjustments by 
borrowers and lenders in the free 
market, was emphasized by the 
chamber. 





Witttam Uliman 


Small-Business Loans 

— segments of the auto- 
motive industry were among the 

201 business enterprises that 

shared in loans totalling $7,531,000 


approved by the Small Business 
Administration during September. 


An auto-parts firm in Kentucky 
with 10 employes got the largest 
loan awarded in the motor field. 
This was for $60,000. The smallest 
loan went to an auto repair man 
in Philadelphia with two employes. 
He got $6,000. 

In between were an auto dealer 
in El Dorado, Kans., having 11 
employes, who got $35,000, and a 
Dallas parts and tire dealer who 
was given a direct loan of $6,500. 


Others were a Weiser (Id.) car 
dealer, 11 employes, $20,000; an oil 
and gas dealer in Jefferson, Ia., 
with one employe, $15,000; an auto 
dealer in Newton, Kans., three em- 
ployes, $15,000; a Clanton (Ala) 
car dealer, with 25 employes, $25,- 
000; a Lake City (S. C.) auto dealer 
with 15 employes, $20,000; a Reids- 
ville (Ga.) auto dealer, with six 
employes, $15,000; a car wash shop 
in Wantagh, N. Y., with one em- 
ploye, $15,000; a wholesale auto 
parts dealer in Fulton, N. Y., with 
three employes, $15,000; and a fill- 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 











WINDSOR, ONTARIO, CANADA 






SAINT JOSEPH, MICHIGAN 


WE’D LIKE TO GO TO WORK FOR YOU 


All the products you see here, we make for other people—we have the facili- 
ties, experience and engineering know-how to do a better job for you. We 
can offer dependable delivery—competitive prices—quality-built products. 
We are an original equipment manufacturer for the automotive and farm 
machinery industries and have been since 1908. We have also expanded 
into the aircraft industry. We are well equipped with top caliber personnel 
and the most modern cost cutting machinery. If you have a manufacturing 
problem, please contact us. Like it says in the headline, we'd like to go 
to work for you. 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN 


Plants also at Benton Harbor and Hartford, Michigan, and 
Windsor, Ontario, Canada 


— 


ing station in Pascagoula, Miss, 
with six employes, $30,000. 
+. * * 


Oil-Imports Hearings 
- hearings on alleged ex. 
cessive oil imports will begin 
this week (Oct. 22) on a petition 
filed by the Independent Petroleum 
Assn, of America, the office of 
Defense Mobilization announced 
last week. 

The petition which was filed 
with ODM Aug. 7 on behalf of 19 
domestic producers’ associations, 
charged that petroleum imports 
are “in such quantity as to im- 
pair the national security and 
threaten to continue to do so to 
an increasing extent.” 

The IPA said that rising oil im- 
ports, chiefly from the Middle East, 
are hurting the domestic industry, 
“and thus impairing national 


security.” 
* * 


Calling All Inventors 


_— Department of Defense last 
week assigned 35 new technical 
problems to the National Inventors 
Council to be brought to the atten- 
tion of the nation’s civilian inven- 
tors. These problems are published 
in a supplement to the NIC’s cumu- 
lative list, “Technical Problems 
Affecting National Defense,” which 
may be obtained by writing the 
Department of Commerce, Wash- 
ington 25. 

An inventor who has a pro- 
posed solution to one of the prob- 
lems enumerated can submit his 
idea to the NIC which will evalu- 
ate it and, if it is practicable, 
present it to the proper military 
agency. 

The Department of Commerce is 
the liaison agency between inven- 
tors and the armed services. Dr. 
Charles F. Kettering is chairman 
of the NIC. 

The problems in the current list 
range through the fields of aero- 
nautics, electronics, mechanics, 
plastics, chemistry, instrumen- 
tation, materials handling metal- 
lurgy and others. 

om . * 
Strong Optimism 
THE course of two formal 
addresses and a news conference 
here the other day, Ralph J. Cordi- 
ner, president of General Electric, 
covered the business front pretty 
generally end expressed strong 
optimism concerning the outlook. 

For one thing, he said that no 
matter how next month’s presi- 
dential election turns out, GE 
plans to pour additional hun- 
dreds of millions of dollars into 
new plant and equipment. 

He said current stringent credit 
conditions are not having an ad- 

verse effect on his company’s bus- 
iness and that he does not consider 
the present level of consumer debt 
excessive in ratio to gross national 
product. 

Demand for products of the elec- 
trical manufacturing industry can 
be expected to double in the next 
eight years and perhaps quadruple 
in the next 16, he declared. 

7” . « 


FRB Independent 


ONCERNING the Federal 
Reserve Board’s credit-tighten- 
ing moves, it should be remembered 
that the FRB is an independent 
agency and responsible solely to 
Congress, which set it up in its 
present independence. 

Many persons think the Presi- 
dent has control over the agency, 
but as a matter of fact his only 
formal connection with it is the 
appointment of the seven 
governors of the system to their 

14-year terms. The present chair- 
man, William McChesney Martin 
ir., was named by President Tru- 
man. 

In pointing out those facts at a 
recent news conference, President 
Eisenhower aimed to take the edge 
off Democratic charges that his 
administration had fostered 
tight-money policies hurting local 
governments, home buying, small 
business, farmers and others. 

The most dramatic example of 
the FRB’s independence was mani- 
fested in April when it approved 
increases in discount rates despite 
Administration opposition. 

+ ” 


Lots of Copper 


vas world copper markets, after 
an extended period of shortages, 
have entered a period of relative 
plenty that is expected to continue 
well into the future, according to 
authentic sources. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Detroit 
New-car registrations declined 
nearly 25 percent in Wayne County 
(Detroit) during September, drop- 
ping to 8,020 from 10,646 the previ- 
ous month. 

By make, registrations were 
(market penetration in parenthe- 
ses): Chevrolet, 2,441 (30.44); 
Ford, 1,621 (20.23); Oldsmobile, 
785 (9.78); Buick, 729 (9.09); Mer- 
cury, 527 (6.58); Plymouth, 510 
(6.37); Pontiac, 313 (3.90); Cadil- 
lac, 245 (3.05); Dodge, 229 (2.85); 
DeSoto, 172 (2.14); Chrysler, 107 
(1.33); Nash, 107 (1.33); Lincoln, 
59 (0.74); Packard, 47 (0.59); 
Studebaker, 34 (0.42); Hudson, 11 
(0.14); Imperial, 10 (0.12); 
—— 6 (0.07); Clipper 2 (0.02), 

and miscellaneous, 65 65 (0.81). 
Truck registrations of 838 repre- 


over the previous month’s total of 
668 


By make, they were (penetration 
in. parentheses): Ford, 309 (36.87); 
Chevrolet, 201 (23.99); Dodge, 157 
(18.74); International, 83 (9.90); 
GMC, 40 (4.77); Willys, 10 (1.19); 
Diamond T, 9 (1.07); Mack, 8 (0.95); 
Autocar, 5 (0.60); Diveo, 4 (0.48); 
White, 4 (0.48); Reo, 3 (0.36) ; Stu- 
debaker, 1 (0.12), and miscellane- 
ous, 4 (0.48). ~- 

Used-car sales totalled 10,254 in 
September, compared with 11,395 in 
August, Used-truck sales amounted 
to 706 in September and 699 in the 
previous month.—(Robert M. Lien- 
ert.) 

oa + ” 
Pittsburgh 
New-car registrations in the 


Pittsburgh area “dropped decid- 
edly” in the week ended Oct. 6, ac- 


sented a gain of nearly 26 percent | cording to the Bureau of Business 
ia nahn densetcetitendsccetcaeeicenmentnmmnecteetneinanetaeadeintedhieee eaeinmipeintgaes 


Research of the University of Pitts- 
burgh. 

The bureau’s seasonally adjusted 
index of general business activity 
declined to 201.6 percent of the 
1935-39 average. It had been 204.5 
a week earlier and 193.5 in the 
comparable week of 1955. 

Steel-mill activity remained un- 
changed at 101.5 percent of prac- 
tical capacity—(Leon M. Leffing- 


well.) 
. woe 


Philadelphia 

Auto buyers in Philadelphia have 
been reluctant thus far in 1956. The 
result is that sales have slumped 
to 1954 levels. 

However, Leonard A. Drake, 
economist of the Chamber of Com- 
merce of Greater Philadelphia, pre- 


despite higher prices and more — Automobile 


costly installment credit. 

August sales in Philadelphia to- 
talled 4,892, compared with 6,220 in 
July.—(Allen Sommers.) 


Toledo 

New-car sales in Toledo and Lu- 
cas County in September reached 
their lowest level since November, 
1954, according to figures compiled 
by the Toledo Automobile Dealers 
Assn. 

Last month’s sales totalled 1,- 
448; compared with 1,644 in the 
previous month, and 2,378 in Sep- 
tember, 1955. Prior to last month, 
the low point was 1,348 in Novem- 
ber, 1954. 

Sales of all listed makes, except 
for two, were down last month, as 
compared with a year ago. 

Last month’s sales pushed the 
total for the first three quarters of 
this year to 15,899. In the corre- 
sponding period a year ago, the 
total was 20,733.—(George E. Toles.) 

aa * ++ 
Cincinnati, O. 
New-car registrations dropped 


dicts that 1957 will start out as a| one-quarter during September, ac- 
good year for the auto industry,| cording to figures compiled by the 





Mark of Integrity 


...In reporting circulation facts 


When a media director or advertiser asks us, 


We display the Audit Bureau of Circulations* symbol 
with pride! It’s our mark of circulation integrity! 
The seasoned marketing man finds trustworthy 
data vital in his work of advertising media evalua- 
tion. And reliable net paid circulation figures are 
among the most valuable facts he uses in selecting 
printed media for his advertising campaigns. 

Once every advertiser guessed about circulation 
accuracy and gambled on advertising results; today 
he need not question the wealth of data in any A.B.C. 
audit report, for it contains only verified answers to 
his most searching circulation queries. 


. * * 


*The Audit Bureau of Circulations, founded in 1914, is a 
cooperative, nonprofit association of the leading buyers 
and sellers of advertising space. A.B.C. sets standards 
for net paid circulation, audits and reports circulation 
‘facts. To be sure of what your print media dollar 
buys—look for the A.B.C. symbol. 





“‘How much paid circulation? What do your readers 
pay? Where does your circulation go? How do you 
get circulation—your audience for my advertising?”’, 
we need only show him our latest A.B.C. audit 
report. There he finds factual answers that annually 
pass the test of a trained A.B.C. circulation auditor's 
scrutiny. 

And any buyer of space can decide for himself, 
with confidence, the value of our circulation audience. 
Our A.B.C. membership means circulation reported 
in accordance with recognized, impartial standards, 
established by buyers and sellers of space working 
together in A.B.C. 

Publishers who meet the Bureau’s high standards 
know the A.B.C. symbol as a mark of circulation 
integrity. The value-wise advertiser, too, has learned 
that the A.B.C. symbol js his dependable guide to the 
audited facts about net paid circulation that protect 
his advertising investments. 





MEASURE OF SERVICE...MARK OF INTEGRITY 
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Dealers 


The September total was 2,469, 
compared with 3,244 in the previous 
~~ 

y makes, registrations were: 

Pe i ny 747; Ford, 392; Olds- 
mobile, 306; Buick, 264; Plymouth, 
198; Mercury, 139; Pontiac, 1:7; 
89; Cadillac, 49; Chrysicr, 

38; Nash, 31; DeSoto, 21; Stude- 
baker, 11; Hudson, 10; Lincoln, 8; 
Volkswagen, 8; Packard, a3 MG, 
; Hillman, 3; Triumph, 3; Im- 
= 2; Mercedes, 2; Jaguar, 1; 
Porsche, 1; Renault, 1, and Fiat, 1, 

New-truck registrations in Sep- 
tember were 229, compared with 207 
in August. By makes, they were: 
Ford, 65; Chevrolet, 53; Interna- 
tional, 46; GMC, 29; Mack, 15; 
Dodge, 10; Willys, 5; Diamond T, 
2; White, 1; Studebaker, 1; Reo, 1, 
and Volkswagen, 1. 

Dealer used-car sales totalled 3,- 
287 in September, compared with 
4,078 in August. Dealer new-truck 
sales were 171, compared with 208 
in the previous month. — (Frank 
Kappel.) 


Columbus, O. 


A total of 1,925 new cars were 
registered in Franklin County 
(Columbus), O., during September, 
compared with 2,234 in the previous 
month. 

By make, registrations were: 
Chevrolet, 526; Ford, 385; Buick, 
157; Oldsmobile, 155; Dodge, 150; 
Pontiac, 141; Plymouth, 124; Mer- 
cury, 118; Cadillac, 46; DeSoto, 39; 
Chrysler, 30; Nash, 10; Studebaker, 
8; Lincoln, 6; Volkswagen, 6; Hud- 
son, 5; MG, 4; Packard, 4; Imperial 
3; Clipper, 2; Morgan, '2; Willys, 2 
Mercedes, 1, and Triumph, 1, 

Tax-paid used-car transactions 
during September amounted to 
4,747, compared with 5,573 in the 
previous month. 

New-truck registrations totalled 
164, compared with 189 in August. 
By makes, they were: Chevrolet, 
71; Ford, 37; International, 25; 
Dodge, 10; GMC, 5; White, 4; 
Reo, 3; Divco, 1; Mack, 1, and 
Volkswagen, 1. 

Tax-paid used-truck transactions 
during September totalled 284, com- 
pared with 337 in August.—(Bert 
Strang.) 


New Orleans 
New-car registrations for Sep- 


tember in New Orleans totalled | 


1,898, compared with 2,011 in Au- 
gust. 

Truck sales for September 
dropped 19 units from August, 


when 254 were registered for the © 


month. 
New-car sales by individual 


makes were: Chevrolet, 640; Ford, — 


412; Pontiac, 172; Buick, 155; Olds- 
mobile, 150; Mercury, 89; Plymouth, 


81; Dodge, 44; Chrysler, 36; Cadil- | 
36; Studebaker, 20; Volks- | 


lac, 
wagen, 17; Lincoln, 13; DeSoto, 11; 
Nash, 5; Packard, 5; MG, 5; Austin, 


1; English Ford, 1; Hudson, 1; Hill- | 


man-Minx, 1, and Jaguar, 1. 
Truck sales were: Ford, 92; Chev- 
rolet, 88; International, 38; GMC, 
22; Mack, 4; Dodge, 5; Diamond T, 
4, and White, 1—(Gordon Hebert.) 


Indianapolis 

Indianapolis new-car dealers de- 
livered 1,705 new cars in Septem- 
ber, compared with 2,418 in August, 
according to the Indianapolis Auto 
Trade Assn. 

New-truck deliveries also de 
clined, from 265 units to 185. 

New-car registrations by makes 
were: Ford, 426; Chevrolet, 353; 
Buick, 177; Oldsmobile, 175; Pon- 
tiac, 118; Plymouth, 93; Mercury, 
81; Dodge, 65; Cadillac, 55; De- 
Soto, 31; Studebaker, 27; Chry- 
sler, 22; Nash, 19; Hudson, 13; 
Lincoln, 13; Volkswagen, 8; 


Truck registrations -were: Chev- 
rolet, 62; Ford, 51; Dodge, 21; In- 
ternational, 20; GMC, 15; Divco, a 
Diamond T, 2; Studebaker, 2; 
White, 2; Willys, 2; Mack, 1; Reo, 
i and Volkswagen, 1. — (Cc. 
Kern. ) 


Bohn Ford in New Home 


GRETNA, La. — Dick Bohn 
Ford, Inc., has opened its new 
39,000-square-foot building at 1900 
Franklin. The dealership formerly 
was located at 240 Derbigny. ‘The 


sales department of the new build- 
ing is air-conditioned. ‘ 
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7 “It you want to move cars in °9/, 
put your money where it buys more wallop 


by George Comtois, National Sales Executive* 


9 


“1957 is no year for ‘ladylike’ auto advertising. This market SPORTS ILLUSTRATED. You get 1 minute and 15 seconds of com- 
. is rugged. Selling themes will have to be more compelling. mercial time per show. And you get a high percentage of automobile 
- AY ; ‘ J listeners, plus a high percentage of men. Could any audience include 
Merchandising will have to be hot. And media will have to Sellar eieaianin’ 

work overtime. 


+, On 
Siw callie nen ncnatiscslniahlalat cs 


— 


‘i ‘a s e 8 : aa “Weekday newsstrips. Throughout the day, ABC delivers a round-the- 
f : In my opinion network radio = especially deft at deliver clock schedule of Monday-through-Friday newsstrips. No news 
_ ing a powerful sales punch. First of all, it gets into more schedule beats ABC News for quality, flexibility or low cost. You 
: homes and cars. It gives you rapid-fire frequency. And it can buy 1 minute and 15 seconds of commercial time in a 5-minute 
J- a: - 
- & beats all other media for cost efficiency. Nowhere else will broadcast for between $600 and $700, depending on frequency. That 
4 fg d dollar b h Renan aften Taba tha ten * buys both time and talent. You can set up any combination of Mon- 
oF Jour ad collar buy #0 much waHop ' day-through-Friday newsstrips from 8:55 in the morning through 


examples: 11:55 at night. It’s one of the surest, soundest buys in any medium. 


“Week-end sports package.} ABC delivers 20 five-minute sports shows “T think if you’ll check the Nielsen r rch re thi 
— scheduled round the clock on Saturdays and Sundays — for $640 yo on elsen research and figure this 


per show. That’s just $12,800 weekly. Featuring Howard Cosell, series’ unusual cost efficiency, you’ll go along with my think- 
these authentic shows are produced by ABC in association with ing on it. Feel free to call me at any time for more data:” 


*National Sales Manager, ABC Radio Network 
+Sponsored by Chevrolet Oct. 27, 28, Nov. 2, 3 — by Studebaker Nov. 10, 11,17, 18, 24, 25, Dec. 1, 2. 
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Dealer Panel Is Convention Hif— 


A dealer panel on dealership profits was voted the hit of the recent New Jersey 


W.E.WYMAN 





Wallace T. Rippey, for 36 years 
associated with Libbey-Owens-Ford 
Glass Co. and predecessor company 
in Ottawa, Ill., has retired. He be- 
gan his career in Ottawa in 1920 as 
assistant office manager for the old 
Federal Plate Glass Co., then owned 
by Fisher Body Corp., a subsidiary 
of General Motors. 

* = * 
Dollinger Picks Cupitt 


Harold D. Cupitt has been named 
manager of original equipment 
sales, air filter division of Dollinger 
Corp., Rochester, N. Y. He was with 
Air-Maze Corp. for three years be- 
fore joining Dollinger. 

+ * = 


White Is Appointed 
By Highway Users 
Appointment of George A, White, 


Automotive Trade Assn. convention in Atlantic City. Members of the panel were,| Arlington, Va., as a regional rep- 
seated ‘from left, Charles H. Jeffries (Chrysler-Plymouth-Imperial), Camden; Edward| resentative of the National High- 
J. Foley (Chevrolet), Newark; William E. Wyman (Ford), Maplewood; and Walter W.| Way Users Conference has been an- 


Stillman (Buick), Englewood. Standing are William |. Mallon, left, association secre- 


tary, and Elmer Blauvelt, president. 


nounced. 
White will represent NHUC and 
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work with state conference groups 
in Delaware, Maryland, New Jersey 
and Pennsylvania. Prior to joining 
NHUC, he was engaged in public 
relations and traffic safety work 
with the American Automobile 
Assn. 


* * * 


Goodyear Names Morris 


J. B. Morris has been appointed 
assistant general traffic manager 
for Goodyear Tire & Rubber Co. in 
Akron, Morris began his Goodyear 
career in 1925. 

* + + 


Wall Appoints Kauff 

Wall Mfg. Co., Grove City, Pa., 
has announced appointment of M. 
A. Kauff, Far Rockaway, N. Y., as 
sales manager of Wall’s industrial 
division. 

+ + 
L-O-F Appoints Harper 


H. Richard Harper has been ap- 
pointed manager of industrial sales 
for L-O-F Glass Fibers Co. Harper, 





The extra miles the farmer in Ohio, Michigan and Pennsylvania 
travels means extra business for you. He’s always going somewhere 
by automobile or truck—to farm shows and meetings, to town for 





supplies. He’s always working with tractors and implements. 


This year-around hustle in farming on a highly diversified scale 
calls for huge quantities of fuel and lubricants . . . large numbers of 
tires, batteries, replacement parts and accessories of all sorts. 

Get your share of this active market with advertising that really gets 
results. Use THE OHIO FARMER, MICHIGAN FARMER, PENNSYLVANIA 
FARMER. Here are the farmer-preferred farming and homemaking 
magazines—and the buying guides—of 3 out of 4 rural families in 
Ohio, 4 out of 5 in Michigan and Pennsylvania. Furthermore, these 
popular, biweekly farm papers are rotogravure printed to save you 


the cost of plates. 


Get set for big, steady sales! Farmers in Ohio, Michigan and 
Pennsylvania are extra big buyers every month. All three states are 
among the top-third in farm income—and a big variety of crops 
and livestock products keeps it unusually steady. 


cooking equipment). 


The booklet for either 
state—or all three—will be 
mailed free upon request. 
Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell 
Avenue, Cleveland 14, Ohio. 


Henry K. Miller, owner of Blue Stream Farm, Lebanon, Pennsylvania, with widely traveled Toulouse gan- 
der, champion waterfowl at farm shows in Harrisburg, Reading and Allentown; and Richmond, Virginia. 


Here’s Your Champion Traveler! 


Send for Your Free Copies of the 
FARM PETROLEUM MARKET 


In three interesting booklets on the farm markets 
in Ohio, Michigan and Pennsylvania are many 
important facts on automo- 
biles, trucks, farm tractors, 
garden ‘tractors, petroleum 
products, tires and acces- 
sories (plus heating and 





THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


Cleveland 


East Lansing 


Harrisburg 





who before his appointment wag 
manager of equipment sales, will 
headquarter at the general oflices 
in Toledo. 


Rockwell Picks Willes 


Weldon D. Willes, product man- 
ager, Nordstrom valves, Rock vel] 
Mfg. Co., has been named assistant 
to the president of Rockwell’s re- 
cently acquired locomotive finished 
material division, Atchison, Kang, 
Willes’ chief assignment will be the 
coordination and integration of 
Rockwell products into existing 
LFM production. 


* a” * 
Goodyear Names Moyer 


To Service Sales Post 

Appointment of Max F. Moyer to 
manager, service sales and equip- 
ment division, has been announced 
by Goodyear Tire & Rubber Co. 

Former assist- 
ant manager, 
auto tire sales, he 
replaces L.W. 
Moore, promoted 
to general man- 
ager of the firm’s 
retail stores divi- 
sion. Moyer 
joined Goodyear 
in’ 1926 when he 
resigned his com- 
4 mission as first 
Max F. Moyer lieutenant in the 
Army to become associated with 
the sundries sales department. He 
was one of the original flooring 
sales staff, joining that department 
when it was established in 1928 as 
assistant manager. 

* + * 
GMAC Picks McGinty 

Robert F. McGinty has been 
named manager of the Savannah 
(Ga.) branch of General Motors 
Acceptance Corp. He formerly was 
credit manager of the Atlanta 
branch. J. T. Crain, former Savan- 
nah manager, has been promoted 
to regional sales manager in At- 
lanta. 





. * * 


GMC Selects Gillespie 


To Manage Fleet Sales 


Appointment of R. H. Gillespie 
as fleet sales manager for GMC has 
been announced 
by R. C. Wood- 
house, general 
truck sales man- 
ager. 

Under the gen- 
eral supervision 
of J. M. Gilroy, 
assistant general 
truck sales man- 
ager, Gillespie 
will direct an ex- 
panded fleet sales 
activity from 
GMC’s home office. 

Gillespie succeeds A, S. McEvoy, 
who will handle special assign- 
ments for the general manager. 
Gillespie joined GMC in 1936 as na- 
tional fleet sales representative in 
San Francisco. 


Firestone Names Crutcher 


Promotion of E. V. Crutcher jr. 
to assistant general credit manager 
of Firestone Tire & Rubber Co. has 
been announced. Crutcher, since 
1951, has been comptroller of Rav- 
enna Arsenal, Inc. 

* > = 


Goodyear’s Litchfield 
Honored by Colombia 


P. W. Litchfield, board chairman 
of Goodyear Tire & Rubber Co. 
has been honored by the Order of 
Industrial Merit from the republic 
of Colombia. 

The honor was conferred by the 
president of Colombia, Gen. Rojas 
Pinilla. Presentation was made by 
Col. Alberto Gomez Arenas, gover- 
nor of the province in which a new 
Goodyear plant is located, on be- 
half of Col. Mariano Ospina Navia, 
minister of development. The new 
plant is located in Yumbo near the 
city of Cali, and now is in full pro- 
duction of tires and tubes. 

- - a 


New Departure Boosts 
Knebel, Stewart, Schee 
Kenneth V. Knebel has assumed 
the position of general manufac- 
turing manager for New Departure 
division of General Motors Corp. 
and Donald C. Stewart has suc 
ceeded Knebel as the. division's 
(Continued on Page 31, Col, 1) 
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Sandusky (O.) plant manager. The| He will make his headquarters in 


promotions were announced by 
General Manager Paul W. Rhame. 

Knebel, with the GM _ division 
for the past 15 years, was named 
Sandusky plant manager last Au- 
gust. Stewart, who formerly was 
master mechanic at Sandusky, 
spent many years with Buick- 
Oldsmobile-Pontiac and AC Spark 
Plug divisions of GM before join- 
ing New Departure in 1953. He 
began his General Motors service 
with Cadillac in 1914. 

John W. Schee, a 26-year New 
Departure employe, has been 
named successor to Stewart as the 
Sandusky plant’s master mechanic. 

*. e + 


Wade Allen Replaces Zick 


As Allen Electric Chief 

Wade W. Allen, a physicist and 
engineer, has been elected presi- 
dent of Allen Electric & Equipment 
Co., Kalamazoo, 
Mich. by the 
board of direc- 
tors. He replaces 
L. O. Zick, who 
resigned. 

Since 1952 Allen 
has been a mem- 
ber of the instru- 
ment development 
staff at Upjohn 
Co. As a result of 
his work, eight 
patent applica- 
tions are in various stages of com- 
pletion. He is also the son of G. H. 
Allen, founder of the Allen firm. 


: * * 


Hyster Names Gruet 
Charles Gruet has been named 
manager of Hyster Co.’s Manhattan 
sales office. He was formerly man- 
ager of 14 offices on the east coast 
of Africa for Gailey & Roberts. 


> = 7 
Willys Appoints Hoen 
Portland Zone Manager 
Ray M. Hoen has been appointed 
zone manager for Willys in the 
Portland (Ore.) trade area. 


Willys plans to complete by Oct. 
1, a new building to house zone 
headquarters in Portland. This zone 
will serve as a distribution center 





for Oregon, Washington, North- 
western Idaho and Alaska. 
+ ” - 
Eberhard Retires 
Boyd C. Eberhard, chief engi- 


neer in charge of tubes and acces- 
sories at Goodyear Tire & Rubber 
Co., and who played a direct role 
in the development of the new 
Captive-Air safety tire, has retired 
after 46 years’ service. 

* = = 


Permacel Names Green 


Appointment of John O. Green 
jr. as director of industrial rela- 
tions of Permacel Tape Corp., New 
Brunswick, N. J., a Johnson & 
Johnson company, has been an- 
nounced. Green formerly was as- 
sistant secretary of Johnson & 


Johnson. 
* * a 


U. S. Rubber Names Ralston 


U. S. Tire & Rubber Co. has an- 
nounced the resignation of E. S. 
Morgan as Portland (Ore.) district 
Manager to enter into business in 
the Longview-Kelso (Wash.) area 
and appointment of W. D. Ralston, 
San Francisco, to replace Morgan. 


> * 
Plymouth Names Snyder 
Division Sales Chief 

Robert J. Snyder, Scarsdale, N. 

+ has been appointed sales man- 
ager of the plastic division of Plym- 
outh Rubber Co., Canton, Mass. 

Snyder until recently was sales 
Manager of the sheeting division 
of Imperial Chemical & Plastics 
Corp. Snyder will handle vin yl 
Sheeting to the auto seat cover 
trade and automobile manufac- 


turers. 
* * *& 


Nielson Joins Champion 
As Service Engineer 


Ross E. Nielson has joined Cham- 
Pion Spark Plug Co. as a service 
engineer in the automotive field. 








Toledo. 

Nielson formerly was with Chex- 
all Corp., Chicago, where he was in 
charge of field engineering and was 
the author of tire, battery and ac- 
cessory manuals used by oil and 


rubber companies. 
* + * 


Ross Gear Names Blume 


William A, Blume has been 
elected a director of Ross Gear & 
Tool Co., Lafayette, Ind. Blume 
was appointed general manager of 
its Gemmer division in Detroit, 
after a merger of Gemmer Mfg. Co. 
into Ross Gear. Blume was execu- 
tive vice-president of Gemmer. 

* * 


. 
Penn-Plastics Appoints 


Kleiderer in Sales 
Penn-Plastics Corp. Glenside, 
Pa., has appointed Charles W. 
Kleiderer as vice-president for 
sales and as a member of its board 
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of directors. Kleiderer has been as- 
sociated with the plastic industry 
for 19 years as a research chemist, 
salesman, sales manager and exec- 
utive. 

William F. Kelly has joined the 
engineering staff of Penn Plastics 
Corp. Kelly has been associated 
with tool and plastic mold design 
for precision production for 17 
years, a ae 


Motors Insurance Ups 2 
Albert B, Reuning, formerly man- 
ager of the Motors Insurance Corp. 
branch in Jackson, Miss., has been 
named manager at Richmond, Va2., 
succeeding the late R. E. Dough- 
erty. Succeeding Reuning in Jack- 
son is Thomas J. Manix jr., for- 
merly adjuster in the Atlanta 
regional office. 
= * . 
Joy Names Cartwright 
John P. Cartwright has been ap- 
pointed manager of industrial sales 
by Joy Mfg. Co., Pittsburgh. 


* * * 


Borroughs Names Cody, 


Lafond to Sales Posts 
Borroughs Mfg. Co., Kalamazoo, 


Ci mee {Ltn ea 


SERVICE PROFITS 
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Batteries 


Electrical 


Mechanical-Tune-u 








Painting 





Mich., has named A. Robert Lafond 
assistant sales manager of its steel 
shelving and bins division and 
Robert Cody assistant sales man- 
ager of metal office furniture. 


Lafond formerly was with Mills 
Morris Co., Memphis, and Cody 
was a Borroughs district sales 
manager. Borroughs is a subsidiary 
of American Metal Products Co. 


* + * 
Goodyear’s Linforth 
Retires After 33 Years 


J. M. Linforth, vice-president in 
charge of manufacturers’, govern- 
ment and aviation products sales 
for Goodyear Tire 
& Rubber Coa, 
has retired. 

During his 33 
years with the 
company, approx- 
imately 25 of 
which was spent 
as head of the 
manufacturers’ 
sales department, 
Linforth was 
credited with 

J. M. Linforth playing an integ- 
ral role in bringing Goodyear to its 
position as a supplier of tires for 
the automotive industry. During 


and Body 
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the past 15 years he also headed 
government sales and aviation 
products sales. 
+ * * 
New Post for Fields 
Arthur Fields has been appointed 
purchasing agent for Chrysler 
Corp.’s axle and transmission divi- 
sion. He formerly was purchasing 
agent for the corporation’s marine 
and industrial engine division. 
* * * 
Brunner Appoints Bracht 
Appointment of Philip E, Bracht 
as a district sales engineer in 
Chicago area has been announced 
by Brunner Mfg. Co., Utica, N. Y., 
and Brunner Co., Gainsville, Ga. 
Bracht has been with Union Asbes- 
tos & Rubber Co., Chicago. 
Ss «s * 
Holmes Promotes Davis 


To Sales Manager Post 


Gary F. Davis has been named 
sales manager of Ernest Holmes 
Co., Chattanooga, Tenn. He suc- 
ceeds Harry C. Gould, who retired. 

Davis joined Holmes in 1949 as 
eastern field representative. The 
company manufactures wrecker 
and towing equipment. 








Pennzoil with Z-7 plus The Kontax System®— 
surest way to increased overhead absorption! 


For effective customer control and profit- 
able customer relations, there’s nothing 
like this Pennzoil profit combination: 
Pennzoil with Z-7 for your customers; 
The Kontax System for you. 

The Kontax System—favorite of car 
dealers everywhere for over twenty years 
—sells service on the basis of actual 
need ... when it’s needed, to car owners 
who need it. It sells not only lubrica- 
tion, but a// your services and merchan- 
dise. It brings in more traffic for every 
department . . . increases the number of 
items per repair order . . . develops more 
regular customers . . 


Get the full Pennzoil profit story NOW! 


Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; or write Pennzoil, Box 78, Oil City, Pa, 


. keeps car buyers for keeps! 


Feature Pennzoil with Z-7! 


Pennzoil with Z-7 is The Tough-Film® 
motor oil with an aill-oil lubricating 
body that outperforms and outlasts all 
others... 
protection against power-stealing effects 
of carbon and other contaminants. . 

in prevention of combustion chamber 
deposits, cam lobe and valve lifter wear. 
A sure way to customer satisfaction 


on tap for repeat car sales. It’s your best 
bet for bigger service profits and in- 
creased overhead absorption. 


in actual staying power, in 
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A weekly roundup of news 
and views: of special interest 
to all who sell and service No. 1 OF A SERIES 
Ford, Thunderbird, Mercury, 


Lincoln and Continental 
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“Lets talk things over... 


“Most of us suffer nowadays from far too 


many meetings. But please don’t flinch when 
I ask you to attend another fifty-one of 


them! 


“For these will be the best kind of meetings. 


Informal, punctual, brief, and to the point. 


“You won’t even have to leave your desk to 


attend. Simply look for the ‘Clearinghouse’ 
each week—on these same two center pages 
in Automotive News. I think you'll find it 


worth your while. 


“The idea of this ‘Clearinghouse’ is simple. 


We hope and believe it will improve com- 
munications—between the Company and 
the dealer—between one dealer and another. 
We want it to be a pool of information, for 
news and views within the entire Family. 


“For some time, I have felt that such a 


medium was needed. 


“For instance, during many personal talks 


with the dealers, I have wished that every 
one of you could listen in. One man’s ques- 
tion or special problem may well exist for 
many—so that its answer or solution has a 


general application. 
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“Again, the ‘Clearinghouse’ will be useful 


when we have spot news to give you, or even 
new policy viewpoints to declare. In such a 
rapidly growing—and far-flung—family as 
ours, it is hard to keep in touch with every 
individual member. Now, the ‘Clearing- 
house’ can help to amplify what we tell you 
in our telegrams and letters. 


“Here, in this regular meeting place, Manage- 


ment will talk with you directly. I shall be 
back myself, from time to time. Our Chair- 
man will sometimes address you. Other 
Company officers, in person, will bring you 
the latest news from their Divisions or 
Departments. 


“And we shall also hear news and views of 


special interest from dealers, themselves; 
and from their salesmen, service men and 
other specialists. 


“Pull up a chair, every week—and let’s talk 


things over.” 


we 
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1955 
$943* 





Market Trend 


The average wholesale price of 
used cars declined another $2 last 
week to level off at $794, accord- 
ing to Automotive News’ index of 
auction transactions. 

Actually, five individual models 
gained in price while only three 
declined, but the larger losses 
carried more weight on the index. 

Price advances were $1 on ’54s 






CALIFORNIA 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


1956 





$874 





$873 


May 


* Prices of '56s added; '48s dropped. 


and °53s, $5 on ’52s and ’49s and 
$13 on ’50s. 

Losses included $18 on ’55s, $14 
on ’56s and $3 on ’51s. The read- 
justed averages established new 
lows for ’56s and ’55s. 

At a group of representative 
auctions last week, the average 
consignment reached the year’s 
peak of 223.6 units, compared 
with 189.4 in the preceding week. 

The sales ratio was 66.3 per- 


Cars Wanted For ‘America's Finest Auction’ 
Buyers waiting for all model cars. Consign your cars to us if 


you want them sold. You will like our honest way of doing 


business! 


WEST COAST AUTO AUCTION, INC. 
6685 Atlantic Ave., Long Beach, Calif. 
Telephone: GArfield 2-8046 
Bank Ref: First Western Bank & Trust Co., Long Beach 


SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 





COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorade Aute Auction FAX 
Denver, 


Auctioneers: 
Celenels Johnny Wood and Dean Davis 
for by our own check through 
the First National Bank of Englewood. 


F 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


75 S. Santa Fe Littleton, Colo. 


Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








COLORADO 








Midwest Auto Auction 
Denver, Colorado 


SALE EVERY TUESDAY 
Owners: E. C. Riley — Ora Burden 
Manager: John Crump 
Sales Manager: Max Dudley 
Office Manager: Vernon Caswell 


1155 S. Platte River Dr. 
Phone: Sherman 4-3263 








IOWA 





TOM FLETCHER'S 
DES MOINES AUTO AUCTION 





lowa's Oldest Auto Auction Auctioneer: Col. W. E. "Bill" Nagy Guess Mandan am 01 O'Clock 
al & saeet of the oe Sant “Michigan's Best" "Yeo a ‘ale aa 
Phone ATiantic 2-8353 , Phone: ARdmore 6-4720 All Titles and Checks Guaranteed 
Sale Every Thursday — 12 Noon 
p tvemece vasalless- drvsedbeanrsed LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
MASSACHUSETTS Insured Checks and Titles (Wed.). 


GRAND 


PEABODY AUTO AUCTION 
THURSDAY, OCTOBER 25th 


AND EVERY THURSDAY THEREAFTER AT 11 A.M. 


U. S. Route No. 1 
Peabody, Mass. 
2 Miles North of Route 128 — Checks and Titles Guaranteed 















(’°56 models dropping fast. Sold 69 per- 
cent of 157 offerings.) 

BUICK—’'56 RM Riviera, $2,725* (ps). '55 
RM Riviera, $1,890* (ps); Century Rivi- 
era, $1,860* (ps); coupe, $1,795*; 4-dr., 
$1,580*. °54 RM Riviera, $1,385* (ps). 
’53 Special 4-dr., $800*°. '51 RM 4-dr., 
$315°*. 

CADILLAC—’56 (62) sedan, $3,765* (ps), 
$3,600* (ps), $3,500* (ps). '55 (62) 4- 
dr., $2,850* (ps). °54 (62) 4-dr., $2,385* 
(ps); coupe, $2,560* (ps). ’53 (60) Spe- 
cial 4-dr., $1,625* (ps); (62) 4-dr., $1,- 
560° (ps). '51 (62) 4-dr., $810*, 

CHEVROLET — ’56 Bel Air (8) station 
wagon, $2,250* (ps); Sport coupe, §$2,- 
045°; 4-dr., $1,795*, $1,765*. '55 Bel Air 
4-dr., $1,315; Two-ten (8) 4-dr., $1,185: 
Two-ten (6) 4-dr., $1,165, $1,140, $1,110. 
’54 Two-ten 4-dr., $850*; Delray, $650. 
53 Bel Air 2-dr., $650; Two-ten 4-dr., 
$615. '52 SL Deluxe 4-dr., $425*. '51 SL 
Deluxe Bel Air, $450, $405; club coupe, 
_ $320. '49 SL Deluxe 2-dr., $160, $135. 

CHRYSLER — ‘55 NY Hardtop, $1,800* 
(ps). "54 NY 4-dr.. $1,085*. °53 NY 4- 
dr., $870*. '51 Saratoga 4-dr., $400*. ’50 
Windsor 4-dr., $225*. '49 NY 4-dr., $165°*. 

DODGE—’'55 Royal 4-dr., $1,505*. ’54 Cor- 









onet 4-dr., $900*. °50 Wayfarer 2-dr., 
$110°. 
cent, the lowest percentage since | FORD—'57 Fairlane (8) Victoria, $2,545*. 


"56 Country sedan, $1,940*; Fairlane (8) 
Victoria, $1,905*. '55 Fairlane (8) Vic- 
toria, $1,520*; Custom (8) 2-dr., $1,095. 
"54 Main (8) station wagon, $985; 4-dr., 
$835°. $825*; Cus- 
tom (6) 4-dr., ‘52 Custom 
(8) conv., $400. 

MERCURY — '56 Monterey Hardtop, §2,- 
245°. °55 Monterey coupe, $1,760°. °54 
Monterey 4-dr., $1,300* (ps). '53 Custom 
4-dr., $805*. °51 Custom 4-dr., $315*. 

NASH—’55 Rambler station wagon, 
365°, $1,295°. "53 Super 2-dr., $610. 


OLDSMOBILE — '56 (88) Super Holiday, 


early January. It had been 73.8 
percent a week earlier. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 10.) 


"53 Custom (8) 2-dr., 
$590*, $570°, 


$1,- 





. Proqueney Rates: Licting (mextwem: three nes of type)—$5.00, l-time; $4.00, 13-times; $3.50, 52-times. Display 
_ (minimum space, 1 inch on 1 colume—maximum S-inches on 2 columns.) For Display Rates contact Want Ad Dept.. 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only! 

Since 1946 


MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively fer Dealers 
Here in the shadow of General Motors, you 

get the best buys. 

NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 











12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located Y mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks Phone Dunkirk 3-0150 


NEW YORK 





GRAND RAPIDS AUCTIONS, INC. NEW YORK STATE’S OLDEST 
On M2i—One Half a west of Grandville, -NATIONALLY KNOWN 
ich. 
EVERY TUESDAY—CHECKS INSURED TIM ANSPACH 
At 1:00 P.M. Sharp—Dealers Only ee Oy 3, ig 








NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 


OPENING 


John W. Becker 




















Model Breakdown 
Of Auction Averaces 








Oct., 1956  Sept., Aug, 

Model To Date 1956 1956 
i beisecevetinis $2,008 $2,050 $2,153 
1955....0....... 1,439 1,522 15% 
a 1,057 1,064 1,099 
1968.......... 685 700 728 
a itnicenins 461 463 467 
Os sewericeeiss 316 322 314 
a 227 227 24 
a 163 175 166 
Overall -—_ 
Average $ 794 $ 815 $ 8% 


ae 
$2,500* (ps); (98) conv., $2,290° (pg), 


55 (98) 4-dr., $1,860*; (88) 4-dr., 
755°. ’54 (88) Super 4-dr., $1,390° (pa. 
"52 (88) Super 4-dr., $400°, "50 (88) 4 


dr., $265°. 
PLYMOUTH—'56 Belvedere (8) 4-cr., $1. 


850°; Savoy (8) 4-dr., $1,600*, '55 Savoy 
(8) 4-dr., $1,145%; Savoy (6) 4-dr, 
$960*. "53 Cambridge 4-dr., $495. 


PONTIAC—'56 Chieftain (8) station wag. 
on, $2,010°, '55 Chieftain (8) Catalina, 
$1,560°; 4-dr., $1,495*. °53 Chieftain (8) 
2-dr., $635. 51 Silver Streak (6) 2-dr, 
$195. °50 Silver Streak (8) 2-dr., $180, 

STUDEBAKER — '55 President Hardtop, 
$1,200*; Commander Hardtop, $1,145*, 
‘53 Commander sedan, $480. 


MISCELLANEOUS—'53 GMC ‘%-ton pick. 


(Continued on Page 35, Col. 1) 
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NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc 
tion. Every Tuesday, 12 Noon. 





TENNESSEE 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Iinsured—No Registration Fee 








LUCAD 
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Used-Car Auction Prices 


















’'47 Ford %-ton pickup, 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of Oct, 11.) 
(Entries above average and prices good. 
Dealers and buyers actively participated 
in today’s sale, Sold 83 cars out of 137 
offerings.) 
pUICK—'54 Super Riviera, $1,445*, $1,- 
385°, $1,125. °50 4-dr., $115*. 
CADILLAC—’53 (62) coupe de Ville, $1,- 
555°; 4-dr., $1,490*. 52 (62) coupe, §1,- 
*. 4-dr., $1,160%. ‘51 (62) 4-dr., 
gs75*. °50 (61) 4-dr., $725°. °49 4-dr., 
* 


wp, $505. $180. 


CHEVROLET — °’56 Two-ten (8) station 
wagon, $1,880. 55 Bel Air (8) 4-dr., $1,- 
430°; Two-ten (6) 2-dr., $1,300*, ‘54 
Two-ten station wagon, $1,070, $1,030. 
53 Bel Air 4-dr., $800°, $725, $695°; 


Two-ten 2-dr., $700, $660*; 4-dr., $610. 
52 SL Deluxe 2-dr., $470*. '51 SL De- 
juxe 2-dr., $470%; 4-dr., $330, $215*; FL 
Deluxe 4-dr., $335*. "50 SL Deluxe 2-dr., 
$200, $130. '49 SL Special 4-dr., $170. 
peSOTO — '53 Powermaster 4-dr., $725* 


. 
DODGE -'53 Meadowbrook 4-dr., $595*, 
$585*. '52 Coronet 4-dr., $375°*. 
FORD—'56 Fairlane (8) 4-dr., 
075°, $1,825*°. ‘55 Fairlane 
$1,360*; Custom (8) 4-dr., $1,210, $1,- 
015; 2-dr., $1,145; Main (8) 2-dr., $1,- 
145*, $1,015. '54 Main (8) Ranch Wagon, 
$1,040; 2-dr., $870, $850*. "53 Custom 
(6) 2-dr., $650; 4-dr., $590; Main (8) 
4-dr., $650. '52 Crest (8) Victoria, $560; 
Main (8) 2-dr., $405. °50 Deluxe (6) 
2-dr., 2 at $150. 
HUDSON—'53 Jet 4-dr., $415*. 
KAISER—’'51 4-dr., $105. 
LINCOLN—’54 Capri 4-dr., $1,450*° (ps). 
MERCURY—’'56 Custom 4-dr., $2,000. °55 
Monterey 4-dr., $1,580°; Custom 4-dr., 
$1,425*. '49 4-dr., $175. 
'56 4-dr., $2,025*°. '52 Rambler 
station wagon, $390; Statesman sedan, 


2 at §$2,- 
(8) 2-dr., 


opsMOBILE—'55 (88) Holiday, $2,000*° 
(ps); Super 4-dr., $1,875* (ps). '54 (88) 
4-dr., $1,150. '°53 (98) 4-dr., $875°*. 
PACKARD—’53 Clipper 2-dr., $615. 
PLYMOUTH — '53 Cranbrook club coupe, 
$315*. '51 Cranbrook 2-dr., $325; 4-dr., 


$220. 

PONTIAC — ‘55 Chieftain (8) 4-dr., $1,- 
450°. '54 Star Chief (8) 4-dr., $990°. '53 
Chieftain (8) 4-dr., $670°, $510°, $465; 
2-dr., $610. 

STUDEBAKER—’52 2-dr., $165. 

MISCELLANEOUS—’53 Dodge 2-ton truck, 
$500. "51 Chevrolet %-ton cab, $480; 1%- 
ton truck, $460. °45 Chevrolet 1%-ton 
truck, $105. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sales every 
Thursday and Friday. Prices are for sales 
of Oct. 11-12.) 

(Consignments were heavy although 
the demand wasn’t too strong. Clean 
units still brought top dollar while prices 
remained firm on other cars. The wea- 
ther was fair and cool as we sold 198 
cars out of 330 offerings.) 

BUICK—'55 Special Riviera, $1,400* (ps). 
‘S44 Super Riviera, $1,400° (ps); 2-dr., 
$1,325* (ps). '53 Special 2-dr., $535. 

CADILLAC—’'56 (62) 4-dr., $3,675° (ps), 
$3,625* (ps). '55 (62) Sport coupe, $2,- 
860° (ps). '54 (62) 4-dr., $2,550° (ps). 
"63 (62) coupe, $1,530° (ps), $1,400° 
(ps). "52 (62) coupe, $910°*. 

CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
840, $1,830°, $1,565; Two-ten (8) 4-dr., 
$1,700*, $1,600°. ‘55 Bel Air (8) Sport 
coupe, $1,410; 4-dr., $1,150. '54 Bel Air 
4-dr., $990°, $900°; 2-dr., $810°*, 
Two-ten 2-dr., $825. °53 Bel Air 2-dr., 
$735. ‘52 SL Deluxe 2-dr., $390. '51 SL 
Deluxe 4-dr., $410. "50 SL Deluxe coupe, 


$315; 2-dr., $270; FL Deluxe 2-dr., $270.| FORD—’57 Fairlane 


DeSOTO—'53 Fire Dome 4-dr., $625°. 
DODGE—'54 station wagon, $600°. 


FORD—'57 Fairlane (8) Victoria, $2,625° 
(ps); Ranch Wagon, $2,570°. "56 Fair- 
lane (8) Victoria, $1,960° (ps), $1,920°; 
2-dr., $1,610°; 4-dr., $1,465° (ps). ‘55 
Ranch Wagon, $1,460°, $1,400°; Fair- 


lane (8) 2-dr., $1,350°, $1,200; Custom 


(8) 2-dr., $925, $890. °54 Crest (8) 4- 
dr., $1,100* (ps); Custom (6) 2-dr., 
$450*. 


MERCURY—'55 Custom Hardtop, $1,350°*; 
2-dr., $1,060; Monterey 4-dr., $1,200°. 
‘54 Monterey 4-dr., $1,075* (ps). °53 


conv., $850° (ps). "52 Sport coupe, $540.; HUDSON — 


"50 club coupe, $175. 

OLDSMOBILE —'55 (88) 2-dr., $1,350°*. 
‘53 (88) Super Holiday, $905. °52 (88) 
Super 2-dr., $550°. "49 sedan, $170°. 

PLYMOUTH *55 Belvedere (6) 2-dr., 
$965. ‘54 Plaza 4-dr., $780*. "50 Deluxe 
4-dr., $250. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
220, $2,200. °54 Chieftain (8) 4-dr., 
$800*, $775*. °51 Silver Streak (8) 2-dr., 
$225*. '50 Silver Streak (8) 4-dr., $175°*. 

STUDEBAKER—’55 Champion 4-dr., $950. 
‘54 Commander Hardtop, $780. '51 coupe, 
$120. '50 4-dr., $110. 

WILLYS—’53 Hardtop, $450; 2-dr., $160. 

MISCELLANEOUS—’51 Dodge %-ton pick- 
up, $100. °50 Chevrolet %-ton pickup, 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
y. Prices are for sale of Oct. 9.) 

(Our auction fought the world series 
here this week as dealers didn’t have 
their mind on buying and selling cars. 
Sold 81 out of 147 offerings.) 

BUICK —’55 Century Riviera, $1,700*; 
Special Riviera, 2 at $1,690%, $1,570°, 
$1,410°; 4-dr., $1,490*. ’54 Super Riviera, 
$1,275*; 4-dr., $1,110*; Special Riviera, 
$1,115. '53 Super 4-dr., $830*; Riviera, 
2 at $750*°; RM Riviera, $800°; Special 
4-dr., $800°; conv., $750°. '51 Super 4- 
dr., $275*. '50 Super 4-dr., $225. 

CADILLAC—’55 (62) coupe, $2,980* (ps). 


"50 (62) 4-dr., $450°. '49 (60) Special 
: $350°. °47 (60) Special 4-dr., 
*, 


CHEVROLET—’'56 Bel Air (8) Hardtop, 
$1,825*; Two-ten (8) 2-dr., $1,350. '55 


(Continued from Page 34) 


"53 Two-ten 4-dr., 
4-dr., $340. 
4-dr., $260. °50 Carryall, 
Deluxe 2-dr., $150, $100. 


$600*. 
’51 SL Deluxe conv., $275; 


52 One-fifty 


$310, °49 FL 


CHRYSLER—’53 station wagon, $925. ’51 
NY 4-dr., $250*, $225*. 

DeSOTO—’53 Fire Dome conv., $700*. '52 
Sportsman, $360*. ‘50 Custom 4-dr., 
$225°. 


DODGE—’53 Meadowbrook station wagon, 
$550; Coronet 2-dr., $475*. ’52 Wayfarer 
2-dr., $260°. 

FORD—’55 Fairlane (8) Victoria, $1,450*, 
$1,375*; conv., $1,400*, °54 Custom (6) 
2-dr., $775. '53 Custom (8) conv., $650*; 
2-dr., $540*. °52 Custom (8) conv., 
$525*; 4-dr., $420. 


HUDSON—’54 Hornet Hardtop, $710*. '51 
Hornet conv., $160*. 

MERCURY—’56 Montclair Hardtop, §$2,- 
070* (ps). '55 Monterey Hardtop, §$1,- 


510*. °54 Custom 4-dr., $900*, 51 4-dr., 
$210. 

NASH—’52 Rambler 2-dr., $365. ’51 4-dr., 
$150. 

OLDSMOBILE ’54 (88) 4-dr., 
(ps). '53 (88) Hardtop, $890*,. °52 (98) 
4-dr., $595*; (88) 2-dr., $460*. °51 (98) 
4-dr., $310*; (88) Hardtop, $330*. 

PLYMOUTH — '55 Savoy (8) 4-dr., $1,- 
250*; Belvedere (8) 2-dr., $1,350*; Plaza 
2-dr., $870. '54 Savoy 4-dr., $860*; Bel- 
vedere 4-dr., $870. '53 Cambridge station 
wagon, $600; Cranbrook 4-dr., $550. 

PONTIAC—’54 Chieftain (8) 4-dr., $950*. 
"53 Chieftain (8) 4-dr., $700*. '50 Silver 
Streak (8) 4-dr., $125*. °49 Silver Streak 
(8) 4-dr., $175°*. 

MISCELLANEOUS — ’54 Henry J sedan, 
$310. ‘52 Hillman Minx 4-dr., $275. 


CHICAGO 


$1,330* 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Oct. 11.) 


(Sold 212 cars out of 326 offerings.) 
BUICK—’56 Century Riviera, $2,300* (ps); 
Special Riviera, $2,275*, $2,165* (ps). 
’55 Special Riviera, $1,740*°, $1,710°. ‘54 
Special Riviera, $1,295* (ps); 2-dr., $1,- 
200°; 4-dr., $945; Super Riviera, $1,080* 
(ps). ’53 RM Riviera, $1,095* (ps); Su- 
per 4-dr., $925° (ps); Special 2-dr., 
$885*. °52 Super Riviera, $640*; Special 
4-dr., $550°, $505, $500°. °51 Super 2- 
dr., $485*%; RM 4-dr., $360*. °50 RM 
4-dr., $265*; Special 4-dr., $205. 
CADILLAC—’56 (62) conv., $4,200* (ps); 


sedan de Ville, $4,095* (ps), $4,085° 
(ps). °55 (62) Eldorado, $3,400* (ps); 
coupe de Ville, $3,275* (ps); coupe, $2,- 
870* (ps); (60) Special 4-dr., $3,050° 
(ps). °54 (62) coupe de Ville, $2,850° 
(ps), $2,650° (ps), $2,625* (ps). °53 (62) 
4-dr., $1,200* (ps). '52 (62) 4-dr., $1,- 
100* (ps). "51 (62) 4-dr., $1,050°, $1,- 


"035°, $620°. "48 (62) 4-dr., $355°. 

CHEVROLET—’56 Bel Air (6) Sport sedan, 
$1,865*; 4-dr., $1,800*, $1,545°, $1,530°; 
Two-ten (6) 2-dr., $1,650. '55 Bel Air 
(8) conv., $1,555* (ps); Bel Air (6) 4- 
dr., $1,350°; 2-dr., $800*; Two-ten (6) 
station wagon, $1,545°; 4-dr., $1,050. "54 
Two-ten Delray, $875*; 4-dr., $765; Bel 
Air 2-dr., $875. '53 Bel Air 4-dr., $710; 
Two-ten 4-dr., $700*, $500; 2-dr., $670, 
$665*, $655. "52 SL Deluxe 4-dr., $355°*, 
$240, $230. '51 SL Deluxe 2-dr., $255°. 
*50 SL Deluxe 2-dr., $250. 

CHRYSLER—’55 NY 4-dr., $1,900° (ps). 
'54 Windsor 4-dr., $1,300° (ps). "52 
Windsor 4-dr., $420°. 51 Windsor 2-dr., 
$200°. 

DeSOTO—’55 Fire Dome Sportsman, $1,- 
610° (ps). ‘54 Powermaster 4-dr.. $750°. 
’53 Powermaster 4-dr., $675*. °52 Fire 
Dome 4-dr., $475*. ‘51 Custom 2-dr., 
$350°. 


$790; | DODGE—’53 Coronet (8) Diplomat, $685°; 


Coronet (6) Diplomat, $405*; Meadow- 
brook 4-dr., $260. ‘52 Coronet Diplomat, 
$500*. °51 Coronet 2-dr., $345°. 

(8) (500) Victoria, 
$2,850* (ps), $2,650°; Ranch Wagon, $2,- 
625°. °56 Thunderbird, $2,850° (ps); 
Ranch Wagon, $1,870*; Fairlane (8) 
conv., $1,840*; Victoria, $1,830*°, $1,785°, 
$1,695* (ps). °55 Country sedan, $1,590°; 
Fairlane (8) Crown Victoria, $1,575*; 
Victoria, $1,415*, $1,350°%; Custom (8) 
4-dr., $1,400°. "54 Custom (8) 4-dr., $1,- 
010*; Crest (8) 4-dr., $710; Crest (6) 
4-dr., $700. '53 Custom (8) station wag- 
on, $900*; 4-dr.,'$700*; Custom (6) 2-dr., 
$465°, $435*. °52 Custom (8) 2-dr., $475, 


$330; Custom (6) 4-dr., $330. °51 Cus- 
tom (8) 2-dr., $280; 4-dr., $270. 
55 Wasp 4-dr., $1,085. '54 


Wasp Hollywood, $700*. 
$205; Hollywood, $200. 

KAISER—’49 Vagabond, $495. 

MERCURY—’56 Montclair coupe, $2,005°. 
*55 Montclair coupe, $1,690°, $1,510*; 
Custom 4-dr., $1,540*, $1,530°; Hardtop, 
$1,400. '54 Custom 4-dr., $1,310*, $980°, 
$945*; coupe $1,120*, $875*; Monterey 
coupe, $1,000*. ’53 Custom coupe, $700*; 
4-dr., $660. '52 Monterey coupe, $755*; 
Custom 4-dr., $565, $500*; 2-dr., $365. 
’51 Custom 2-dr., $300°; 4-dr., $250°. 
"50 Custom 2-dr., $235. 

NASH—’56 Rambler Cross Country, $1,- 
805°, $1,695*. "55 Rambler Cross Coun- 
try, $1,365, $1,355*. °54 Statesman 4-dr., 
$700. "53 Statesman 2-dr., $510. °52 Am- 
bassador 4-dr., $505*, $475; Statesman 
2-dr., $300; Rambler Cross Country, $315. 

OLDSMOBILE—’'56 (98) Holiday, $2,680*° 
(ps). °55 (98) conv., $2,080* (ps); (88) 
Super conv., $1,950*; 4-dr., $1,825* (ps); 
Deluxe Holiday, $1,815*. °54 (98) Holi- 
day, $1,675* (ps); 4-dr., $1,490° (ps); 
(88) 4-dr., $1,010. ’53 (88) Super 4-dr., 
$950° (ps), $740° (ps). '51 (88) Super 
2-dr., $440°; Deluxe Holiday, $350*; 
(98) 4-dr., $200°. 

PLYMOUTH—’56 Belvedere (8) 4-dr., $1,- 
700*. '55 Plaza (6) station wagon, $1,- 
180; Savoy (6) 4-dr., $985. "54 Belvedere 
4-dr., $850°, $585, $545; 2-dr., $780°; 
Plaza 2-dr., $590. '53 Cranbrook Belve- 
dere, $670; Savoy, $500, *$375. 52 Cam- 
bridge Suburban, $315;~Cranbrook 4-dr., 
$250. °51 Cranbrook 2-dr., $300, $200. 

PONTIAC —’'55 Star Chief (8) Catalina, 
$1,665* (ps); Chieftain (8) Catalina, 
$1,545*; 4-dr., $1,400°. °53 Chieftain (8) 
4-dr., $755°*, $565; 2-dr., $580*. '51 Sil- 
ver Streak (8) 2-dr., $325°. 


"52 Wasp 2-dr., 


Bel Air (8) 4-dr., $1,405*, $1,375°, $1,-| STUDEBAKER—'55 President 4-dr., $1,- 


275*; Two-ten (8) 4-dr., 3 at $1,075, 
$1,070, 2 at $1,050, 2 at $1,025; 2-dr., 
$1,065, 2 at $1,060, $1,035, $1,025, $1,- 
010; coupe, $1,100. '54 Bel Air conv.; 
$1,060*, $1,045*; Two-ten 2-dr., $775, 


$745; One-fifty 4-dr., $600; 2-dr., $570. 


150°. ’54 Champion 2-dr., $565. ’'53 Com- 
mander 2-dr., $650°; Champion 2-dr., 
$570*. '52 Champion 4-dr., $350. 
ELLANEOUS—’'56 Voikswagen Kom- 
bi, $1,850. °°55 Volkswagen 2-dr., $1;450. 
‘54 Volkswagen 2cdr., $1,150; Chevrolet 





%-ton pickup, $620, ’°52 Chevrolet %-ton 
pickup, $455, $400. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Oct, 11.) 
(Sale very active as clean cars are 
holding firm. ’55 and ’56 models were up 
slightly, possibly due to higher price 
tags on °57 models, Sold 99 cars out of 
124 offerings.) 
BUICK—’54 Special 4-dr., $1,180, '51 Spe- 
cial 4-dr., $260*; club coupe, $220*. '50 
RM Riviera, $380*; Super Riviera, $290*, 


$200*. 
CADILLAC—’52 (62) -4-dr., $1,185*. ’51 
(62) 4-dr., $790*. '50 (62) 4-dr., $590*. 


"49 (62) 4-dr., $390*. 
CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
255; Two-ten (8) 4-dr., $1,180*; 2-dr., 
$1,085. °54 Two-ten 2-dr., $840, $835. 
’53 Two-ten 2-dr., $700. ’51 FL Deluxe 
4-dr., $340; 2-dr., $330; SL Deluxe 2-dr., 


$290; SL Special 2-dr., $300. ‘50 FL 
Deluxe 2-dr., $200, $190. '49 SL Deluxe 
4-dr., $165. 

CHRYSLER—’53 Windsor 4-dr., $595*. '51 
NY 4-dr., $530°, ‘50 Windsor 4-dr., 
$145*. 

DeSOTO—’52 Custom 4-dr., $410; Deluxe 
4-dr., $250. '51 Custom 4-dr., $280*. 


DODGE—’56 Royal Lancer (8) 4-dr., $2,- 


100°. ’51 Meadowbrook 4-dr., $190. '49 
Wayfarer 2-dr., $140. 
FORD—’57 Fairlane (8) (500) Victoria, 


$2,725. ’°56 Custom (8) 4-dr., $1,530, ’55 
Fairlane (8) Crown Victoria, $1,700*; 
Country sedan, $1,535; Main (8) 2-dr., 
$960. '54 Main (6) 2-dr., $575. '53 Cus- 
tom (8) 4-dr., $655*; Custom (6) 2-dr., 
2 at $620*. ’°52 Custom (6) 2-dr., $510*. 
"51 Custom (8) Victoria, $435*; 4-dr., 
$330; 2-dr., $245; Custom (6) 2-dr., 
$200. '50 Custom (8) 4-dr., $260; 2-dr., 
$190; Custom (6) 4-dr., $135. °49 Cus- 
tom (8) 4-dr., $155*; 2-dr., $115*. 





a — °’53 Super Jet 4-dr., $330*, 

270. 

LINCOLN—’51 4-dr., $310*. 

MERCURY—'54 Monterey sedan, $1,300*; 
Custom 4-dr., $1,065, $820*, °53 Mon- 
terey 4-dr., $650* °51 4-dr., $305*. 

NASH—’55 Rambler station wagon, $1,- 


470*. ’°54 Rambler station wagon, $900*. 


"53 Statesman club coupe, $600*, ‘52 
Statesman 2-dr., $280. 
OLDSMOBILE—’54 (88) Super 4-dr., $1,- 


450* (ps). ’50 (88) 4-dr., $200*, ’49 (88) 
4-dr., $150°*. 

PACKARD—’53 Mayfair Hardtop, 
(ps). '50 2-dr., $175. 

PLYMOUTH—’55 Savoy 4-dr., $1,035. ’53 
Cranbrook 4-dr., $525*. '51 Savoy sta- 
tion wagon, $355; 4-dr., $100; 2-dr., 
$265. 

PONTIAC—’56 C*‘eftain (8) Catalina, $1,- 
980°. ’53 Chiettain (6) 4-dr., $690. ‘52 
Chieftain (8) 2-dr., $300. °51 Silver 
Streak (8) club coupe, $235. °49 Silver 
Streak (8) 2-dr., $180*, $135*. 

STUDEBAKER ’53 Champion 
$400*. °52 Champion 2-dr., $320*. 

MISCELLANEOUS ’55 Chevrolet %-ton 
pickup, $925. "52 Sunbeam Talbot conv., 
$785. ’'51 Chevrolet 1-ton stake, $300, '49 
Chevrolet %-ton pickup, $195; Jaguar 
roadster, $330. 


ALBANY 


(Tim Anspach Dealers’ Auto Auction. 
Sale every Monday. Prices are for sale of 
Oct. 8.) 

(Our auction under the big top today 
showed a lot of action on all cars. We 
sold five out of six new ’57 Fords and I 
would estimate they brought around $200 
over new-car dealer cost. °56 Models 
backed up in price and will continue to 
do so since they will certainly be the 
leading trade-in on new autos. ’56 models 
must be bought at lower prices if a 
profit is expected, All other years held 


$810* 


4-dr., 





35 


about steady except ’53s which may have 
dipped lower. However, the clean ones 
still brought a good buck as we sold 138 
cars out of 188. We have plans for the 
new auction building and expect to start 
construction as soon as the insurance 
company gives us the go sign, It should 
be a honey.) 

BUICK—’56 Special Riviera, $2,260* (ps). 
’55 Special 2-dr., $1,700*, $1,400*. ’53 
Special 4-dr., $775; RM 4-dr., $740*, '51 
Super Riviera, $340*, '50 Super 4-dr., 
$310*, $210; Special 4-dr., $210*, $180*. 


CADILLAC—’56 (62) conv., $3,690* (ps). 
"53 (62) 4-dr., $1,500*. "52 (62) 4-dr., 
$1,200*; (60) Special 4-dr., $1,000* (ps). 
"51 (62) 4-dr., $850*. ’50 (62) 4-dr., 
$500*. 

CHEVROLET — '56 Two-ten (6) Sport 


coupe, $1,830*; 4-dr., $1,710; 2-dr., $1,- 
675*, $1,535. °55 Two-ten (6) 2-dr., $1,- 
110; One-fifty 2-dr., $980, $970. '54 Bel 
Air coupe, $1,160*, °53 Two-ten 4-dr., 
$825; 2-dr., $460; Bel Air 4-dr., $775; 
2-dr., $675; One-fifty 4-dr., $500, $320; 
2-dr., $430. ’°52 FL Deluxe 2-dr., $500; 
SL Deluxe 2-dr., $490, $480. ’'51 SL De- 
luxe Bel Air, $500; conv., $260°; 4-dr., 
$320, $260; 2-dr., $400, $320, $300°; sta- 
tion wagon, $390; SL Special 2-dr., $350*. 


"50 SL Deluxe 2-dr., $240; 4-dr., $110. 
49 FL Deluxe 2-dr., $240; SL Deluxe 
4-dr., $100. 

CHRYSLER — ’50 Windsor 4-dr., $240*, 


$200*. '47 NY 4-dr., $160. 
DODGE—’53 Coronet Diplomat, $620*. °52 


Coronet 4-dr., $200*. °*50 Meadowbrook 
4-dr., $150*. 

FORD—’57 Fairlane (8) Victoria, $2,720* 
(ps); Fairlane (8) 500 2-dr., $2,400*%; 
Custom (8) 300 4-dr., $2,300; 2-dr., 
$2,200; Custom (8) 4-dr., $2,135. ‘56 
Ranch Wagon, §$1,710*, $1,680; Fair- 
lane (6) 2-dr., $1,620*. °55 Country 


sedan, $1,550*°; Fairlane (8) conv., $1,- 
380. '54 Custom (8) 2-dr., $800. '53 Main 


(Continued on Page 44, Col. 2) 


HERE’S THE ““GUARANTEED * WAY TO BUILD 
YOUR SERVICE BUSINESS . .. THE VALVOLINE 


33,000 MILE NEW CAR GUARANTY... 





repairs. 


YOU GET THESE ADVANTAGES: 


<—pe 


* More servic 
customers 

° A sure-fi 
selling 

® You 
cu 









very Sales Aid is 
help you do o cc 










WORLD S FIRST 


NE 


MOTOR Olt 


Division of Ashland Oil & Refining Company 
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Now, with every new car you sell, you 
can guarantee the performance of all 
Valvoline-lubricated chassis and en- 
gine parts up to 33,000 miles or 24 
months, and at no cost to you. Valvo- 
line will foot the bill for any necessary 
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FOR COMPLETE INFORMATION 


NO OBLIGATION! 












| Guaranty Program. 


! VALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 
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The beautifully new Bel Air Sport Coupe with Body by Fisher. 


The new Chevrolet 
its sweet, 


Chevy goes ‘em all one better with a daring new 
departure in design (looks longer and lower, and it is!), exclusive | \n 
new Turboglide automatic transmission with triple turbines, } a: 


a new V8 and a bumper crop of new ideas including fuel injection! } 














just wonderful! 


The new Bel Air 4-door Sedan—one of 20 striking new Chevies. 


for 97... 


smooth and 


Here’s the new car that’s winning 
America’s warmest welcome—the °57 
Chevrolet! 
Crowds are coming to view it, and 
staying for a good long look. They like 
what they see—that stylish new bonnet, 
that daring new grille, the deeply hooded 
headlights, the saucy new slant of those 
High-Fashion rear fenders. Chevy’s new 
and Chevy shows it all over! It’s longer 
and lower for °57. 
And Chevrolet’s new in lots:of ways 
that don’t show. It’s new in V8 power 
options that range up to 245 h.p.* 
- Then, there’s a choice of two automatic 
drives, as extra-cost options. There’s an 
even finer Powerglide—and new, noth- 


ing-like-it Turboglide that offers triple- 
turbine take-off and a new flowing kind 
of going. It’s the only one of its kind— 
the newest, sweetest, smoothest auto- 
matic of them all! 


NOW—FUEL INJECTION OFFERED 
FOR THE FIRST TIME! 


Greatest engine advance since overhead 
valves! Chevrolet engines with Ramjet 
fuel injection, available at extra cost in 
the Corvette and passenger car models, 
deliver up to 283 h.p. 

All in all, 1957 promises to be another 
great year for Chevrolet and Chevrolet 
dealers. ... Chevrolet Division of General 
Motors, Detroit 2, Michigan. 





sassy ! 


CHEVROLET 


1USA 


‘S7 CHEVROLET 





* Special high-performance 270-h.p 
engine also available at extra cost. 
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AUTOMOTIVE NEWS, OCTOBER 22, 1956 


Industry Changes Continue... 


New Mergers, Acquisitions 


Topp-Heli-Coil 


Shareholders of Topp Industries, 
Inc., Los Angeles electronics and 
instruments firm, have voted to 
acquire the assets of Heli-Coil 
Corp., Danbury, Conn. 

The assets of the combined com- 
panies will amount to approxi- 
mately $8 million with annual sales 
of approximately $10 million. These 
totals include the assets and sales 
of Haller, Raymond and Brown, 


Dodge Gunning 
For 50,000 More 
Car Sales in.*57 


ST. PAUL. — Dodge expects to 
sell in excess of 300,000 cars next 
year, some 50,000 more than the 
estimated sales for this year, L. F. 
Desmond, sales vice-president of 
the Dodge division, told dealers 
here at a preview of the new model, 

Desmond based his prediction on 
the fact that American business in 
general is good and that for two 
years “Dcudge sales have been 
steadily going up.” 

W. Heartsill Wilson, assistant to 
the sales: vice-president of Plym- 
outh, who also was here for the 
combined Dodge-Plymouth preview, 
estimated that Plymouth will build 
750,000 units next year. 

Desmond said that Dodge produc- 
tion of station: wagons will be 40 
percent higher next year than dur- 
ing 1956. He added: 

“I’m not sure that increase will 
be enough. The original concept 
of the station wagon has changed. 
Today, it is very much a city vehi- 
cle as well as a suburban one.” 


Calendar 


(Continued from Page 12) 


General 


Oct. 29-31—Annual Convention and Ex- 
hibit, Truck Body & Equipment Assn., 
Sherman Hotel, Chicago. 

Nov. 1-12—National Diesel. Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York. 

Nov. 8-9—National Fuels and Lubricants 
ee Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-li—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. t1—I\7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 

dan. 14-18—Annual 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan. 19-23—Sixteenth Annual Convention, 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 47—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’ Assn., Windsor Hotel, 
Montreal. 

March_13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 

Mey 9-12 — Midwest Automotive Trade 

ow, Kiel Auditorium, St. Louis, 

Apr. 4-7—Southwest Automotive Show, 
Dallas. 





Meeting, Society of 


Inc., recently acquired. electronics 
research and development subsidi- 
ary of Topp at State College, Pa. 

Primary products of He1i-Coil 
are patented thread inserts used 
in applications requiring strong 
threads for bolts or screws in soft 
materials such as aluminum, mag- 
nesium and plastics. Heli-Coil in- 
serts are also widely used in sal- 
vage and repair work wherever 
threads in a tapped hole are 
stripped Soeentany or through 
wear. 

Heli-Coil also produces a com- 
plete line of precision tools for high 
volume production, including 
special tapes and gages, 

* * * 


General Petroleum-Felton 


General Petroleum Corp. has pur- 
chased Felton Oil Co., Downey, 
Calif. The transaction includes the 
latter’s distributing interests, but 
O. E. Felton said he will retain 
ownership of the plant and certain 
fee-service properties which are be- 
ing leased to General. 

* * * 


Towmotor-Gerlinger 


*Towmotor Corp., Cleveland, has 
acquired Gerlinger Carrier Co., 
Dallas, Ore., manufacturer of large 
lift and straddle type industrial 
trucks. Gerlinger will be operated 
as a subsidiary of Towmotor. 

* * - 


Thomas Hydraulic-AAC 


Thomas Hydraulic Speed Con- 
trols, Inc., Wichita, has purchased 
Aircraft & Automotive Products, 
Inec., also of Wichita. The firms 
will’ operate as separate entities 
with no change in company name, 
according to J. M. Tucker sr., 
Thomas president. " 


Houdaille-Gravel Products 


Houdaille Industries, Inc., Buf- 
falo, has acquired all of the capital 
stock of Gravel. Products Corp., 
Buffalo, for cash. All phases of the 
business can be integrated into 
Buffalo Crushed Stone Corp., a 
Houdaille subsidiary, said Ralph F. 
Peo, Houdaille president. 


Bendix-Computing 


Bendix Aviation Corp. has pur- 
chased a 40 percent interest in 
Computing Devices of Canada, Ltd., 
Ottawa. The purchase agreement, 
handled through Bendix’ Canadian 
subsidiary, Bendix-Eclipse of Can- 
ada, Ltd., includes a sales and 
licensing agreement under which 
the Ottawa firm will handle numer- 
ous Bendix electronic products and 
missile components and will ex- 
change engineering developments. 


The Bendix-CDC arrangement 
covers missile components of all 
kinds, telemetering, radio com- 
munication equipment, mobile radio 
and several new Bendix electronic 
developments for industry such as 
the Lumicon light-amplifying de- 
vice, the mass spectrometer, 





Auto-Lite Wins Awards 


FOSTORIA, Ohio. — Electric 
Auto-Lite has won two state safety 
awards, a group award and an 
achievement award for reducing by 
25 percent or more the frequency 
of accidents over the previous year. 





nuclear and dosimeter gauges and 
meteoroligical equipment. 
* * + 


Townsend-Impact 


Townsend Co. announces that it 
has purchased controlling interest 
in the newly - organized Impact 
Products, Inc., of Orangeville, O., 
successor to a firm that had en- 
gaged in a two-year joint research 
and development program with 
Townsend on fabrication of high 
alloys. 


Tire Shipments 
Drop in August 


NEW YORK, — Manufacturer’s 
shipments of passenger car tires 
during August amounted to 7,389,- 
440, a decrease of 7.93 percent from 
July when 8,026,122 tires were 
shipped, according to the Rubber 
Manufacturers Assn. 

Passenger car tire production in 
August was 6,896,602, an increase 





—. 


of 21.67 percent over July w): en §, 
668,451 units were produced. ‘nvep. 
tories at the end of Augus:' wer 
13,577,531 tires, below July stocks 
of 14,088,177. 

Truck ond bus tire shipments 
during August amounted to 1,254.14; 
tires, 1.37 percent below July ship. 
ments of 1,271,493 tires. Production 
for August was 1,153,456 units ag 
compared with 1,072,967 units jp 
July. Month end inventories wer. 
3,216,949 tires for August and 3. 
305,814 for July. 


Current Prices on New Cars 





The following 


advertised - delivered 
prices include the suggested base fac- 


tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 


buyer, such as. State and iocal taxes, 
transportation charges and optional 
equipment. 

BUICK—S -dr. sed., $2,416; 2- 


dr. sed., $2,357; 4-dr. hardtop, $2,528; 2- 





dr. hardtop, $2,457; conmv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop,. $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
$3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. — 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
top, $3,591;. conv., $3,704. (Dynafiow 


standard on Century, Super and Road- 
master. Power steering standard on Super 
and Roadmaster.) 


CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan 
deVille hardtop, $4,753;:2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
Biarritz conv., $6,556. Series 60 Special — 
4-dr. sed., $5,047. Series 75—8-pass. sed., 
$6,613; 8-pass. lim., $6,828. (Hydra-Matic, 
power steering, power brakes standard.) 

CHEVROLET — (Prices are for 6-cyl. 
models, For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,005; 2-dr. sed., $1,953; utility 
sed., $1,842; 2-dr. 2-seat stat. wag., $2,- 
264. Two-ten—4-dr. sed., $2,131; 2-dr. sed., 
$2,079; club cpe., $2,119; 4-dr. hardtop, 
$2,227; 2-dr. hardtop, $2,161; 2-dr. 2-seat 
stat. wag., $2,359; 4-dr. 2-seat stat. wag., 
$2,413; 4-dr. 3-seat stat. wag., $2,520. Bel 
Alr-—4-dr. sed., $2,247; 2-dr. sed., $2,195; 


4-dr. hardtop, $2,321; 2-dr. hardtop, $2,- 
256; conv., $2,468; 4-dr. 2-seat stat. 
wag., $2,537; 2-dr. 2-seat Nomad stat. 
wag., $2,714. Corvette—Hardtop cpe. or 


conv, (V-8 only), $3,422. 


CHRYSLER—Windsor—4-dr. sed. $2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., $3,- 
335.75; 4-dr. stat. wag., $3,598. New 
Yorker—4-dr. sed., $3,779.25; 4-dr. New- 
port hardtop, $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. Regis hard- 
top, $3,995.25; conv., $4,242.50; stat. wag., 
$4,523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerfiite and power brakes standard on 
New Yorker.) 


CLIPPER—Deluxe—4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 


hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, 
695. (Turbo-Drive, power steering, 
brakes standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
man hardtop, $2,953.25; conv., $3,081.25; 
stat. wag., $3,370.75. Firefilte-4-dr. sed., 
$3,119; 4- dr. Sportsman hardtop, $3,431; 2- 


dr, Sportsman hardtop, $3,346; conv., $3,- 
544. Pace Car—conv., $3,615. (Powerflite 
standard on Fireflite.) 

DODGE — Coronet 6 — 4-dr. sed., $2,- 


267.25; 2-dr. sed., $2,194.25. Coronet V-8— 
4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, $2,551; 2-dr. hardtop, §$2,- 
437.50; conv., $2,677.50. Royal—4-dr. sed., 
$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. 
hardtop, $2,582.75. Custom Royal—4-dr. 
sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- 
dr. hardtop, $2,693; conv., $2,912.50. 
Station Wagons—2-dr. 2-seat Suburban 6, 
$2,491; 2-dr, 2-seat Suburban V-8, $2,599; 
2-dr. 2-seat Custom Suburban V-8, §2,- 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; 
4-dr. 3-seat Sierra V-8, $2,821.75; 4-dr. 
2-seat Custom Sierra V-8, $2,868.50; 4- 
dr. 3-seat Custom Sierra V-8, $2,974. 


FORD — (Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,007.23; 2-dr. sed., $1,955.60; business 
2-dr., $1,844.87. Custom 300—4-dr. sed., 
$2,085.45; 2-dr. sed., $2,033.82. Fairilane— 
4-dr. sed., $2,189.89; 2-dr. sed., $2,137.25; 
4-dr. hardtop, $2,260.65; 2-dr. hardtop, $2,- 
195.11. Fairlane 500—4-dr. sed., $2,246.89; 
2-dr. sed., $2,195.25; 4-dr. hardtop, $2,- 
317.65;. 2-dr. hardtop, $2,252.11; conv., 
$2,463.62. Station Wagons—2-dr. 2-seat 
Ranch Wagon, $2,266.82; 2-dr. 2-seat Del 


Rio Ranch Wagon, $2,331.36; 4-dr, 2-seat 
Country Sedan, $2,378.63; 4-dr. 3-seat 
Country Sedan, $2,485.50; 4-dr. 3-seat 


Country Squire, $2,615.06. Thunderbird — 
Hardtop Cpe., (V-8 only), $3,367.32. 


HUDSON — Wasp Super 6—4-dr. sed., 
$2,419.70. Hornet Special V-8—4-dr. sed., 
$2,629.70; 2-dr. hardtop, $2,744.70. Hornet 
Super 6—4-dr. sed., $2,774. Hornet Cus- 
tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, 
$3,140. Hornet Custom V-8—4-dr. sed., 
$3,290.30; 2-dr. hardtop, 433.30. 
(Power brakes standard on Cust = 


IMPE -dr. sed., $4,- 
831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard- 
top, $5,094. Crown Imperial—8-pass. sed., 
$7,602.25; lim., $7,736.25. (Powerfilte, 
power steering and power brakes standard.) 


LINCOLN—Capri—4-dr. sed., $4,596.50; 
4-dr., hardtop, $4,596.50; 2-dr., hardtop, 
$4,466.50. Premiere—4-dr. sed., $5,079.50; 
4-dr. hardtop, $5,079.50; 2-dr. hardtop, $4,- 
950.50; conv., $5,225.50. (Turbe-D rive, 
power steering, power brakes standard.) 

MERCURY. — Medalist—4-dr. sed., $2,- 
313; 2-dr. sed., $2,254; 4-dr. hardtop, $2,- 
458; 2-dr. hardtop, $2,388.50. Custom— 
4-dr. sed., $2,410; 2-dr. sed., $2,350.50; 
4-dr. hardtop, $2,555; 2-dr. hardtop, $2,- 
485; conv., $2,711.50; 4-dr. 2-seat stat. 
wag., $2,722; 4-dr. 3-seat stat. wag., $2,- 
819. Monterey—4-dr. sed., $2,555; 4-dr. 
hardtop, $2,700; 2-dr. hardtop, $2,630; 4- 
dr., 3-seat stat. wag., $2,977. Montclair— 
4-dr. hardtop, $2,834.50; 2-dr. 
$2,764.50; conv., $2,899.50. 

METROPOLITAN — z-dr. hardtop, $1,- 
527; conv., $1,551. 


NASH—Statesman Super 6—4-dr. sed., 
$2,384.70. Ambassador Special V-8—Super 


hardtop, 


4-dr. sed., $2,594.70; Custom 4-dr. seq, 
$2,819.70; 2-dr. hardtop, $2,684.70. Am. 
bassador Super 6—4-dr. sed., $2,689. Am. 
bassador Super V-8—4-dr. sed., $3,001.39, 
Ambassador Custom V-8—4-dr. sed. $3,- 
240.30; 2-dr. hardtop, $3,383.30. (Power 
brakes standard on Custom and Speciaj 


Custom models.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,. 
487; 2-dr. sed., $2,422; 4-dr. hardtop, $2,- 
671; 2-dr. hardtop, $2,599. Super 88—4-¢r, 
sed., $2,640; 2-dr. sed., $2,574; 4-dr. hard. 
top, $2,881; 2-dr. hardtop, $2,808; cony., 
$3,031. Series 98—4-dr. sed: $3,298; 4-dr. 
hardtop, $3,551; 2-dr. hardtop, $3,480; 
conv., $3,740. (Jetaway Hydra-Matie and 
power steering standard on Series 98.) 

PACKARD—Executive—4-dr. sed., §3,. 
465; 2-dr. hardtop, $3,560. Patrician—i. 
dr. sed., $4,160. 400—2-dr. hardtop, $4- 
190. Caribbean — 2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatie standard on ali 
models. Power steering and power brakes 
standard on Caribbean.) 


PLYMOUTH (Prices are for 
models. For V-8s, add $103.50 for Bel. 
vedere 4-dr. hardtop, Savoy 2-dr. hardtop 
and all station wagons; add $103.25 for all 
other models.) — — 4-dr. sed., $1,- 
926.25; 2-dr. sed., $1,883.25; business cpe., 
$1, 784.25. Savoy— 4-dr. sed., $2,025.25; 2 
dr. sed., $1,982.25; 2-dr. hardtop, $2,129.50, 
Belvedere—4- dr. sed., $2,109.25; 2-dr. sed,, 
$2,066.25; 4-dr. hardtop, $2,281.25; 2-dr. 
hardtop, $2,213.50; conv. (V-8 only), $2,- 
477.50. Fury—2-dr. hardtop (V-8 only), $2,- 
866. Station Wagons—2-dr., 2-seat Deluxe 
Suburban, $2,196.25; 2-dr. 2-seat Custom 
Suburban, $2,267.25; 4-dr. 2-seat Custom 
Suburban, $2,313.50; 4-dr. 2-seat Sport 
Suburban, $2,483.50. 

PONTIAC — Chieftain 860 — 4-dr. sed, 
$2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 
$2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 
stat. wag., $2,569; 4-dr. 3-seat stat. wag, 
$2,653. Chieftain 870—4-dr. sed. $2,413; 
4-dr. hardtop, $2,534; 2-dr. hardtop, §2,- 
480; 4-dr. 2-seat stat. wag., $2,749. Star 
Chief—4-dr. sed., $2,527; 4-dr. hardtop, 
$2,735; 2-dr. hardtop, $2,665; conv., $2, 
857; 2-dr. 2-seat Safari stat. wag., $3,129. 

RAMBLER — Deluxe — 4-dr. sed., $1,- 
829.20. Super—4-dr. sed., $1,939.20; 4-dr. 
2-seat stat. wag., $2,233.20. Custem—4-dr. 
sed., $2,059.20; 4-dr. hardtop, $2,224.20; 
4-dr. 2-seat stat. wag., $2,329.20; 4-dr., 
2-seat hardtop stat. wag. $2,494.20. 

STUDEBAKER—Champion 6—4-dr:. sed, 
$1,996.39; 2-dr. sed., $1,946.39; 2-dr. 
sedanet, $1,844.39. Hawk 6—Flight Hawk 
5-pass. cpe., $1,985.89. Commander V-8— 
4-dr: sed. $2,124.89; 2-dr. sed., $2,075.99; 
2-dr. sedanet, $1,973.89. President V-8— 
4-dr. sed., $2,234.89; 2-dr. sed., $2,187.99. 
President | Classic — 4-dr. sed., $2,489.22. 
Hawk V-8—Power Hawk 5-pass. cpe., $2- 
100.89; Sky Hawk 2-dr. hardtop, §2,- 
476.89; Golden Hawk 2-dr. hardtop, $3- 
061.22. Station Wagons — Pelham 6-cyl. 
2-dr. 2-seat, $2,232.39; Parkview V-8 2 
dr. 2-seat, $2,353.89; Pinehurst V-8 2-dr. 
2-seat, $2,528.89. (Overdrive standard on 
Golden Hawk.) 





New Commercial Car Registrations, 
Two States for September, 1956-1955 























Truck eae ae aie Dia 
are release ere weekly, a3 | Brock-| Chev- « Stude- 
compiled by R. L. Polk repre- mond ‘ ‘ 
sentatives in state capitals. — ) = T Sodee Reo | beker | White | Willys | Misc. 
Delaware *56| 9 21 57 18 4! 6 I 2 2 248 
55} | 79 2| 22 = 44 39 10 | a > | 7% 
District of Columbia = | Pi 6| ;| - "| 4 | | | 3 2 6 7 
Se es =. wer a Ss 1 5 I __& 
Two States Reported *56| | 136 | 28 91) 35 62 7 2 9 5 8 35 
To Date for September *55| I 145 8 27 139; ae 49 10} 3 | " van 1 453 
Year *56| 205582; 2762 saael | saul s0 74324, 8972; 2028! 6556 yf 7530| 613627 
To Date *55| 691| 201311 2358| 44745| 194369 SOO 6980! 6894 1886; 7717 1} ry 5215| 611028 


“The information contained in this report has been compiled from official state documents. Every pesscnatte Precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received wand tabulated at the time the 
Co. 


R. L. Polk & Co. cannot assume any liability 


by reason of inaccuracies or omissions.""—R. 


Pe report is published. 





New Passenger Car Registrations, All States for August, 1956-1955 


Car by _ states 
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are relea here weekly, as Plym- | “LER S.M S-P 
compiled by R. L. Polk rep- F lan- 
resentatives in ‘state capitals. Bodge} ca TOTAL ford jLincoln —_~ Ouick tee TOTAL beker |TOTAL eous 
41 States Previously 56] 1937) 5188 7125) 6989) 534) 6355) 14346 58623} 91031| 2828) 18750) 93) 112702) 34876 aE 27631 193073 4725} 6821) 4037| 382381 
Reported for August 55) 2946| 6471| _9417| 7910] —_—-542| 6250] 16062| 39123| 69887| 101826| —1860| 22633] “|__ 126319] 44503 7ess| 1orast| syed] aaait| zeeneel | aoe 4849| 7837] 2418) 441142 
Ealifornia , 5 229 949| 1178) AI71| 154) «917 «2384 8461| 12143) 679-3848 12} 16682) 4922/1752) 12661| 4012) 3759) _27106| 257| 688| 945| 2902-5727 
ae 55] 383) | ios | 930} 108} ait] __1905] il 7671| 11956} 282.4384 | ___16622| _ 9532| __1843| 11563] 4539] 427231749] 320) +857) «1237/2720, (61324 
coments rn i nT a] | 343) a7) son) aris) 77) i426) 1320) 328) 4977) toa) 942 9627; 60/152) 212) SC) «(088 
ss| 23] + —«95|~—=«st@|_—sts}_—st5|__—t0u|_—s391|~—92t|——t591| 3869] —35| 56 4560| 1072;  175| 3677; +—«1043|—«1095 65} 132] +«197| «Ss 23355 
eoenons | 7 271 18) 281) 595) 1163) 23491 3455| 109) 793 5| 4362) 1573) 384) 4384) 1297) 1010 75| 354429, ——S75,~=«CNbI4 
‘55; «137 ea 443 | | 33] Sel tees] 3133; seo] es] ai | 5055| 2078] 314) 4654] 1605] 1495] toresl 149} o351| soo] 49«19326 
"56 1 69 af”6C erties CSC CC, hC™C=<“‘(ic|é*sté*=~C | 6790 
Coen ‘| 1 58 2315) 47)—~—~C«64 2826) 671|  207| 2453| 733) -735| 4799) ~—~«OS0|SC«2| | 
we 55] 17] 73 | 115 141 75] 301] +732) ~«1237|««2677} «Ss 2a] S432 | 1331 v17| 107] 2469] 53180 abel 3] wl im (4 9571 
Maryland 56] 12)—SCO| SC] i5| 201) 447) ~~ 968) 1863) 1929) 49) ~~ 451 | 2429| 755) 169| 2661| 626) 505| 4716) 49 7 9357 
— 55| 56} 105] _—«t6l|__—*tt 15| 184] 421|_—-(1268} +2069] 2281} ~——40|——466 * ba o7| 147} ora0] 1217321 Sas] o#]Ssdtaal:«soais] be 10691 
Michigan S| 180) 499) 899) 41t| | 478) *1N03)~~2150) 4161) 6466) 264) 1420 7) ats2) uaa) Teal eral) 2541 leon) e979) oa) 25373) 726 304% 
- '55| _197| 470) —«667|_—«676|_—«28|_—GI6|_—‘1787|__4151| _—_7258|_12459| —*128| 2682] ~—S | —05269| 6092 —784|—12068| 3910} —_-3773| (266271 «271 ~—«327|~—«598| 8850507 
New York ‘56 260) 78) 938) 1371 77|—taxz| 2201) soa) 9605/9715) 430) 2u6t| | 123us| 414s) 1336) 1azea) 3972) 30ee) 22423) 766) $79/ wea) 1229 47854 
‘55 860} 1144| 144i] 108/988] 2135] S481| 10153] 10512| 276) 2777! 13565} 5782) 1385 lout 5216| 3688] 26488}  397| 497] +894] «60852852 
Ail States "56 | 5 haee ——7749\ 10438) 10786) 837| 9423) 21568| 44976| 87590| 131769|  4483| 28520| 127) 1e4899| 51404| 13517 41052| 34318 286771| 2960| 6950/9910) e712 568320 
For August ‘55 4043} 9302} 13345| 11785| — 850| 9378] 23726| 57280] 103019| 149749] 7101 es | ersrol porst Ya4a0 isiee9| $5202 ante 337638 aa 7310! °11672| 5980 558964 
Year "56| 24142) 57649| 81791 —$a69/ 72045 |" 155331) 346515) 659314| 923454 1178} 1152401 | 390526) 99007|1092517| 318347 7249 2157646 BII97| 59455 4191004 
To Date '55| 31979| 66354 ar ma 8558| 83421| 193233| 459269| 847301 | 1032046. pata] 240084 | t30rst4| srszaz| 97543] 10sea42| 399375 s5ve0s|zaneee7| 30039 9525 | 105862] 37963 317320 


information contained in this report has been compiled from official state documents. Every reason- 
has been exercised to insure accuracy of this report to the extent of the registrations 


ee and tabulated at the time the report is published. R. L. Polk &.Co. cannot assume any Jiability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 








THIS “RIGHT NOW” WORLD 






















Bel. : 
re Ever try to bribe a three-year-old to eat his supper? 
x “You can have a red lollipop after you eat all your 
vise green beans.” 

sed., 

-_ “Oh—kay,” he says. And then starts yelling for his 
om lollipop now—before supper. 

stom 

4 The point is: Kids live in a “right now” world. So do 
sed, automobile advertisers. 

itop, 

o Good place to sell automobiles today is in The New 
‘a. York Times. It’s the biggest salesman in your biggest 
4 market. And growing steadily in circulation—especially 
i in the rich suburban areas. Tip-off on its “right away” 
= sales power: Manhattan department stores use it 
2: more than any other newspaper. It pulls New Yorkers 
- into the main store—and suburbanites into the new 
sat, branch stores. 

awk 

= Use The New York Times more yourself. The more you 
— do, the more automobiles it sells for you—“right now.” 
. 22. 
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Sunday, December 9, The New York Times 
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New Automatic Transmission Bows .. . 


Chevrolet Offers Fuel Injection 


ump, which is submerged 
What's New: pressure pump, Z 


in a fuel reservoir and driven by 
Fuel injection . . . Turboglide the distributor, 

transmission with “hill agree + 
... new V-8 engines . . . 14-inc HE gas pump delivers fuel to a 
— 2 — vunitinllan aadhen z metering chamber from which 
improved elutes : a there are two outlets. The lower 

a ie d grill af t d outlet leads to the nozzles and the 
ee ee eo upper to an overflow line. A 
plunger, sensitive to the flow of air 


restyled interiors. 
ae in the system, meters the volume of 
oo injection and a new Turbo- gas directed to the cylinders. 
glide automatic transmission are Fuel injection will be available 
among the features with which with the new Corvette engine, a 
Chevrolet will attempt to retain its 283-cubic-inch model. With fuel 
much-prized position of “first in 


; injection, it will have 283- 
sales. The 1957 models went on horsepower and a 10.5-to-1 com- 
display last week. 


pression ratio. This option will be 
Chevrolet has put particular available on all models in the 
stress on engineering changes line. 
this year. The company now Without fuel injection, the Cor- 
offers two automatic transmis- vette engine will develop 245, 250 or 
sions, four V-8 engines and a six- 270 horsepower. Other engines in 
cylinder job. Horsepower ratings the 283-cubic-inch series are rated 
— V-8s range from 162 to at 220 and 185 horsepower, and a 


265-cubic-inch model is listed at 
The 1957 line consists of 19 models 162 horsepower. 
* ¢* *& 


* * 

[| eae Ap ratings of last 

year’s V-8s were 162, 205 and 
225 for the Corvette engine. 

The Chevrolet six turns out 140 
horsepower, the same figure as in 
1956. “ 

Turboglide, the new automatic 
transmission, is said to give twice 
the torque multiplication 
delivered by standard torque con- 
verters. 

It has only one forward driving 
position on the quadrant because, 
Chevrolet, said, the infinitely gradu- 
ated torque multiplications make a 
step in the transmission unneces- 
sary. 

Mechanically, Turboglide consists 
of three turbines and two planetary 
gearsets combined with a variable- 
pitch stator and the conventional 
torque converter pump enclosed in 


a die-cast aluminum housing. 
+ = * 


T INCLUDES a “hill retarder” 


patterned after a similar device 
developed for Chevrolt’s auto- 


in three series, plus the Corvette 
sports car. The 1957 Corvette is 
being introduced along with the 
rest of the line, a departure from 
the practice of former years. 

* Aa + 

HEVROLET’s proudest boast 

this year is the introduction of 
fuel injection, a system in which 
fuel is fed directly to the cylinders, 
eliminating the need for a carbure- 
tor. 

The company said: “While 
Chevrolet makes no extravagant 
claims for the device, research 
with fuel injectors indicates an 
increase in economy, readier fir- 
ing at low speeds, faster warmup 
and elimination of carburetor 
icing.” 

In Chevrolet’s Ramjet injector, 
the accelerator pedal controls the 
volume of air, and the air volume 
in turn determines the amount of 
gas delivered through the nozzles 
of the system. The force behind 
the gasoline is supplied by a high- 

* * * 
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Two Sport Models— 


AUTOMOTIVE NEWS, OCTOBER 22, 1956 










glide also is available, giving Cj 
rolet two automatic transmi 

Styling changes include tg 
fins and a redesigned front eng 

The aluminum grille screen i 
divided by a bar into which park. 
ing lights are set. The bar flow, 
into a massive guard and bumper 
assembly. Lance-shaped wing 
splits perch on the hood, 

A new ventilation system operates 
by air passing through intake 
screens over each headlight. It jg 
said to supply 22 percent more air 
The 1957 models are built on g 
115-inch wheelbase, are 200 inches 
long, 73.9 inches wide and 60§ 
inches high. All have 14-inch tires, 


* = + 
oe have been improved, 
and a new _  semicentrifugaj 
clutch is incorporated in the Cop 
vette and Super Turbo-Fire engines 
in the “283” series to produce 
greater force on the pressure plate 

Interiors are roomier, several seat 
and trim materials have been 
added, and the instrument pane 
has been redesigned. Seven new 
colors are among the 17 evr‘erior 
shades offered. Sixteen solid colors 
and 15 two-tones are offered. Two. 
tone paint is available on all models 
except the convertible. 

The 19 models, other than the 
Corvette, are: Bel Air—two-door 
and four-door sedans and hard- 
tops, convertible, four-door, two- 
seat station wagon and Nomad 
station wagon. 

Two-Ten — two-door and four- 
door sedans and hardtops, club 
coupe, two-door and four-door, two 
seat station wagons and four-door 
three-seat station wagon. One 
Fifty — two-door and four-door 
sedans, utility sedan and two-door, 
two-seat station wagon. 

* * + 


ACH series has different side 

trim. On the Bel Air, a spear 
extends from the headlamp down- 
ward to the rear bumper and also 
branches upward as a rear quarter 
molding. The space between the 
lines may be fitted with an optional 


matic truck transmissions. In the panel of rolled aluminum. 


es ..| Two-Tens have a single down- 
retarder position, a turbulence iS! ward lance molding from front to 


created in the oil in the converter| rear and the molding on the One- 
to impart a drag on the rear wheels. | Fiftys extends downward from the 

Turboglide is supplied only with | sash and then horizontially across 
the 283-cubic-inch engine. Power-/|the rear fenders. 
























































Ventilation System— 


Chevrolet's new ventilation system oper- 
ates by air passing through intake screens 
over each headlight. The air reaches the 
passenger compartment through louvered 
outlets at either side of the dash and is 


said to supply 22 percent more air. 
. = 2% 













































Hill Retarder— 


Turboglide, Chevrolet's new automatic 
transmission, has a hill retarder patterned 
after a similar device developed for the 
division's automatic truck transmissions. In 
hill retarder position, a turbulence is 
created in the oil in the torque converter 
to impart a drag on the rear wheels. 

- «4 














Chevrolet's side molding treatment differs from series to series. The Two-Ten four- 
door hardtop has a single spear sunning the length of the car, while the Bel Air con- 
vertible offers a double “lance” in the rear quarter. 





Dodge Tailors 


DETROIT. — Increased power| 
and load capacities, three-speed) 
automatic transmissions with push-| 
button controls, expansion of power| 
steering and power brakes into all 
model types and new styling are 
among the new features of the 
1957 Dodge trucks. 

The new “K” Series truck line 
announced by M. C. Patterson, 
Dodge president, offers nine en- 





























power ratings ranging from 113 
to 232. This represents an in- 


many models. 
Patterson said the new Dodge 
Station Wagons in Every Series— . 
Six station wagons are among the 19 models in Chevrolet's 1957 line. In addition 
to this four-door Bel Air, there is a two-door model in the One-Fifty series, a two- 
door and two four-doors in the Two-Ten line and the swank Nomad, a two-door 
model, in the Bel Air series. 
- 


percent of all hauling needs and 
that the right model is available to 
haul loads ranging from 4,250 to 
46,000 pounds gross vehicle weight 
7 * . 
bination weight. 

Specific hauling needs of indi- 
vidual truck owners are met, Pat- 
terson said, by a variety of axles, 
transmissions, springs, frames and 
other components. Many features 
which improve driver comfort and 
increase economy, dependability 
and safety also are built into the 
new Dodge trucks, he added. 

Since approximately 65 percent of 


Service Show 
Is °57 Highspot 


BOSTON. — The 1957 National 
Automotive Service Show, to be 
held here May 23-26, will be the 
only joint national activity during 
1957 for the National Standard 
Parts Assn., Motor & Equipment 
Manufacturers Assn. Motor & 
Equipment Wholesalers Assn. and 
Equipment & Tool Institute. 

The show will be held in the 
Commonwealth Armory, which pro- 
vides more than two acres of ex- 
hibit space on one floor. 

The show is being directed by 
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Ramjet Fuel Injection System. 


A fuel injection system, in which gasoline is fed directly to the cylinders, is Chev- 
rolet's top innovation for 1957. A 283-cubic-inch V-8 engine equipped with the 


Ramjet system develops 283 horsepower and has a compression ratio of 10.5 to 1.| Mass. 


gines with 12 different horse- 
crease of 19 percent in power in | 


truck line covers approximately 98 | 


and up to 65.000 pounds gross com-| 


Sherman Exposition Management, | the 1957 line which is offered with choice of 204 horsepower, V-8 or 120-horsepower, 
Inc., 250 Boylston St., Boston 16,| s!x-cylinder engine. Push button driving with the new three-speed automatic trans- 
























°'57 Trucks to 98% of Market 


to 8,800 pounds. The Dodge Town 
Wagon is offered with either the 
120-horsepower, six-cylinder or 204 
horsepower, V-8 engine. Maximum 
ground clearance permits the Town 
Wagon to travel where conven- 
tional station wagons cannot go. 
A new and larger four-wheel- 
drive truck of 18,000 pounds GVW 
is offered with a choice of 197- 
horsepower, V-8 engine or 130 
horsepower, six-cylinder engine 
Horsepower of the smaller four- 
wheel-drive Power-Wagon has been 
increased to 113, Its maximum 
GVW is 9,500 pounds. 
Cab-over-engine models ranging 
up to 201 horsepower with 22,500 
pounds maximum GVW and 45,000 
pounds GCW; six-wheel models 
ranging up to 232 horsepower with 
46,000 pounds maximum 
and 65,000 pounds GCW, forward- 
control chassis and schoo! bus 
chassis complete the new 1957 
Dodge truck line. 


the 10,500,000 trucks in use in the 
U. S. are in the low-tonnage clas- 
sification of 9,000 pounds GVW and 
under, special attention was paid to 
that huge market in designing the 
new Dodge trucks, said Patterson. 

Dodge trucks in that low- 
tonnage classification offer for 

1957 a 120-horsepower, six- 
cylinder engine or a 204-horse- 
power, V-8 engine. The compar- 
able six-cylinder engine in 1956 

was 115 horsepower while the V-8 
engine was 172 horsepower. 

The low-tonnage models are of- 
fered in pick-ups, panels and 
stakes with maximum gross vehicle 
weight ratings ranging from 5,100 


Wallco Division Formed 


| 
| DETROIT. — The formation of 
| the Wallco manufacturing division 














































| of Wall Colmonoy Corp., according 
to W. P. Clark, vice-president. It 
was formerly called the furnace 
bracing division, 
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Dodge's Town Panel Truck— 


Dodge calls attention to the Forward Look styling of its new Town Panel truck in 


mission also is available. Power brakes and power steering ‘are offered, too. 
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SPARK TIMING LIGHT — A neon tube 
power timing light, said to assure accur- 
ate tests and precision setting of spark 
timing on automobiles and trucks, is being 
marketed by Schaver Mfg. Corp., 4500 
Alpine Ave., Cincinnati 36, O. The Schaver 
timing light is supplied with four-foot 
leads with insulated test clips. The neon 
tube is said to be replaceable. The 
Durez phenolic housing of the light is 
resistant to gasoline, oil and grease, it 
is claimed. 


* * * 


AUTO THERMOMETER, COMPASS—Two | 


instruments for autoists, a Navigator 
compass and window thermometer, have 
been introduced by Taylor Instrument Co., 
95 Ames St., Rochester, N. Y. Mounted 
on windshield strip or dash, the com- 
poss is said to feature battery-powered 
self-illumination for night use; liquid-filled 
element for steady readings on bumpy 
roads, and compensation for magnetic dis- 
turbances within cor. The thermometer, 
mode of transparent plastic, is attached 
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NEW PRODUCTS 


wood, rubber, canvas and most 
plastics. 

The product comes in a kit which 
contains 96 square inches of fabric 
and four ounces of activator 
solvent. It is a self-soldering patch 
that requires no tools, heat, flame 
or adhesives, the company said. 

* + * 


The Mono-Flex 


SPRING INSERTS 


the independent repair shop and service 
station complete insert coverage for all 


original inserts wear out, no “substitute” 
type of servicing will correct the squeaks 


to-metal 
ufacturer. Each assortment contains full 
catalog information. Mono-Flex Spring 
Division, Davis Auto Equipment Co., 
Reading 5, Pa. 

* * * 


Minds the Mileage 


A motoring aid, known as the 


the motorist to check distances 
| travelled, determine gas mileage, 
| grease-change oil periods, when to 
| switch tires, etc. 
| to existing mileage and refers later 
to know distance travelled by com- 
| paring to mileage reading on speed- 
|ometer, said the manufacturer, 
Rainbow Plastics, 3232 N. Meeker 
Ave., El Monte, Calif. 





to the right, front vent window without | 
tools and is readily seen from inside the | 


car, it is said. 
* * 


N. Y. Company Imports 
German Rubber Repairs 


Automatic Vulcanizers Corp., 16 
Hudson St., New York, has an- 
nounced a line of rubber products 
repair material which it said was 
imported from Germany. 


It includes tire, tube and tubeless 


tire patches in 12 different sizes; 
tire sectional repairs from two to 
eight ply and from four to 16 
inches in diameter, and sheet ma- 
terial in various thicknesses. 


DISPLAY RACK—A display rack, said 
to provide a two-sided display space for 
@ variety of products and of container 
sizes, has been made available to Arco 
automotive refinish jobbers by Arco Co., 
7301 Bessemer Ave., Cleveland 27, O. 
The rack can be used as a window display 
or an island display near a parts counter. 

oi ee 


Woodhill Chemical Offers 


Duro ‘Handy-Patch’ Kits 
Woodhiil Chemical Co., Cleveland, 
has developed Duro handy patch, 
a plastic impregnated fabric that 
is said to repair holes, leaks, tears 
and rusted-out areas in metal, 





CAR RUGS—A seventh color, white, has 
been added to the line of Kover-All car 
rugs produced by Wooster Rubber Co., 
Wooster, O. The product, introduced ear- 
lier this yeor in red, bilve, green, black, 
tan, and gray, is said to give complete 
protection to rear floors of automobiles. 

> > > 


WASTE BASKET — The Travel-Basket is 
said to offer the perfect solution to the 
problem of trash disposal in cars or 
trailers. Furnished in two styles, the 
basket is designed to mount under the 
dash or on any flat surface. Special clip- 
on mountings are supplied, permitting 
easy removal for emptying or for use to 
carry small items, it is said. Constructed 
of fibreboard material with lacquered 
finish, the Travel-Basket is available in six 
colors. Michigan Modern Engineering Co., 
Lansing, Mich. 


Spring insert assortment is said to give! 


cars, beginning with 49 models. When the | 


and hard riding which result from metal- | 


contact, according to the man- | 


Mileage Minder is said to enable| 


Driver sets dials | 


| rugged fibre used 


£45 


CURVED HEATER HOSE—A pre-curved 
car heater hose assortment is now being 
offered by Thermoid Co., 300 Whitehead 
Rd., Trenton 6, N. J. The assortment is 
specifically designed to assist the dealer 
in servicing cars that are not serviceable 
with conventional straight heater hose, it 
is claimed. The assortment of 22 pieces is 
said to service 15 of the most popular 
cars. The hose is reinforced by Cordura, a 
tires, it is said. 
Twelve metal connectors are supplied with 
each Thermoid CHH-22 assortment. 

* + * 


in 


TIRE-DEMOUNTING TOOL—A “Safety- 
Lift" Demount Tool for 14-inch and con- 
ventional 


patented tool has been designed pri- 
marily for use in the new 14, 13 and 12- 


| inch shallow well, reduced diameter rims. 


It will work equally well on conventional 
15 and 16-inch rims and tube tires, with 
an added advantage of eliminating tire 


damage, it is claimed. Big Four Industries, | 


5938 Carthage Court, Cincinnati | 
| tough, wipe-clean Elastic Boltaflex face 


Inc., 
12, O. 


JACK — It may take a little more 
pressure than a ballerina’s toe, but this 
car jack is said to be easy to stroke, 
according to the manufacturer, Walker 
Mfg. Co., Racine, Wis. Developed initially 
as original equipment for one of the car 
manufacturers, the No. 300 lifts from the 
side by frame contact, eliminating bumper 
strain and the necessity for an extreme 
high raise. Removable handle is also 
used as a lug wrench and tire tool. 

is 


United Specialities Unveils 
Royaltone Car Polish 

After eight years of laboratory 
and field tests a car polish which 
cleans, polishes and waterproofs in 
one operation has been introduced 
by United Specialties Distributing 
Co., 1035 E, 10th St., Brooklyn 30, 
N. Y. 

The manufacturer claims that 375 





rims hos been added to the | 
Big Four line of automotive products. The | 


hours of severe weather tests re- 
vealed that Royaltone was easiest 
to apply and gave and retained 
the highest gloss with a minimum 
of water spotting. 


LIQUID SURFACER—A liquid coating 
which reputedly doubles the effective 
service life of asphalt surfaces has been 
introduced by Monroe Co., Inc., 10703 
Quebec Ave., Cleveland 6, O. Called 
Black Top Seal, the liquid, a coal tar pitch 
base material, forms a tough waterproof 
surface seal that is impervious to the 
effects of weathering and 
variations, it is claimed. It is also un- 
affected by gasoline and oils. Black Top 
Seal protected area, left, shows little 
gasoline and oil damage after two years 
service, it is said. At right is unprotected 
pavement. 


SEAT COVER MATERIAL—Bolta Foam- 
Quilt, a seat cover material, is said to 
provide the high-style effects heretofore 


| available only through costly tufting and 


quilting processes: A combination cushion- 
ing and covering material, it consists of a 


sheet that is electronically heat-sealed to 
a layer of Bolta Vinyl Foam and a fabric 
backing. The material is said to have all 
of the washable, easy-to-care-for advan- 
tages of regular Boltafiex seat cover ma- 
terials. Bolta Products Division, General 
Tire & Rubber Co., Lawrence, Mass. 
* * * 


Tortion Bar Increases 


Car Safety, Says K & M 


The Guardian tortion bar which 
is said to increase the safety of 
auto operation is described as being 
of simple and compact design. 

K & M Enterprises, Chico, Calif., 
distributors of the device said it 
gives smoother starting, minimizes 
front end dipping and tends to keep 
all four wheels on the road when 
braking, thus minimizes possibility 
of fatal skids. 


MASKING TAPE — Improved masking 
tapes which are said to speed masking 
and reduce cleanup time have been an- 
nounced by Minnesota Mining & Mfg. Co., 
St. Paul, Minn. The tapes, improved ver- 
sions of Scotch brand Nos. 202, 232, 216 
and 236, are known as Magic Touch tapes. 
The new constructions are said to feature 
easier unwind, instant adhesion, and a 
tighter grip on the surface to be pro- 
tected—even under varying temperature 
and humidity conditions. The tapes are 
for two types: Nos. 202 and 232 for air 
dry applications and general shop use; 
Nos. 216 and 236 for bake oven and high 
temperature use. 


temperature | 





WHEEL WASHER —The Perfecto auto. 
matic wheel washer is said to wash and 
clean whitewall or standard tires, as well 
as hubs, by means of jet steam outlets 
and steel brushes. Cars move on a series 
of rollers that eliminate jerks or car strain, 
it is claimed. Track is said to remove any 
danger of car falling into pit. Rickel Cor 
Wash Mfg. Co., 65 S. Tenth St., Harris. 
burg, Pa. 


BATTERIES—A line of storage batteries 
featuring Silver-Metalex, a storage bot- 
tery grid alloy that is said to combat the 
causes of 82 percent of all battery fail- 
ures, has been introduced by Willard 
Storage Battery Division, 246-286 E. 13lst 
St., Cleveland 1, O. Built into all Willard’s 
Super-Master battery line, Silver-Metolex 
is a patented alloy containing various ele- 
ments, including silver, in proportions 
which offer maximum resistance to posi- 
tive grid corrosion—the basic cause of 
battery failures due to overcharge and 
undercharge, it is deimed. 

* * 


OlL FILTERS — A line of Refilco 
“Premium-Pack" oil filter replacement 
cartridges that are guaranteed for 5,000 
miles or hourly equivalent has been intro- 
duced by Refill Filter Co., 541 Fifteenth 
Ave., Newark 3, N. J. The heavy-duty 
type oil filter is produced in three styles 
— can, sock and micron, for every type 
of engine, gas or diesel, it is claimed. The 
filters are designed with a two-way puri- 
fying action that filters the microsopic 
abrasive particles of metal, dirt and soot, 
it is claimed. Secondly, the filtering 
medium is said to absorb the contaminants 
in the crankcase oil yet does not affect 
or remove the special additives or deter- 


gents. 
* * 


Travel-Desk for Cars 


Fits Under Dashboard 


A Travel-Desk for making notes, 
holding maps, papers or records in 
an auto has been introduced by 
General Industrial Co., 5742 N. Els- 
ton Ave., Chicago, Ill. 

The company said that it fits un- 
der the instrument panel, held by 
an arm and clamp, and swings out 
for use. 
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By Martin L. Whitmyer 
Staff Writer 
A record number of newspapers 
throughout the country will be 
ysed to launch the 1957 Dodge ad- 
yertising campaign, Wendell 
Moore, Dodge assistant sales man- 
ager-advertising and sales promo- 
tion, said 
models make their debut Oct. 30. 
“More than 4,000 papers, in- 
cluding every important daily 


across the nation, will carry ad- | 


yertisements of the 1957 Dodge 
models during October and No- 
vember,” Moore said. “Approxi- 
mately 1,000 of these are in major 
market areas. Smaller dailies and 
important weeklies, totalling 
about 3,000, also will be used to 
convey the story of the 1957 
Dodge. 

The powerful, basic newspaper 
campaign will be augmented, Moore 
declared, by the use of thousands 
of radio and television spot an- 
nouncements, magazine advertise- 
ments in full color and commer- 
cials on the two Lawrence Welk 
television shows. 

Outdoor and transportation ad- 
yertising will complete the 1957 
Dodge advertising lineup. 


Standard Members Join OAI 


Through action taken by the ex-| 


ecutive committee of Standard Out- 
door Advertising, Inc., a number of 
leading outdoor advertising oper- 
ating companies in the nation will 
become members of OAI, the me- 
dium’s national sales and promo- 
tion organization, effective Nov. 1. 
OAI will absorb the promo- 
tional activities formerly per- 
formed by the Standard organi- 
zation, which was formed in 1946 
to help promote the medium. 
Ownership of Standard passes to 
John Donnelly & Sons, Inc., of 
Boston, for that company’s sole 
use. 
The addition of the new mem- 
bers, it was stated, will enable the 
industry’s national sales organiza- 
tion to expand substantially its 
services to advertisers and agencies 
as well as to members of the in- 
dustry. 


McGrady in New Post 


In a move to keep up with the 
expanding automotive activities in 
Toledo, Norman, Craig & Kummel 
advertising agency has appointed 
L. J. McGrady as resident account 
executive for Willys and other 
accounts. 

McGrady formerly was with 
Electric Auto-Lite Co. 


Sioux Falls Promotion 


The Sioux Falls Argus-Leader 
will publish an automobile show 
section on Sunday, Nov. 18, in con- 
junction with the 58th Annual Au- 
tomobile Show. 

The show, which is being held 
at the Sioux Falls Coliseum Nov. 
21-25, is sponsored by the Sioux 
Falls New Car Dealers Assn. 


* * * 


3 AMC Ad Changes 


John H. McGuckin has been pro- 
moted to the newly created position 
of automotive merchandising man- 
ager of American Motors Corp., it 
Was announced last week by Fred 
W. Adams, director of automotive 
advertising and merchandising. 

At the same time, Adams an- 
nounced the appointment of C. T. 
Ferguson as assistant merchan- 
dising manager in charge of Hud- 
Son and Ronald McCulloch as 
assistant merchandising manager 
in charge of Nash. 

in his new position McGuckin 
will supervise all merchandising 
and sales promotion programs for 

bler, Nash and Hudson auto- 
Mobiles. Formerly sales training 
Supervisor of Nash, McGuckin 
joined the company in 1937. 
Ferguson, for the past 17 months 
training manager of Hudson, 
ed the company in 1949. Me- 
Culloch, in charge of dealer- 
Merchandising programs at Nash 
the past year, joined Nash in 


* * + 

Names 
David R. Goldsberry, Barberton, 
» has been named assistant ‘man- 


Affecting Factories and Dealers .. . 


Auto Advertising 


D. | 


last week. The new | 


| rence, who has been made zone 
| manager at Norwood, O. Izard had 
|been assistant zone manager at 
| New Orleans since 1953. 
| + * + 

James R. Telisky has been ap- 
pointed media director of the De- 
| troit office of Geyer Advertising, 
|ager of advertising for Wooster|Inc. Previously, Telisky had been 
Rubber Co., Wooste-, O. He for-| with the media department of 
merly was affiliated with Seiberling | Campbell-Ewald. 
Rubber Co., Barberton, as manager . 8 +8 
| of public relations. Albert C. Mixer has joined Grant 

* * * Advertising, Inc., Detroit, as a copy 

| Lee Hackley has been named to) writer in the radio-TV department, 
| the Chicago sales force of Parade|He formerly was with Marvin 
magazine. For the past two years| Hahn, Inc., Birmingham, Mich. 
| had been associated with | * 6's 
| McGraw-Hill Publishing Co. in Chi-| Robert A. Wilcox has been ap- 
| cago. pointed to the production depart- 
William Clark  ? ‘ment in the Los Angeles office of 


has been named aS| Batt Bart D ‘ - 
| financial editor of the Chicago a” Te me Se 


| Tribune. Clark succeeds Philip e ss 

| Hampson, who has been appointed! Arthur Herzman has been named 
executive director of the Robert R.|an account executive in the Los 
McCormick Charitable Trust and) Angeles sales office of Outdoor Ad- 
assistant secretary of the Robert R.| vertising, Inc. 

| McCormick Foundation. Hampson we ie 

| had been financial editor and Clark Neville Maniguy has been named 
| assistant financial editor since 1952.| consulting vice-president of John 
. ss | Marshall Ziv Co., Chicago. He for- 
Jack Izard has been named as-|merly was assistant to the presi- 


ager of Chevrolet. He succeeds Ross} Chicago. 
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sistant national advertising man-| dent of Henri, Hurst & McDonald, | 





Grid Stars View ‘57 Ford— 


| Star members of the Detroit Lions football team were on hand to greet visitors at 

introduction-day festivities at Stark Hickey Ford, Inc., Royal Oak, Mich. Gathered 
around a new Fairlane 500 are, from left, Ed Schoenherr, dealership president; Lion 
| Halfback Don Mcilhenny, Fullback Leon Hart and Halfback (Hopalong) Cassady. 





You can sell the world’s safest, smoothest 


braking power to all 


Bendix-Westinghouse Kits make 
Conversion to Air Brakes easy! 


It’s an accepted fact with trucking men that air brakes 
are the world’s smoothest, safest stopping power. That’s 
why today so many more trucks of all sizes.are being 
equipped with air brakes. This trend opens up great new 
profit possibilities for you that are easy to cash in on by 
recommending Bendix-Westinghouse Air Brakes for 


your truck customers 


every truck you sell regardless of size. 

Your local Bendix-Westinghouse distributor has a 
complete line of kits designed to meet the specific 
requirements of practically every truck made. See him 
today. He’ll provide you with all the convincing sales 
information you need. And, of course, keep in mind that 
this extra profit is even easier to come by on the heavy 
models which offer Bendix-Westinghouse straight air 
brakes as factory-installed equipment. Either way, 
straight air or kits, you'll profit and so will your customers! 


£ AIR BRAKES 


* BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY « General Offices and Factory—Elyria, Ohio + Branches—Berkeley, Calif. and Okichome City, Okla. 








44 





Improved Front Suspension— 


The front tread of the 1957 Hudson 
has been changed to 59 inches, and the 
kingpin type front suspension has been 
replaced by a steering knuckle assembly 
which pivots on antifriction bearings. This 
makes steering easier and smoother, the 
company said. 


Summerfields Win 
$138,895 Tax Case 
In Sale of Deal 


DETROIT. Postmaster - Gen- 
eral Arthur E. Summerfield and his 
wife have won a $183,895 tax refund 
from the Government by decision 
of Federal Court here. 

The court ruled that the sale of 
Mrs. Summerfield’s half-interest in 
Summerfield Chevrolet Co., Flint, 
in 1948 for 
been taxed as capital gain rather 
than ordinary income. 

The Government had ruled that 
the transfer was not a bona fide 


$440,000 should have) 
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Used-Car Auction Prices 


(Continued from Page 35) 


(6) 4-dr.. $420. °52 Main (8) Ranch 
Wagon, $650. °51 Custom (8) coupe, 
$400; 2-dr., $250; 4-dr., $150; Custom 


(6) 4-dr., $220*; conv., $280, $270*. '50 
Custom (8) 4-dr., $240*, $210, $110; 
Deluxe (6) 2-dr., $190, $150. '49 Custom 
(8) coupe, $110. 

HUDSON—’51 Hornet 4-dr., $200*, 

KAISER—’52 Deluxe 4-dr., $275°*. 

LINCOLN—’53 Cosmopolitan Sport coupe, 
$1,000* (ps). 

MERCURY—’56 Monterey 2-dr., $1,980*, 
$1,875*. '55 Montclair 2-dr., $1,560°. '54 
Monterey 4-dr., $1,055*° (ps). °52 Custom 


$180°. 


2-dr., $630; 4-dr., $530. °51 Custom 4- 
dr., $290. 
NASH—’54 Rambler 4-dr., $820*. °51 Am- 


bassador 4-dr., $110*. 

OLDSMOBILE—’'56 
’52 (88) 4-dr., $430°. 
$210°*; (76) 2-dr., $100* 

PACKARD—’51 Clipper 4-dr., $220*; (200) 
4-dr., $160*. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
780°, $1,760*%; Plaza (6) 2-dr., $1,200. 
"55 Savoy (6) 4-dr., $1,200, $1,090. °54 
Savoy 4-dr., $750. 
$650°*; 2-dr., $420. '52 Cranbrook 4-dr., 
$390; Cambridge 2-dr., $140. °51 Cran- 
brook Belvedere, $230; club coupe, $220. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
160* (ps). '53 Chieftain (8) 4-dr., $675*. 
"52 Chieftain (8) Catalina, $530; 4-dr., 
$360. °51 Silver Streak (8) 4-dr., $330°, 
$160*. ‘50 Silver Streak (8) Catalina, 
$390°. '49 Silver Streak (8) 4-dr., $110*. 

STUDEBAKER ’54 Champion coupe, 
$660. 
"52 Champion 4-dr., $120. 

MISCELLANEOUS—'54 Ford %-ton panel, 
$160. ‘53 Chevrolet 
"52 Chevrolet Delivery sedan, $130; Jag- 


"50 (88) 4-dr., 


uar 4-dr., $990; Henry J 2-dr., $140. "50) 


Willys %-ton pickup, $285. 


PORTLAND, ORE. 


(Portiand Auto Auction. Sale every Tues- | 


(88) Holiday, $2,310°. | 


’53 Cranbrook 4-dr., | 


53 Commander club coupe, $535°. ' 


%-ton pickup, $460. | 





day. Prices are for sale of Oct. 9.) 

BUICK—’'56 Special Riviera, $2,510° (ps). 
‘55 Super Riviera, $2,075* (ps); Century 
Riviera, $2,000* (ps); Special Riviera, 
$1,810*. °54 Century Riviera, $1,590* 
(ps); Special Riviera, $1,250. "53 Special 
Riviera, $850. "52 Super Riviera, $735*, 
$550°. '51 Super 4-dr., $560°, $540°; RM 

| Riviera, $330°. 

CADILLAC—’53 (62) 4-dr., $1,450° (ps). 
"51 (60) Special 4-dr., $1,015*. 

CHEVROLET — '56 Two-ten (8) station 
wagon, $2,130°; Bel Air (8) 2-dr. $1,- 
735; Two-ten (6) 2-dr., $1,700°. "55 Bel 





sale but a transfer of earnings in 
guise of a liquidating dividend. 
Judge Theodore Levin found 
there was evidence that Mrs.) 
Miriam Summerfield was instru-| 
mental in gaining the franchise in| 
1929. 
The judge noted that purchase of | 
her stock was at the insistence of| 
General Motors Corp. that she be! 


eliminated as arn inactive stock-| Ait (8) 4-dr., $1,365; Two-ten (8) 4-dr., 

| . $1,360°, $1,170, $1,145; 2-dr., $1,190; 
holder. Judge Levin ruled that it) “twoten (6) 4-dr., $1,110. "54 Bel Air 
was a bona fide sale. 4-dr., $1,050*; station wagon, $1,025; 














Published 
Every 

30 Days 
In 6 
Regional 
Editions 







In most 
dealerships it is 


Standard Operating Procedure 


to supply every salesman and other 
rE suneh with the 


N.A.D.A. OFFICIAL USED CAR GUIDE- DO YOU? 


This handy, factual Guide is compiled from continuous dealer 
reports to keep abreast of an ever changing market. Insurance 
companies, banks and allied industries find the Guide a handy 
source for automobile information. 


e Average 
Wholesale Value 


e A erage Loan 
‘aes est Coast) 
e Average Retail 


e Identifying 
Specifications 


Quantity Prices on Request 


AUTOMOBILE DEALERS 
oy 


hington 6 


eM We 


Used CAR GUIDE 


aad Wa 2. % 














| 











CHEVROLET—’56 Bel Air (8) Sport coupe, 











oan 

$725*. °52 Super 4-dr., $350*. '51 Special "55 (62) coupe de Ville, $3,415°* (pg, 

2-dr., $225*. '50 Super 4-dr., $245°, 4-dr., $2,900* (ps). '54 (62) coupe q 

CADILLAC—’55 (62) coupe de. Ville, $3,-| Ville, $2,785* (ps). °53 (62) 4-‘i\r., g. 
600* (ps). ’53 (62) coupe, $1,635* (ps).| 415°. '51 (62) coupe, $835*. 

’52 (62) coupe, $1,000°. ’51 (62) 4-dr.,| CHEVROLET—'56 Nomad station wage 

$815°. $2,420*; One-fifty (8) station wa-on, $1, 


850; Two-ten (8) Delray, $1,735*; 2-¢ 


$2,225*; Two-ten (8) Hardtop, $1,845. $1,560, $1,525, $1,520; One-fifty (5) 2-4" 
’55 Bel Air (6) conv. $1,445°; Bel Air $1,390. °55 Two-ten (8) 2-dr., $1,299 
(3) ag gel — gi tee “eh Bel Air (8) 2-dr., $1,150. °54 Bel 4» 
‘ 1,170; ‘o-ten (6) 2-dr., . wes 85*; 4-dr. 
Two-ten 2-dr.. $940°, $875. '53 Bel Air| Bel Air 4-dr., $985*. '53 Two-ten station see. 53 Bel a Folens cone ts . os 
coupe, |$1,060°; 2-dr., $735°; Two-ten| wagon, $905; 2-dr., $675; Bel Air 2-dr.,| 2-dr., $745, $575*; Two-ten 2-cr.. gegq 
4-dr., $730°; One-fifty 4-dr., $470. 52 $870; 4-dr., $695*; One-fifty 2-dr., $585; $660, $475. ‘53 Si Deluxe 4-d: ‘ Sen 
SL Deluxe station wagon, $660. ’51 SL| Business coupe, $400. 51 SL Deluxe Bel| 510 ' 
Deluxe 4-dr., $590; Bel Air, $570°, Setens Air. $465*. CHRYSLER 98 Wine ae $3 
FL Deluxe 4-dr., $365*. 49 SL luxe sOTO —’ ire Dome 4-dr. 1, * — ndsor 4-dr., $345* (pg) 
4-dr., $220, $175, $120; 2-dr., $190; SL “ta. ae ja $335°. » $1,500°/ "51 NY 4-dr., $380° (ps). °50 Windss 
Special coupe, $150. FORD—’57 (500) Victoria, $2,665° (ps), 4-dr., $260. '49 Windsor 4-dr., $200. 
CHRYSLER—’'53 Windsor 4-dr., $715. '52 $2,530*; club coupe, $2,410*; Fairlane| DeSOTO—’'56 Sportsman 4-dr., $2,550*. 5 
Windsor Hardtop, $600*, °49 Windsor (8) 4-dr., $2,340*%; Custom (8) 300 se-| Fireflite Sportsman, $1,945* (ps). ‘52 Cy. 
4-dr., $210*. dan, $2,230°. '56 Fairlane (8) Victoria, tom 4-dr., $360. '49 Custom 4-cr., gig 
DeSOTO—’'54 Fire Dome 4-dr., $1,020*. '50 $2,060*; Country sedan, $2,000*; 2-dr..|; DODGE—’49 Meadowbrook 4-dr., $155. 
Fire Dome Hardtop, $350*. $1,475*; Custom (8) 4-dr., $1,525. '55| FORD—'57 Fairlane 500 Victoria, $2,959 
DODGE—’55 Royal (8) Hardtop, $1,535°. Custom (8) 4-dr., $1,100. '54 Crest (8)| (ps), $2,695*, $2,635*, $2,300; 4-dr., $2. 
’54 Royal (8) Hardtop, $1,370* (ps). sedan, $1,095*; Ranch Wagon, $1,045; 600* (ps); Fairlane Victoria, $2,709 
FORD—’56 Thunderbird, $2,880*; Fairlane Custom (8) 4-dr., $1,035*. °53 Custom Custom 300 4-dr., $2.250*: Custom (6) 
(8) Victoria, $1,895* (ps); Country se- (8) 4-dr., $840*, $680, $635* (ps); 2-dr., 2-dr., $2,335, ’56 Fairlane (8) conv ” 
dan, $2,120; Custom (8) 4-dr., $1,680. $740. °52 Custom (8) 4-dr., $525°. °51 050°: 2-dr.. $1,905* $1,845°*, $1,695" 
‘55 Thunderbird, $2,510* (ps); Fairlane Custom (8) Victoria, $440°; 4-dr., $305*,) (ps) $1,695. °55 Fairlane (8) Cr 
(8) Victoria, $1,850*; Ranch Wagon, $1,- $295; 2-dr., $185. Victoria, $1,620*; conv., $1,550*: Custom 
650, $1,610*, $1,425, $1,420; 4-dr., $1,-| MERCURY — ’'56 Custom station wagon,| (¢) 9-ar "$1 045° $i 030: Main (f 
500; Custom (8) 4-dr., $1,250*, $1,200;| $2,150* (ps). 54 2-dr., $1,035*. '53 2-dr.,| oar g965. 5 cer aa 
Custom (6) 2-dr., $1,125. ‘54 Crest (8) $825*. ’'52 4-dr., $600*. HUDSON — '54 Hornet 4-dr $775*. ° 
club coupe, $1,155*; 4-dr., $1,005, $915;| OLDSMOBILE—’'55 (88) Holiday, $1,850°*. Commos hub ents $190° delet 
Ranch Wagon, $1,040, $1,000; Main (6)| ’'54 (98) Holiday, $1,620* (ps). '53 (88)| _ Commodore clu) coupe, la 
club coupe, $805; 2-dr., $655. '53 Custom Super 4-dr., $980*, $950*; (98) 4-dr.,| KAISER—'51 Deluxe 4-dr., $150 
(8) 4-dr., $980° (ps); Country sedan, $970* (ps). ’52 (88) 4-dr., $710*; 2-dr.,; MERCURY—’55 Monterey coupe, $1,785* 
$910; conv., $850. "52 Crest (8) Victoria,| $580. °51 (98) 4-dr., $515*%; (88) 4-dr.,| ‘54 Monterey 4-dr., $1,485*. ‘51 4-dr, 
$850*, 770°; 4-dr., $680°%; Main (8)/| $385°*. $340*, $180*. '50 conv., $275; 4-dr., $175 
4-dr., $475. ‘51 Custom (8) Victoria,| PLYMOUTH—’55 Savoy (8) 4-dr., $1,020. ’49 club coupe, $125. 
$585, $550°; 2-dr., $400, $320, $310; 4-) "54 Savoy station wagon, $1,005* (ps);| NASH—’'55 Rambler station wagon, §1. 
dr., $350, $340*, $330; Deluxe (8) 4-dr.,| club sedan, $635; Plaza 4-dr., $500. '53 365*; 2-dr., $875, $850. °54 Rambie 
$300. Cambridge Suburban, $595; Cranbrook Country Club, $830*; 4-dr., $S00*. ‘93 
HUDSON—'55 Hornet (8) 4-dr., $1.530*. 4-dr., $570*. "51 Cranbrook 4-dr., $230. Statesman 4-dr., $330*. ‘52 Statesmay, 
‘653 Hornet 4-dr., $830*, ‘52 Hornet 4-dr.,, PONTIAC—'55 Chieftain (8) conv., $1,- 4-dr., $440°. 
$570*. '48 club coupe, $150. | 660°; 4-dr., $1,500* (ps), $1,330°. °54 s Sm 8 88) & i 
LINCOLN —'56 Premiere coupe, $3.485*| Chieftain (8) 4-dr., $855. ‘51 Stiver| OMDSMOBILE — 'a8 (Se) oper 
(ps). ‘55 Capri Hardtop, $2.275* (ps). | Streak (8) 4-dr., $355. 50 Silver Streak|; (23) Super Holiday. §2 015*. 2 at $1. 
MERCURY—'55 Monterey coupe, $1,900, (8) 4-dr., $135°. | go0*: 2-dr., $1 800° $1,775° (ps): De 
$1,810*. °54 Monterey coupe, $1,550*;| STUDEBAKER—'53 Champion 2-dr., $570.| juxe' 2-dr.. §2.020*' (ps), $1,710°. "54 
4-dr., $1.150* (ps); Custom coupe, $1,-| ‘51 Commander station wagon, $350;) (88) Super 4-dt $1,480° (ps); Holida 
365°; 4-dr., $1,225*. "53 Custom 2-dr., coupe, $230*. '50 station wagon, $385. $1,435 ” i 5 y, 
$910°. ‘52 Custom 4-dr., $780*°, $710*;| MISCELLANEOUS—’'55 Ford %-ton pick- a : P ‘ — 
Sport coupe, $750. ’51 2-dr., $445*; club| up, $845; GMC %-ton pickup, $970. ‘54, PACKARD—'53 Clipper 2-dr., $475*, $465* 
covpe, $375. - | Ford 2-tom truck, $770; 1-ton truck. | 52 Clipper 4-dr., $475°. ‘51 Clipper 4 
NASH—'54 Rambler Country Club, $820. $765; Chevrolet %-ton pickup, $715. '53 dr., $215*. 
’53 Statesman Hardtop, $680. "52 Ram- Chevrolet 1-ton pickup, $560, °49 Ford| PLYMOUTH—'56 Savoy (6) 2-dr., $1,400. 
bier station wagon, $535. '51 Ambassa-/| %-ton pickup, $320; Dodge 2-ton truck, | ‘55 Belvedere station wagon, $1,550; 
dor 4-dr., $295*, $230, $210; Rambler! $175. | port coupe, $1,375* (ps); Plaza (6) + 
station wagon, $210. '50 Ambassador 4- ‘ dr., $885, $675. ‘54 Belvedere 4-cdr., $785; 
dr., $160*. DYER IND | Savoy 2-dr., $550. °53 Cranbrook 4-dr., 
OLDSMOBILE—-'55 (88) Holiday, $2,040°, | > ce | $555*, $385. '52 Cranbrook 2-dr., $270. 
$2.020*. 54 (88) Super Holiday, $1,725* | (Dyer Auto Auction, Sale every Friday.| PONTIAC—'55 Star Chief (8) Catalina 
(ps); 4-dr., $1,460*° (ps). "53 (98) Holi-| Prices are for sale of Oct. 5.) $1,610*; Chieftain (8) Catalina, $1,500 
day, $1,320°* (ps); (88) Super 4-dr., $950. (Market about the same as last week ’54 Star Chief (8) Catalina, $1,290* (ps) 
"52 «€98) 4-dr.. $670*°. ‘50 (98) 4-dr.,| with plenty of buyers still around. We | ’53 Chieftain (8) Catalina, $900*; Chiet- 
$420°, $320°; 2-dr., $265*°; (88) coupe.| had a 67 percent sale overall, selling 216 | tain (6) 2-dr., $515. ‘52 Chieftain (8) 
$300°. cars out of 322 offerings—while '57 mod- | 2-dr., $525. ‘51 Silver Streak (5) 4-dr 
PACKARD —'55 (400) Hardtop, $2,165*| els sold 100 percent.) | $535", $430*, $390. 
(ps). "S2 4-dr., $585*°. °51 (200) club| BUICK—’56 Century Riviera, $2,480° (ps); | STUDEBAKER—’'55 Commander 4-dr., $1,- 
sedan, $270°. Special station wagon, $2,600*; Riviera,| 399 (ps). ‘53 Champion 2-dr $530°, '§2 
PLYMOUTH—'54 Belvedere 4-dr., $970*.| $2,175*, $2,095°; 4-dr., $2,265°. 55 RM : ; Champion coupe, 


Commander 4-dr., $245* ; 
$150*. "51 Commander 4-dr., 
| WILLYS—’51 Jeepster, $370. 

(Continued on Page 46, Col. 2) 


'53 Cranbrook station wagon, $830; Cam- | 
bridge 4-dr.. $350. "52 Cranbrook 4-dr., | 
$470; 2-dr., $420. "51 4-dr., $265. | , 
PONTIAC—'54 Chieftain (6) 2-dr., $820.| CADILLAC—'56 (62) conv., $4,080* (ps). 
"53 Chieftain (8) Catalina, $1,000°. °52) = 
Chieftain (8) 4-dr., $480°, $400*; 2-dr., | 
$320°. ‘512 Silver Streak (8) Catalina, | 
$550*; 4-dr.. $360°, $350°. ‘50 Silver) 
Streak (8) club coupe, $360°, $205; 2-| 
dr., $200*. 
STUDEBAKER—'55 President 4-dr., $1,-/ 
370° (ps); Commander 4-dr., $1,000. '53) 
Champion 2-dr., $650. '52 Champion 4-| 


Riviera, $1,685* (ps); Special 4-dr., $1,-| 


275°. 
760* (ps); Riviera, $1,740*°; conv., $1,- _ 
695° 
















dr., $280. "51 Commander 4-dr., $330. 
"50 Champion club coupe, $175. | 
MISCELLANEOUS—’54 Chevrolet %-ton) The Crest of 


pickup, $815. "52 Chevrolet %-ton pickup, | 
$700; Ford %-ton pickup, $525. °51 Chev- | 
rolet %-ton pickup, $400. '46 Chevrolet) 
%-ton pickup, $180. | 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 10.) 
(53s through ‘55s strong—’56s better 
today. Sold 88 cars out of 136 offerings.) 
BUICK—'56 Century 4-dr., $2,100°. °55 
Century Riviera, $1,725* (ps). °54 Super 





Sood Living 
comes to 
Nlew ‘York 


4-dr., $1,195*. °53 Super Riviera, $985*, 
$905*. "52 Super Riviera, $570*, $545*. 
"51 RM 4-dr., $270°, $135°. ‘50 Super 
4-dr., $240°. 

CADILLAC—’'55 (62) coupe, $3,020* (ps); 
4-dr., $2,880° (ps). 54 (62) 4-dr., $2,- 
410° (ps). "53 (62) 4-dr., $1,440° (ps).| 


"51 (60) Special 4-dr., $1,060° (ps), $1,- 
010° (ps). '49 (62) 4-dr., $405°. 

CHEVROLET—’'56 Bel Air (8) 4-dr., $1,- 
720*; Two-ten (8) 4-dr., $1,580°. °55 
Two-ten (8) 4-dr.. $1,210; Two-ten (6) 
2-dr., $1,140, $1,100. '54 Bel Air Hard- 
top, $1,150*, $1,105*; 4-dr., $995° (ps). 
"53 Two-ten 4-dr., $605, $575. °52 SL 
Deluxe 4-dr., $505*, $470, $440, $400. °51 
SL Deluxe Bel Air, $395*; 2-dr., $370°. 
"50 SL Deluxe 4-dr., $280. '49 SL Deluxe 
2-dr., $165, $135. 

CHRYSLER—’53 Windsor 4-dr., $720*. 

DeSOTO—’53 Fire Dome 2-dr., $710* (ps), 
$475* (ps). 

DODGE—'54 Coronet 2-dr., $805*. ’°53 Cor- 
onet conv., $625*; 2-dr., $550°. °51 Cor- 
onet 4-dr., $260*. 

FORD—'57 Custom 
$2,100. '56 Fairlane (8) 4-dr., $1,795° 
(ps); Custom 4-dr., $1,505, °55 Custom 
(6) 2-dr., $1,065, $990, $915. °54 Custom 
(8) 4-dr., $840°, $760°. '53 Main (8) 
Ranch Wagon, $945*; Custom (8) 2-dr., 
$620. ‘52 Crest (8) Victoria, $655°; 4- 
dr., $470*, $390. '51 Custom (8) Victoria, 


JOSEPH MASSAGIIA, Jr., 
President 


CHARLES W. COLE, 
Genera! Manager 













34th Street at 
Eighth Avenue 


(300) 2-dr., $2,305°, 





Hore.. Maramar 


and Bungalows 
SANTA MONICA, CALIF. 


WASHINGTON, D. C. 


JOHN F SCHLOTTERBECK, Manager 







$315*; 4-dr., $250; Deluxe (8) 2-dr., WILLIAM W DONNELLY. Monoger 

$205. °50 Deluxe (8) 4-dr., $165*. °49 

Deluxe (6) 2-dr., $105. . Bond 
KAISER—’51 Deluxe 2-dr., $200. 5 woret Yainte HOTEL 
LINCOLN — ’56 Premiere 4-dr., $3,310° HARTFORD, CONN. 

(ps). SAN JOSE, CALIF. GRIFFITH R DAVIES, Monoger 
MERCURY—’55 Monterey 4-dr., $1,600*. STEEN WEINOLD, Monager 

"54 Monterey 4-dr., $1,140*. ’53 Custom z : 

2-dr., $895*. '51 Custom 4-dr., $310*. . HOTEL 

50 2-dr., $205. HOTEL 
NASH—'5i Rambler Hardtop, $305*. G BEACH, CALIF CINCINNATI, O. 
OLDSMOBILE — ‘56 (98) conv., $2,875* LON ‘ . JOHN SCHEIBLY Manager 

(ps); (88) Hollywood, $2,400* (ps). ’55 ALVIN C. MOEHLER, Monoger 


(88) Super Hollywood, $1,880* (ps). ’53 
(88) Super 4-dr., $940°. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,070. 
*54 Belvedere 4-dr., $700. '53 Cranbrook 
station wagon, $690* °52 Cranbrook 4- 
dr., $315. ’°51 Cranbrook Belvedere, $335. 

PONTIAC—’55. Chieftain (8) 4-dr., $1,- 
375°. ’53 Chieftain (8) 4-dr., $805*° (ps), 
$710. '52. Chieftain (8) 2-dr.; $410*, ’51 
Silver Streak (8) 2-dr., $330*. 


HOTEL Sherwyn 


PITTSBURGH, PA. 


MURREL F VAUGHN, Monager 


nor Park Lane ¥ 


DENVER, COL. = 


HOTEL tt. Rancho 


GALLUP, N.M. 


MARTIN L HANKS, Manager 


Hore. Ppancescan 


ALBUQUERQUE, N. M. 










STUDEBAKER—’50 Champion coupe, $120, FOY D SENN, Manager MILTON J FRAMPTON, Monoger 5 

$100. 4 S 
and in HAWAII... WAIKIKI biltmeore HOTEL 

} OMAHA RICHARD D. SCHOFIELD, Monoger HONOLULU 

amass Fw ae Seman, ~ wer enneveen 2s : ad 
ursday. Prices are for sale o . 1. HEADQUART “| 4 

BUICK—’56 Century Riviera, $2,315* (ps), CHICAGO BOOKING OFFICE 200 E. Welton, DE 7 6344 Ea 
$2,000* (ps). '55 RM Riviera, $1,880* c. 3 
(ps); Century Riviera, $1,650*; Special World-Famed Hotels Teletype Service Television 4 


Riviera, $1,625*, $1,195. '53 Special 4-dr., 
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Some people are buggy babiers... 


It’s astonishing the way Holiday families pamper 
their cars — until you consider the facts behind it... 

The traveling-est, most mobile-minded people in 
America, they outdrive any other big car-owning 
group you can find (last year they clicked off more 
than 12 billion miles), so they naturally make a 
point of keeping their cars in tiptop shape. 

Take tires, for instance. Over half the Holiday 
families buy three or more of them every year. And 
80% buy premium-grade motor oil. Add, too, a 


eS 


- 


potential 9 million spark plugs, 600,000 batteries 
and 21% million oil filters yearly — not to mention 
all the extras they take with their new models! 

Quite a market. And when you advertise in 
Holiday, you talk to them while their minds are on 
one of their favorite subjects—and while they’re in 
a happy, holiday mood! 

Have you joined the distinguished list of auto- 
motive advertisers ...56 in all... who are currently 
sparking their sales in Holiday? 


Mat your bak Customs... trv her jf 


8%; 


“" 
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are standard equipment with the V-8. Two-ten station wagon, $1,180*; Delray, 
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CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 9.) 
(Sold 248 cars out of 444 offerings.) | 

BUICK — ’56 RM Riviera, $2,400* (ps); 
Special 4-dr., $2,345*. '55 RM Riviera, 
$2,040* (ps), $1,940* (ps); Century sta- | 
tion wagon, $2,205* (ps); Special Rivi- | 
era, $1,855* (ps), $1,825* (ps), $1,695* 
(ps); Super Riviera, $1,475*. '54 Super | 
Riviera, $1,500* (ps), $1,400* (ps); RM 
Riviera, $1,455* (ps); Century Riviera, 
$1,450*; Special Riviera, $1,385*, $1,100 
"563 RM Riviera, $1,075* (ps), $835*, 
$795*; Super Riviera, 2 at $950*, $770*; 
conv., $775*; Special 4-dr., $720*. °52) 
Century 2-dr., $515*. ‘51 RM Riviera, | 
$315*; Super Riviera, $300*; Special | 
Riviera, $235* 

CADILLAC—’'56 (62) coupe, $3,785* (ps). 
"55 (62) coupe de Ville, $3,260* (ps); 
coupe, $3,140* (ps). °54 (62) coupe de 


Rambler Adds V-8 Engine— Ville, $2,795* (ps); conv., $2,190* (ps). 
P ‘ ‘ b "52 (62) coupe de Ville, $1,130°; 4-dr., 
A V-8 engine will be available in Ram- $1,095* (ps). 


. . CHEVROLET — ’'56 El Morocco, $2,920* 
bler models for the first time in 1957. (ps); Two-ten (8) station wagon, $1.625; 


It is a 190-horsepower plant which has Two-ten (6) 4-dr., $1,565*; 2-dr., $1,- 

: . . 550. '55 Bel Air station wagon, $1,900*; 
a compression ratio of 8 to 1 and dis- conv., $1,550°; Sport coupe, $i,550°; 4- 
places 250 cubic inches. Two-barrel car- dr., $1,350*; Two-ten (8) 4-dr., $1,400*, 


. : $1,275*; Two-ten (6) Delray, $1,215; 
buretor and dual mufflers and tail pipes 4-dr., $1,195*, $1,075; 2-dr., $1,140°. °54 





For certain profits 


USE... 








AUTHENTIC 


USED CAR 
APPRAISALS 


Current, dependable 
appraisals in a sepa- 
rate edition for your 
trading area. You re- 
ceive a revised Red 
Book every 6 weeks. 
Lists all passenger cars 
since 1947, and trucks 


thru 114 ton capacity 
@ Reliable finance or cash values. since 1949. Includes 


te % the important specifi- 

©@ Average “as is” or wholesale valves. cations, data, and 
@ Realistic average retail valves. insurance symbols, 
together with illus- 


Full year’s service, just $7.00 trated identification of 
: . late models. 






Each issue is complete and contains — 


45 years of leadership bas established the Red Book as the 
national authority for used car and truck appraisals — 
@ powerful sales tool that pays for itself over and over. 


BLUE BOOK 


the only exclusive 


TRUCK APPRAISAL 
MANUAL 


Now in Handy Pocket Size 
YEAR'S SERVICE, $9,00 





An independent, realistic, authentic truck appraisal and idénti- 
fication service—the only one available that includes all 
popular types, regardless of tonnage. The Blue Book contains 
safe, dependable valuations since 1949. Lists also model, motor 
and serial numbers, weights, wheelbase, H.-P. rating, factory 
prices, and other helpful data. Published semi-annually. 


NATIONAL MARKET REPORTS, INC. 


900 S. Wabash Ave. Chicago 5, Ill. 











Used-Car Auction Prices 


(Continued from Page 44) 


$1,010*, $945*; 4-dr., $1,010, $795, $765; 
2-dr., $925*, $680*; Bel Air Sport coupe, 
$1,150*, $1,020*; 4-dr., $915, $900. ‘53 
Bel Air Sport coupe, $900; 4-dr., $800; 
2-dr., $740; conv., $700*; Two-ten station 
wagon, $855*; 2-dr.. $645; 4-dr., $585, 
$545*; One-fifty club coupe, $455. ‘52 
SL Deluxe 2-dr., $530; 4-dr., $525, $480; 
conv., $385. "50 SL Deluxe 2-dr., $230*. 
CHRYSLER—’56 Windsor Nassau, $2,400* 


(ps). '54 Windsor 4-dr., $1,020*. 53 NY | 


4-dr., $755*. '51 Imperial Hardtop, $365* 

DeSOTO ‘54 Fire Dome 4-dr., $1,100*. 
‘53 Fire Dome 4-dr., $695* (ps). 

DODGE—'55 Coronet (8) 2-dr., $1,525*, 
$1,115. '54 Coronet (6) 2-dr., $645*. °53 
Coronet (8) 2-dr., $575; Coromet (6) 4- 
r., $550*. '51 Coronet 2-dr., $280, $215*; 
4-dr., $280. 


’56 Thunderbird, $2,835* (ps); Fairlane 
(8) Victoria, $2,230* (ps), $1,725*; Cus- 
tom (8) 4-dr., $1,580. '55 Fairlane (8) 
Victoria, $1,795* (ps), $1,480*; 2-dr., 
$1,250; Ranch Wagon, $1,555*; Custom 


(8) 4-dr., $1,240*, $1,185; Main (6) 2-| 


r., $995, $950. '54 Crest (8) Crown Vic- 
toria, $1,155* (ps); Ranch Wagon, §$1,- 
125; Custom (8) 2-dr., $860, $850, $790, 
$775; Crest (6) 4-dr., $725; Custom (6) 
4-dr., $715, $645. ‘53 Crest (8) Crown 
Victoria, $870, $685*, $620; conv., $615; 
Custom (8) 4-dr., $595; Country sedan, 
$805; Custom (6) 4-dr., $590; Main (8) 
2-dr., $540. "52 Custom (8) 2-dr., $475; 
Main (8S) 2-dr., $455, $280. ‘51 Custom 
(8) station wagon, $350; 4-dr., $200*. 

HUDSON—'55 Hornet 4-dr., $1,395*; Wasp 
4-dr., $1,135. '53 Wasp 4-dr., $290. 

LINCOLN — '56 Premiere coupe, $3,400* 
(ps). °54 Capri conv., $1,025* (ps). ‘53 
Capri 2-dr., $1,130*. 

MERCURY—’55 Custom 2-dr., $1,440*; 4- 
dr., $1,275. °54 Monterey 2-dr., $1,295* 
(ps), $1,250*%; Hardtop, $1,290*; 4-dr., 
$1,200* (ps); Custom 4-dr., $980*. ‘53 
Custom 4-dr., $800, $715, $695; 2-dr., 
$645*. ‘51 2-dr., $495; 4-dr., $325*, $260, 
$250°. 

NASH—'55 Statesman 4-dr., $1,190*°. ‘53 





| FORD — '57 Fairlane (8) 2-dr., $2,485*. | 


Rambler 2-dr., $805; Ambassador 2-dr., | 
$750*, $700°; Statesman 4-dr., $225. ‘52 | 
Rambler station wagon, $285. ‘51 Ram-| 


bler station wagon, $215. 
OLDSMOBILE ‘55 (98) conv., §2,150* 


(ps); (88) Holiday, $2,125* ‘ps), $1,-| 


890°. °54 (98) Holiday, $1,950* (ps); 
4-dr., $1,590° (ps). ‘53 (88) 4-dr., §$1,- 
125° (ps), $960*°, $760*; 2-dr., $850°, 
$695. "51 (98) conv., $250. 


PACKARD—'55 Clipper 4-dr., $1,675* (ps). | 
PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- | 
860° (ps). "55 Belvedere (8) 2-dr., $1,- | 


325°; 4-dr., $1,300°%; conv., $1,225°; 
Plaza (6) station wagon, $1,270°; 4-dr., 
$1,000; Plaza (8) station wagon, $1,200. 
"54 Belvedere 4-dr., $1,005*, $815, $745°; 
Savoy 4-dr., $785*. "53 Cranbrook Belve- 
dere, $585*; Cambridge 4-dr., $390, $360. 

PONTIAC—'55 Star Chief. (8) Catalina, 
$1,775*, $1,595*. '54 Chieftain (8) 4-dr., 
$935, $900°. ‘53 Chieftain (8) Catalina, 
$940°, $935°; 4-dr., $835° (ps), $565, 
$490°; 2-dr., $800, $595. ‘52 Chieftain 
(8) 2-dr., $405*, $385*. ‘51 Silver Streak 
(8) 4-dr., $520°. ‘49 Silver Streak (8) 
4-dr., $305°. 

STUDEBAKER—'55 Champion 2-dr., $965. 
"54 Champion 2-dr., $1,010*, $575. 

MISCELLANEOUS — ‘55 Chevrolet %-ton 
pickup, $795; GMC \%-ton pickup, $940. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 9.) 

(Market very good on all models. Sold 
153 cars out of 196.) 


BUICK—’55 Super 2-dr., $1,875°. '54 Super | 


2-dr., $1,300*°. ‘53 Super 2-dr., $900°, 
$885°, $880°, $855°. ‘52 Super 2-dr., 
$590°, $410°. ‘51 Super 4-dr., $465°, 
$425°. °50 Super 2-dr., $175. ‘49 Super 
2-dr., $255, $105. 


CADILLAC—'56 Eldorado conv., $4,780°*| 
(ps). °55 (62) conv., $2,975* (ps), $2,-| 


970° (ps). "54 (62) 4-dr., $2,465° (ps), 
$2,300° (ps). "52 (62) coupe, $1,225° 
(ps). "51 (62) coupe, $825° (ps). ‘50 (62) 
2-dr., $785. '46 sedan, $150. 

CHEVROLET—'56 Bel Air (8) 2-dr., $1,- 
880, $1,875, $1,790*; $1,510, $1,400. ‘55 
Bel Air (8) 2-dr., $1,400*°, $1,380*%, $1,- 
100, $1,090. '54 Bel Air 2-dr., $1,000°, 
$825*, $790. '53 Bel Air 2-dr., 2 at $750, 
$745, $575. "52 SL Deluxe Bel Air, $400. 
’51 SL Deluxe 2-dr., $395, $375, $360, 
$350, $145. °35 4-dr., $115. 

CHRYSLER — ‘53 Imperial 2-dr., $580°. 
’52 Imperial 2-dr., $380*. °51 Imperial 
2-dr., $360*. 

DeSOTO—’'52 conv., $490. 

DODGE—'55 Coronet 2-dr., $1,370°. °49 
Coronet 2-dr., $170. 

FORD—'56 Fairlane (8) Victoria, $2,370*, 
$2,005* (ps); Custom (8) sedan, $1,600°*, 
$1,590*; Main (6) sedan, $1,025. ‘55 
Fairlane (8) Victoria, 3 at $1,545*, 2 at 
$1,480*; station wagon, $1,545; Custom 
(8) sedan, $1,110*, $1,055, 2 at $1,025, 
$980, $875, 2 at $850. '54 Crest (8) se- 
dan, $860, $825, $730, $650; Custom (6) 
sedan, $430. '53 Custom (8) sedan, $655, 
$610, $490. "52 Custom (8) sedan, $500*, 
$370. '51 Custom (8) sedan, $400, $300, 
$245, $235, $195, $150. '50 Custom (8) 
sedan, $200. '49 Custom (8) sedan, 2 at 
$235, $170. '38 Deluxe sedan, $410. 

HUDSON—’52 Hornet sedan, $385*,. ‘51 
Hornet sedan, $225*, $170. 

LINCOLN—'56 Capri sedan, $3,570*. 

MERCURY — '56 station wagon, $1,845*. 
"52 Monterey sedan, $510*. '51 Monterey 
sedan, $380. 

NASH —-'55 Ambassador 2-dr., $1,470*; 
Rambler 2-dr., $1,270. '54 Rambler 2-dr., 
$1,010. 

OLDSMOBILE—’'55 (98) Holiday, $2,075*; 
(88) Holiday, $1,720*. °54 (88) Holiday, 
$1,810*, $1,720*, $1,385*. °51 (88) Holi- 
day, $560*. '50 (88) 2-dr., $370*, $340°, 
$190, $170. 

PACKARD—'50 Clipper sedan, $475*. 

PLYMOUTH—'53 Cambridge Savoy, $685, 
$505, $480. 

PONTIAC—’56 Chieftain (8) conv., §$2,- 
180°. ‘54 Chieftain (8) 2-dr., $1,165*, 
$1,100*. °52 Chieftain 2-dr., $500. '50 
— Streak (6) sedan, $170. '47 conv., 
130. 

STU DEBAKER—’'56 Golden Hawk, $1,860*. 
’55 Champion sedan, $1,155*. °54 Cham- 
Pion sedan, $400. ‘53 Champion sedan, 
$440*. '50 Commander sedan, $170. 

MISCELLANEOUS—-’52 Dodge %-ton pick- 
up, $295; Studebaker 1%-ton truck, $430. 





DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 

nesday. Prices are for sale of Oct. 10.) 
(Now that the ball games are over, 
we should be back in business next week. 
Sold 125 cars out of 168 offerings.) 

BUICK—’56 Special 2-dr., $2,105*. 55 Spe- 
cial 2-dr., $1,495, °54 Special 2-dr., $1,- 
100*. ’52 Special 4-dr., $545. ’50 Super 
coupe, $345*. °49 Super 4-dr., $265*, °47 
Special 2-dr., $130. 

| CADILLAC—’53 (62) 4-dr., $1,565* (ps). 
"50 (62) 4-dr., $655*. 

CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
805* (ps). °55 Two-ten (8) 4-dr., $1,090; 
Bel Air (6) 4-dr., $1,025*; One-fifty (6) 
2-dr., $900. ’54 Bel Air 2-dr., $940; 
Two-ten 4-dr., $895. °53 Two-ten 4-dr., 
$685*; Bel Air 4-dr., $675; 2-dr., $640. 
’52 SL Deluxe 2-dr., $425. '51 SL Deluxe 
2-dr., $430, $420, $305; 4-dr., $245*. ’50 
SL Deluxe station wagon, $425; 4-dr., 
$375; 2-dr., $355, $275, $265. '49 SL De- 
luxe 2-dr., $305, $225, $205, $155; 4-dr., 
$225, '46 FM 4-dr., $130. 

DeSOTO—’52 Custom 4-dr., $390. 

DODGE—’53 Meadowbrook 4-dr., $400. 

FORD—'56 Custom (8) station wagon, §$2,- 
075*; 4-dr., $1,510 (ps). ’55 Fairlane 
(8) -conv., $1,475*; 2-dr., $1,050*%; Cus- 
tom (8) 2-dr., $1,435, $1,235. °54 Crest 
(8) 4-dr., $935*; Victoria, $1,160*; Cus- 
tom (8) 2-dr., $740; Main (8) 2-dr., $600. 
"53 Custom (6) 2-dr., $840; Crest (8) 
Victoria, $710; conv., $670*, $580; Cus- 
tom (8) = coupe, $675*; 2-dr., $615; 
Main (8) 2-dr., $620, $515; 4-dr., $545. 
’52 Crest (8) Victoria, $710; Custom (8) 
2-dr., $580*, °51 Custom (8) Victoria, 





$480; 4-dr., $430*, $405, $375, $280, 
$145; 2-dr., $375°*, $355°, $275, $230; 
club coupe, $340; Deluxe (8) 2-dr., $285; 
Custom (6) 2-dr., $400. ’'50 Custom (8) 
2-dr., $505, $450, $275, $245, $225, $150; 
4-dr., $380, $335; club coupe, $405, $330. 


*49 Custom (8) 2-dr., $235*, $220 gy 
4-dr., $150, $140; club coupe, ‘150, 4 

MERCURY—’54 Monterey 4-dr $1,245) 
*52 Custom 2-dr., $595*. '51 ‘ ustom 
dr., $320*. 50 Custom 4-dr., $°35*; chy! 
coupe, $245; 2-dr., $115. 

NASH—’51 Statesman 4-dr., $250; Ran. 
bler 2-dr., $240. 

OLDSMOBILE—’53 (88) 4-dr., $725. » 
(88) 4-dr., $935*%; 2-dr., $755*. ‘51 (8) 
2-dr., $445°*, $425; 4-dr., $395° 

PLYMOUTH — '54 Belvedere 2-:ir., 
$610; Savoy 4-dr., $710*. '53 Cran 
Belvedere, $585; 4-dr., $430; 2-dr., § 
’52 Cranbrook 4-dr., $305. '51 Camb 
4-dr., $205; Cranbrook 4-dr., $275, gma] 
’48 4-dr., $110. 

PONTIAC—'54 Chieftain (8) Catalina, 
175*. ’53 Chieftain (8) Catalina, 
4-dr., $625. '51 Silver Streak (S) 
wagon, $440. '49 Silver Streak (8) 


coupe, $180; 4-dr., $110. 
STUDEBAKER — ‘51 Commander 4-4r, 
$390*. 
WILLYS—’53 station wagon, $37 
MISCELLANEOUS—'53 GMC %-ton pig. 
up, $540; International %-ton Dicks, 
$510. '51 Dodge %-ton pickup, $239, 
FLINT 


‘Flint Auto Auction, Inc, Sale evey 
Wednesday. Prices are for sale of Oct, 16 

(The biggest drop was shown this wee 
on '55s and ’56s. It is our opinion that 
there will be no decided change unty 
there are more cars available. Sold % 
cars out of 151 offerings.) 

BUICK—’56 RM 2-dr., $2,500* (ps), 5 
Century 4-dr., $1,845*%, $1,715*, $1,709 
Special 2-dr., $1,600*; 4-dr., $1,600, * 
RM 2-dr., $1,535* (ps), $1,345; 
2-dr., $1,365°, $1,330°; 4-dr., $1,235; 
Special 2-dr., $1,350°, $1,270°, $1,135" 
$1,100°. °53 Super 2-dr., $810*%; 4-dp, 
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(Continued on Page 48, Col. 3) 


Turning Problems 
Pa into Profits 


PO ..-a column devoted exclusively to the exchan 
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Let’s face it! In the competition for 
public favor, manufacturers have 
improved their cars to a_ point 
where, today, dollar for dollar, little 
remains to influence a_buyer’s 
choice. Yet, even now, many dealers 
are still allowing the name of the 
car they handle to assume a domi- 
nant place in their appeals to the 
public. Quit “hiding your light 
under a bushel’. . . . 


Sell all THREE ...the automobile 
and its performance . . . the man- 
ufacturer and his reputation . . 
THE DEALERSHIPP, ITS FACILI- 
TIES AND SERVICE. 


x * * 


Next time one of those “‘price buy- 
ers” drops into your showroom, 
pitch Carlife at him along with your 
regular new car sales presentation. 
Just include the price of Carlife in 
the “package”. If the prospect 
pushes for a higher trade-in allow- 
ance, offer to shave your price, if | 
he’ll take the deal without Carlife. | 
Surprising how many new car pros- 
pects will forego a few extra trade-in 
dollars for a chance to buy two years 
or 25,000 miles worth of protection 
against major repair bills! 
* . + 
A recent survey of U. S. markets 
reveals that a total of 4,900,000 U.S. 
families . . . or approxiniately one 
out of every 10... are seriously 
considering the purchase of a new 
‘car between now and next February. 
What’s more, almost half of that 
total is in the $5,000 and over in- 
come bracket. That’s a sizeable and 
well-heeled market ...and a natural | 
for Carlife Guaranty sales. 
* * * 


“Mechanical condition’”’ . . . that’s the | 
stopper in many a used car deal. A 
prospect can see the finish, the in- 
terior, the tires, but he can’t tell by | 
looking whether the car is in satis- | 
factory mechanical condition or not. 
And no amount of salesmanship can 
entirely relieve his mind on this score. 
A Carlife Used Car Guaranty can. | 
It protects the buyer for 10,000 miles | 





of practical, 
among authorized Carlife Guaranty Dealers. 


* om ne em: es os 


profitable information and ideas 


or one year against major repair bills 
it builds the confidence that's 
necessary to a sale. And the result! 
Used car selling is easier and more 
profitable for Carlife dealers. 


* * * 
SELLING TIPS FOR CARLIFE DEALERS 


Here’s one that “doubles in brass” 
.. it sells Carlife, builds good-will 
to boot. In a personal letter on 
dealership stationery, notify every 
new-car customer of the specific 
terms of the factory warranty prior 
to its expiration. Urge the customer 
to take advantage of the warranty. 
Suggest that protection beyond the 
warranty ... 21 months or 21,000 
miles .. . is available through the 
dealership Carlife Guaranty Pro- 
gram. It works! Give it a try! 


- * * 


On a national average, 7 out of 10 
Carlife purchasers return to the 
dealership for service for the = 
tion of the Guaranty period . wo | 





TODA’ 


TESTS 


years or 25,000 miles. What’s more, ¢ NOW 


a Carlife customer will spend an 
average of $8.00 on every visit . . 

and under the terms of the Guaranty, 
he must check in for service at least 
once a month. 100 regular Carlife 
service customers will, over the two 


| year Guaranty period, add gross 


sales of $19,200 to your service 
operation. Small wonder that s0 
many Carlife dealers boast service 
absorption factors of well over 100%! 


* * * 


If you’re not satisfied with your 
present level of operations . . - 
new car sales, used car sales, 
parts, accessories or service vol- 
ume... chances are some of the 
ideas aired above can help you. 
If so, drop us a line AT OUR 
NEW ADDRESS and we'll be 
glad to send you full particulars. 


EC lbw 


THE CARLIFE GUARANTY CO. 
9955 Grand River © Detroit 4, Michigan 
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JINEW-CAR DEALERS FIND... 


Nylon Cord Tires 
STRONG SELLING 
FEATURE: 


} TODAY’S NEW-CAR BUYERS ARE SAFETY- 


TESTS PROVE that thefourthingsatirecord must 


CONSCIOUS. They are looking for safety on 
features in the cars they buy. That’s why a 
; nylon cord tires have such a strong sales ~~ 
appeal. They offer the customer extra PAN 
safety .. . surest protection against tire SN’ 
ls failure. NY 
m | 
as do, nylon does best! Nylon gives superior 
: resistance to bruise damage, moisture, 
n heat and flex fatigue. And nylon tires 


ic have proved their superiority on military 
; and commercial planes and on heavy- 
duty trucks. Today, the people whose 
lives and livelihood depend on car per- 
. formance rely on nylon tires—turnpike 
police, professional auto racers, and high- 
speed test-car drivers, for example. 


*, NOW SOME OF AMERICA’S finest cars have 
| nylon cord tires, and Du Pont is prepared 
: to supply nylon tire yarn to meet the 
7 needs of the automotive industry. 


Du Pont produces the nylon fiber. Tire manufacturers 
make nylon cord tires—in tubeless or conventional types. 


REG. U.S. PAT.OFF 


BETTER THINGS FOR BETTER LIVING 
+» THROUGH CHEMISTRY 





ALL NYLON CORD TIRES ARE IDENTIFIED ON THE SIDEWALL... 
AN IMPORTANT SELLING FEATURE 












SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65%) 


We quarantee ‘to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 
For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars .. . and get away from single-item repair orders. 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
Or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

2 2170 South Canal Avenue 
Flash-A-Call Service Control i.7). ‘in-i33, chicoge 8, Ill 











Export Department of Automotive Manufacturer 
requires Department Manager with technical ex- 
perience. Position requires man with following 
qualifications: (1) 10 years practical engineering 
experience; (2) command of at least 5 languages 
in addition to English; (3) minimum of 15 years 
manufacturing experience with foreign automotive 


manufacturer or assembler with at least 3 years 
managerial or administrative experience with au- 
tomotive manufacturer; (4) not over 50 years of 
age. 


Remuneration offers 5 figures. Detailed reply 
should contain sufficient information for us to 
determine whether an interview would be mutually 
advantageous. All replies will be held in strict 
confidence. Our personnel are aware of this ad. 
Send replies to Box No. AN-5, Automotive News, 
Detroit 26. 








Fast-Selling Safety “‘Extra’’... 


Houser's SAFETY DOOR LOCK 





100% EFFECTIVE — xeeps 
children safe while riding 
in rear seat! 








per pair 
ly 2 Styles 
nee Cash in on growing demand for sofety! _—Fit_all — 
DISPLAY Clever HOUSER Safety Door Locks re- “Deer Cars 
4 CARD place rear door handles, prevent open- Ask 
ing from inside. Just SNAP them on in ioc 
minutes. MONEY-BACK GUARANTEE! Order Direct: 


HOUSER ire» 


ENGINEERING & MFG., INC. [dione 
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Used-Car Auction Prices 





(Continued from Page 46) 


$790*, $705*, $660*; Special 2-dr., $755*., 
"52 Special 4-dr., $415. '51 Special 4-dr., 
$330*, °50 Special 2-dr., $150*. 

CADILLAC—’54 (62) coupe de Ville, $2,- 
680*. '50 (61) 4-dr., $425*. 

CHEVROLET — '56 Two-ten (8) Delray 
coupe, $1,725*; 2-dr., $1,485; Two-ten 
(6) coupe, $1,455; 2-dr., $1,280; Bel Air 
(6) Sport coupe, $1,700*. 55 Bel Air (8) 
club coupe, $1,525*; Two-teri (8) 4-dr., 
$1,160, $1,125; Two-ten (6) 4-dr., $1,005. 
’54 Corvette, $1,330*; Two-ten Delray, 
$850, $850*; 4-dr., $690. ’°53 Bel Air 4- 
dr., $710, $600; 2-dr., $665. 52 SL De- 


luxe 2-dr., $215, $190; 4-dr., $280*, '49 
SL Deluxe 2-dr., $135. 

OHRYSLER —’'53 NY club coupe, $685* 
(ps). 

DeSOTO — ’'56 Fire Dome sedan, $2,080* 
(ps). 

DODGE—’52 Coronet 4-dr., $300*. 

FORD — '56 Fairlane (8) 4-dr., $1,860* 
(ps), $1,650* (ps); conv., $1,800*%; Cus- 
tom (8) 2-dr., $1,385; Delivery sedan, 
$1,190. °55 Custom (8) 2-dr., $1,050°*, 


$1,050. °54 Crest (8) club coupe, $1,075; 
Custom (8) 2-dr., $800; club coupe, $800, 





$755; Main (8) 2-dr., $700. '53 Custom 
(8) 4-dr., $655; 2-dr., $650°, $585. °52 
Custom (6) 2-dr., $450*, '51 Custom (8) 
4-dr., $230. 

LINCOLN—’53 Cosmopolitan club coupe, 
$1,000* (ps). 

MERCURY—’55 Monterey club coupe, $1,- 
550°. 

NASH—’53 Statesman 4-dr., $435°*. 

OLDSMOBILE — ‘°56 (88) Holiday club 
coupe, $2,150°, °55 (88) Holiday coupe, 
$1,775*, $1,580° (ps). °54 (88) 4-dr., 


$1,255*. 53 (98) 4-dr., $890. 

PACKARD—’53 Clipper sedan, $380*. °51 
Clipper 2-dr., $220°. 

PLYMOUTH—’55 Belvedere (6) Hardtop, 
$1,130; 4-dr., $1,095*; Plaza (6) 4-dr., 
$775. °54 Belvedere 4-dr., $570°. ‘53 
Cranbrook Belvedere, $565. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,- 
240, $1,000°. '54 Star Chief (8) sedan, 
$1,120*; Catalina, $1,110* (ps); Chief- 
tain (8) 4-dr., $815. °53 Chieftain (8) 
2-dr., $615*; 4-dr., $550; Chieftain (6) 
2-dr., $515. °52 Chieftain (8) Catalina, 
$480*. '50 Silver Streak (8) 4-dr., $170. 

STUDEBAKER—'51 4-dr., $140*. 

MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $525. °37 pickup, $185. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Oct. 8.) 
(Seid 240 cars out of 400 offerings.) 
BUICK—’56 Super Riviera, $2,900* (ps); 
Century Riviera, $2,280*; Special conv., 
$2,015*; 2-dr., $1,835*. '55 Super Riviera, 
$1,595*; Special Riviera, $1,555*. ‘53 
Special Riviera, $775*. '51 Super Estate 
Wagon, $435*; Riviera, $380*. 
CADILLAC—’'56 (62) coupe de Ville, $4,- 
375* (ps); $4,250° (ps); 4-dr., $4,150* 
(ps), $4,110* (ps), $4,000* (ps), $3,925* 
(ps), $3,810* (ps); (60) Special 4-dr., 
$4,260* (ps). ‘55 (62) coupe, $3,020* 
(ps), $2,885* (ps). '54 (62) 4-dr., $2,310* 
(ps). "53 (62) 4-dr., $1,415°*. 
CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
170°, 4 at $2,100*, 3 at $1,920*°, $1,900*, 
$1,735; conv., 4 at $1,900*; Two-ten (8) 
station wagon, $2,150*, $2,100*, $2,050*. 
’55 Two-ten (8) station wagon, $1,680*, 
$1,635*. '54 Two-ten 2-dr., $850. '53 Bel 
Air 4-dr., $725. ‘52 SL Deluxe 2-dr., 
$460. °51 SL Deluxe 4-dr., $205°. ‘50 
SL Deluxe Bel Air, $365. 
CHRYSLER—’56 Windsor 4-dr., $2,340*; 
Hardtop, $2,225*. °55 (300) Hardtop, $2,- 
465*; NY St. Regis, $2,275* (ps); Wind- 
sor Hardtop, $1,885*. °54 NY Hardtop, 
$1,375* (ps). "53 NY 4-dr., $900° (ps); 
Windsor 4-dr., $460* (ps). 
DeSOTO — '56 Fire Dome 4-dr., $2,280*. 
’53 Powermaster 4-dr., $530*. ‘52 Fire 
Dome 4-dr., $270. '50 Custom club coupe, 
. 


DODGE—’56 Royal Sierra station wagon, 
$2,190*. ’55 Custom Royal conv., $1,730*; 
4-dr., $1,620*; Coronet (8) coupe, $1,- 
500*; Royal (8) 4-dr., $1,315*. 

FORD—’57 Fairlane (500) Victoria coupe, 
$2,785*, $2,725*, $2,680°; 4-dr., $2,700* 
(ps); Custom (300) 2-dr., $2,375*. '56 
Country Squire, $2,505* (ps), $2,250; 
Fairlane (8) 2-dr., $1,820*; conv., $1,- 
695°. °55 Country sedan, $1,750, $1,650 
(ps), 2 at $1,620*; Fairlane (8) Victoria, 
$1,500*, $1,440*; Custom (8). 2-dr., $1,- 
160. '54 Crest (8) conv., $1,100*, $1,050*. 
*53 Crest (8) conv., $805. 

HUDSON—’55 Hornet (6) Hardtop, $1,390* 
(ps). '51 Hornet (6) Hardtop, $215*; 4- 
dr., $180°. 

LINCOLN — ’'56 Premiere coupe, $3,600* 
(ps). °55 Capri coupe, $2,350* (ps), $2,- 
325* (ps). "52 Cosmopolitan coupe, $610*. 

MERCURY — '56 Montclair 4-dr., $2,550* 
(ps); station wagon, $1,950*. ’°55 Mont- 
clair coupe, $1,780*; $1,675. ’54 Montclair 
coupe, $1,270*; Monterey 4-dr., $1,195*, 
$1,175. °53 Custom 2-dr., $630. 

NASH—’56 Rambler station wagon, §$2,- 
000*. °'53 Statesman 4-dr., $465. °52 
Rambler Hardtop, $275. 

OLDSMOBILE—'56 (98) Holiday, $2,835* 
(ps), $2,755* (ps); (88) Super Holiday, 
$2,595* (ps). °55 (98) Holiday, $2,200* 
(ps), $2,020* (ps); (88) Super 4-dr., $1,- 
990* (ps), $1,920* (ps), $1,700*. ’54 (88) 
Super conv., $1,475*. °53 (98) Holiday, 
$1,045* (ps); (88) Super 4-dr., 2 at 
$935*, $926*. '51 (88) Super 4-dr., $550*. 

PACKARD—’'55 Clipper 4-dr., $1,390*. ’54 
4-dr., $810*. °51 4-dr., $125*. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,590. 
"55 Belvedere (8) 4-dr., $1,315* (ps), 
$1,240* (ps); Belvedere (6) Sport coupe, 
$1,240. °53 Cambridge 2-dr., $460. °52 
Cambridge club coupe, $295. °51 Cam- 
bridge Suburban, $520; club coupe, $165. 

PONTIAC—’ 56 Chieftain (8) Catalina, $2,- 
375*; 2-dr., $2,050* (ps); Star Chief (8) 
Catalina, $2,185". °55 Star Chief (8) 
Cataline, $1,760*; 4-dr., $1,740* (ps), 
$1,405*. '54 Star Chief (8) conv., $1,250* 


(ps). 
WILLYS—’56 Jeep, $1,505, $1,485, $1,400, 
$1,385. °55 station wagon, $1,325. 
MISCELLANEOUS—’56 Dodge %-ton pick- 
up, $1,100. °55 Chevrolet %-ton pickup, 
| Ned $785. ’37 Chevrolet %-ton pickup, 
120. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 9.) 
(This was the first sale we ever had 


which sold under 50 percent although we 
had a nice selection of cars, Buyers were 
not paying the prices asked for late mod- 
els. Sold 74 out of 159 offerings.) 
BUICK—’'56 Special Riviera, $2,340*, §$2,- 
275*; 2-dr., $2,300*. '55 Special Riviera, 
$1,820*, $1,640*. '54 Special 4-dr., $1,- 
280*. '53 Super Riviera, $760*. '51 Spe- 
cial 2-dr., $200. '50 Special Riviera, $280. 


CADILLAC—’56 (62) club coupe, $4,000* 
(ps). '54 (62) club coupe, $2,575* (ps) 
CHEVROLET—’56 Bel Air (8) 2-dr., $1,- 
730* (ps); club coupe, $1,700*. '55 Bel 
Air (8) 4-dr., $1,400*, $1,165; Two-ten 
(8) 2-dr., $1,300*; Two-ten (6) 2-dr., 
$1,150. '54 Bel Air 4-dr., $1,285, $950; 


2-dr., $1,145; Two-ten 4-dr., $935, $925, 
$835, $750; Carryall, $615. '53 Bel Air 
2-dr., $770; Two-ten 2-dr., $740, $670. 
’52 SL Deluxe 4-dr., $425. 50 SL Deluxe 
2-dr., $180. 

CHRYSLER—’53 Windsor 4-dr., $600. 

— Fire Dome Sport coupe, $1,- 
15*. 


DODGE — '55 Coronet (8) 4-dr., $1,395*. 
’53 Coronet (8) 4-dr., $530; Meadow- 
brook 4-dr., $475*, $425. °51 4-dr., $260. 


FORD—’56 Fairlane (8) Victoria, $1,870* 
(ps). "55 Country sedan, $1,600; Fairlane 


(8) Victoria, $1,550*, $1,515, $1,465; 
conv., $1,140* (ps); 4-dr., $1,185; Cus- 
tom (8) 4-dr., $1,255. '54 Crest (8) Vic- 
toria, $1,070* (ps); Custom (6) 4-dr., 
$755. °53 Custom (8) station wagon, 
$930; 4-dr., $700, $585; Custom (6) 4- 
dr., $650*; 2-dr., $470. '51 Custom (8) 


2-dr., $365, $280; Victoria, $315. °50 Cus- 
tom (8) 2-dr., $305, $125. 

HUDSON—’'56 Rambler 4-dr., $1,550. 

KAISER—’51 4-dr., $115. 

MERCURY—’55 Monterey club coupe, $1,- 
660. °53 Monterey club coupe, $885. ‘52 
Monterey 4-dr., $410. 

NASH—'51 Statesman 4-dr., $150. 

OLDSMOBILE—'55 (88) 2-dr., $1,445*. "54 
(88) 2-dr., $1,515* (ps); Super 4-dr., $1,- 
485*. '53 (98) 4-dr., $985*. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
080. °53 Cranbrook 4-dr., $500, $470, 
$365; 2-dr., $340. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $1,925* (ps); Catalina, $1,715*; 4-dr., 
$1,380. °54 Chieftain (8) club coupe, $1,- 
240°. '53 Star Chief (8) Catalina, $765°, 


$715; Chieftain (8) 2-dr., $640, 2 at 
$630. '52 Chieftain (8) Catalina, $645; 
2-dr., $450. °51 Silver Streak (8) club 


coupe, $375*; 4-dr., $215*. 
STUDEBAKER—’55 Champion sedan, $1,- 
150. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Friday. 

Prices are for sale of Oct. 5.) 

BUICK—’56 Century Riviera, $2,225*, $2,- 
200°. °55 Super Riviera, $1,420° (ps). 
"54 Special 4-dr., $1,235* (ps). "53 Spe- 
cial 4-dr., $580. °51 Special 2-dr., $335. 
*50 Super 4-dr., $175*. 

CADILLAC — '55 (62) Eldorado, $3,900° 
(ps); 4-dr., $2,905* (ps). "52 (60) Special 
4-dr., $1,175* (ps). "51 (62) 4-dr., $810*. 
"49 (61) sedanet, $285°*. 

CHEVROLET — '56 Two-ten (8) station 
wagon, $2,475*; 4-dr., $1,730*, $1,675; 
Bel Air (8) station wagon, $2,325*; 4- 
dr., $2,155°*, $2,100*°. °55 Bel Air (6) 
2-dr., $1,280. °54 Bel Air 4-dr., $985*. 
*53 Two-ten station wagon, $950*; 2-dr., 
$620, $595, $570. ‘52 SL Deluxe sedan, 
$440, $315. 

DODGE—’50 club coupe, 
$195. 

FORD—’57 Country sedan, $2,950*; Ranch 
Wagon, $2,800*; Fairlane (8) 2-dr., $2,- 
680*; Custom 300 2-dr., $2,650° (ps), 2 
at $2,325*, $2,300, $2,225. '56 Country 
sedan, $2,110*; Main (6) Ranch Wagon, 
$1,735, $1,700. '55 Custom (8) 2-dr., $1,- 
210; Main (6) 2-dr., $930. '54 Crest (8) 
conv., $1,140*%; Custom (8) 2-dr., $775. 

HUDSON—’52 Hornet 4-dr., $390*. 

LINCOLN—’'55 Capri coupe, $2,375* (ps). 

MERCURY—’56 Montclair Sport coupe, $2,- 
150°. 

OLDSMOBILE—’'56 (98) Holiday, $3,000* 
(ps), $2,750* (ps). °55 (88) Holiday, $2,- 
125* (ps). '54 (98) Holiday, $1,760° (ps). 
"53 (88) 4-dr., $1,010*. '52 (88) 4-dr., 
$560*. ‘51 (88) Holiday, $435°; 2-dr., 
$315*. 

PLYMOUTH—'56 Savoy (6) 2-dr., $1,000°, 
$995*; Plaza (6) 2-dr., $505, $460. °53 
Cranbrook 4-dr., $585, $500; Belvedere, 


$275. °49 4-dr., 


$500. 

PONTIAC—’56 Chieftain (8) station wag- 
on, $2,200*. '55 Chieftain (8) 4-dr., $1,- 
540°. '53 Chieftain (8) 2-dr., $720*. ’52 
Chieftain (8) 2-dr., $565*. 

STUDEBAKER — ‘49 Commander 4-dr., 


$205. 
WILLYS—’57 station wagon, $2,350; Jeep, 
$1,975. °55 station wagon, $1,130. 
MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $740; Dodge \%-ton pickup, $670. 
* * * 


— Auctions in Brief — 


SYRACUSE 

Syracuse Auto Auction, Sale every Wed- 
nesday (Oct. 10). Today’s sale was simi- 
lar to our anniversary sale although on a 
smaller scale. Most of the cars were very 
clean and activity was fast and furious. 
Percentage of sales was excellent. 

* * * 


INDIANAPOLIS 

Ken Schaefer Auto Auction. Sale every 
Thursday (Oct. 11). Bidding was slower 
this week on average and rough cars, how- 
ever, all clean units readily found new 
homes with prices holding well. Sold 158 
out of 187. 

* * - 


HARRODSBURG, KY. 

Blue Grass Auto Auction, Inc. Sale every 
Thursday (Oct. 11). Market strong on clean 
units. We could have used more of them 
as we sold 80 out of 105. 


* * * 
BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day (Oct. 11). Today’s sale was hot with 
better than 80 percent of almost 200 cars 


sold. Buyer demand was strong. 
* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Oct. 12). Consignors brought 379 cars 
to our sale today and 75 percent were sold 
as the market remained good. Prices on 
a models again experienced a slight de- 
cline. 
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tealer Bemoans Salesmen 


Sell 150 


By Joseph M, Callahan 
Staff Writer 
DETROIT. — “If I can get a 
man who'll sell 150 cars a year 
or me, I'll guarantee him at least 
19000 a year,” says Joe Thomp- 
of Thompson-Knowlson 
(Chrysler-Plymouth). 

Declaring that the shortage of 
salesmen is the greatest 
em in the auto industry 
today, Thompson said, “There’s 
money to be made in this 





Obituaries 


Henry Castlman Thomas; 
Arkansas Dealer Leader 
LITTLE ROCK, Ark. — Henry 
Castiman Thomas, 60, president of 
Thomas Auto Co. (DeSoto- 
Plymouth), died Oct. 16 after a 


brief illness. 
Mr. Thomas had served two 


terms as president of the Arkansas | 
Automobile Dealers Assn. and was} 


a director of the organization for 


12 years. He was a member of the} 


Arkansas Motor Vehicle Commis- 
sion, which was formed by the 
1955 Legislature and later invali- 


dated by the State Supreme Court. | 
He had been in the auto business) 


here since 1919. 
* = = 
Samuel R. McBride 
TORONTO, Ont.— Samuel Robert Mc- 
Bride, 72, founder of McBride Motors, Ltd., 
Ged Oct. 
Ms auto business on Pears Ave. 
and retired seven years ago. 
* * * 


Ernest Blake 
BRADFORD, vVt.—Ernest Blake, 68, 
who operated Blake’s Chevrolet Co. with 
Mis sons until his retirement several years 
ago, is dead. ‘ 
* 


* 
Frank R. Brisley 
COLUMBUS, O.—Frank R. Brisley, 73, 
femer secretary and treasurer of Packard 
Glumbus Motor Car Co., died Oct. 13 in 
4 hospital. 
* * * 
Myron P. Wilson 
WELLSBORO, Pa. — Myron P. Wilson, 
#7, an auto dealer at Stony Fork, Pa., died 
Oct. 10 at Williamsport Hospital. 
* * 


* 
Harry G. Porter 
LANSING.—Harry G. Porter, 83, a me- 
@anic who helped J. D. Maxwell build the 
first Maxwell in 1902, died of a coronary 
thrombosis here. 
. * 
Hugh W. Gorey 
DETROIT.—Hugh W. Gorey, 59, presi- 
dent of Gorey Buick Co. in suburban Grosse 
Pointe, died Oct. 14. He was president of 
the Buick dealers’ association in Detroit 
and was a past director of the Detroit 
Automobile Dealers Assn. In 1955 he was 
@airman of the Detroit Auto Show. 
* * * 
Robert G. Bowen 
WINSTON-SALEM, N. C. — Robert G. 
Bowen, 50, president of Bowen & Matthews 
Motor Co., died here Oct. 8. 
. * * 


Mark Rile Dull Jr. 
MATHEWS, Va.—Mark Rile Dull jr., 
48, Ford export executive, died here Oct. 
1? after a heart attack. Manager of the 
erseas distributors branch of the Ford 
International division, which he joined in 
August, 1949, Mr. Dull had served previ- 
cusly with General Motors and Willys. 
* * * 
H. J. Luckenbill 
ELMIRA, N. Y.—Howard J. Luckenbill, 
51, prominent local auto dealer, died of a 
heart attack Oct. 13 at his home. President 
and treasurer of Luckenbill Motor Co., Inc., 
Mr, Luckenbill came to Elmira in 1940 
ftom New York, where he had been re- 
» Sonal sales manager for Chrysler Corp. 
* * 


* 

O. D. Shook 
LEWISTON, Id.—O. D. Shook, 72, head 
Lewiston Motor Co. (Dodge-Plymouth), 
died Oct. 12 of a heart attack. He entered 
the auto business in Lewiston in 1918, sell- 
Chalmers cars. He had been president 
amd director of the Lewiston Auto Dealers 


5 at his home here. He founded) 
in 1914) 
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Cars; Earn $10,000 


is a dealer in Detroit who has 
more than one or two good sales- 
men.” 

Thompson said most salesmen 
just can’t produce, and that if a 
dealer does get a good salesman, 
he usually turns out to be a prima 
donna — he can’t get along with 
the office girls, the service mana- 
ger or someone else. 

“A little while ago we had a 
guy,” Thompson recalled, “and he 
was pretty good — sold seven cars 
for me in two weeks. But one day 
he couldn’t get a quick appraisal 
and he came crying to me. I told 


|him if he was such an impatient 


hotshot, he should be able to 
appraise the car himself, and he 
walked out.” 

Commenting on his offer to pay 
a salesman $10,000 for selling 150 


' cars, he said his company long has 
| had the policy of giving the sales- 


| 





man 33 percent of the profit and 
nothing else. 

“So,” he said, “this is only 
$67 a car for the salesman on a 
deal with $200 profit in it. If 
we can’t make $200 profit on a 
sale, I don’t think we should be 
in business. 

“If I had the proper sales staff, 
I could have sold another 200 cars 
this year. The business is there. 
As it is, we’re going to move about 
500 cars in this model year. 

“This has been a funny year. 
Usually we sell about two Plym- 
ouths for every Chrysler, but this 
year we've sold 240 Chryslers and 
only 260 Plymouths.” 

When asked if he thought the 
factories could help solve the sales- 


man problem, Thompson said he| 


didn’t know what they could do 
that they haven’t done. 

He explained, “The factories have 
certainly tried. I know Chrysler 
has run a school for salesmen, but 


|the ones they sent out to me just 


were not satisfactory. 

“These 
aren’t willing to work. You hit 
a bad year and they expect the 
dealer to subsidize them. But 
it’s also a bad year for the dealer 
and he can’t do it. 


|who really produces will 





days the guys just | 


35 cars, and he and his partner, V. 
M. Knowlson, sold 14 of them — 
with their five-man staff and 
several transients dividing up the 
remaining 21 sales. 

He said one of his men had sold 
five new and three used cars, 
another had sold three new and 
three used, another had sold four 
new and one used, another one 
new and one used and the remain- 
ing eight cars were sold by a 
variety of fast-moving boys. 

“Frankly,” he said, “I don’t 
know how some of these guys 
live.” 

Thompson said that he had tried 
just about every method imagina- 
ble to develop a sales staff—and 
with practically no success. He said 
that he had tried these methods: 

1. Newspaper advertising. 

“Advertising is pretty futile,” he 
said. “We don’t do much of this 
anymore. All you get is a bunch 
of dried-out drunks and drifters.” 

2. College placement bureaus. 

Thompson stated, “I’ve had my 
best luck at the University of 
Detroit placement bureau. I’ve 
actually got a couple of good 
men this way. They’re usually 
undergraduate or graduate stu- 
dents.” 

3. Offering an override. 


He said that under this system 
anyone wro brings him a salesman 
receive 
$10 from Thompson for every car 
this man sells in the first six 


warm.” 
4. Sales school. 
“We started a sales school here 


|a couple of weeks ago with five | 
guys,” he said, “and before the week 


was over, we had only one man 
left.” 


5. Concentrated promotion. 


Thompson said that at present 
he is using a concentrated promo- 


|tion program whereby a salesman 


gets $1 an hour plus his commission 


|for three hours daily of telephon- 


ing, mailing literature and tagging 


“There's just not enough money | Cars. 


to pay good salesmen these days | 
for the effort required,” he con-| 
the year-to- | 


tinued. “Of course, 
year peaks and valleys in the in- 
dustry have a big bearing on the 
situation.” 
Discussing his 





Goodrich Unveils 
14-Inch Tubeless 


AKRON. — A new tubeless car 
tire, reengineered for better ap- 
pearance, easire ride and improved 


safety performance, has been un- 


veiled by E. F. Tomlinson, president 


of B. F. Goodrich Tire Co. 


The new tire, named B. F. Good- 
rich Deluxe Silvertown, is being 


produced in both 14-inch and 15- 


inch sizes for 1957 cars. 
Both sizes have a new sidewall 


design with narrow whitewall styl- 
ing. The white portion of the side- 
wall, unmarred by lettering of any 
kind, 


is about one inch or more 


smaller in width than the present 
15-inch tire. 












































lrooks Stevens’ Latest Creation— 

This year Brooks Stevens, Milwaukee industrial designer, attended the Paris Auto 
only as a visitor because his sports car project did not materialize in time. The 

"w creation is the “Delta Ex," above, an anticipation for a two door, six-seater 


car. 


One of the new features is the curved pillar of the windshield, giving 


Mester visibility without making access to the front seat more difficult. 





current sales! 
staff, Thompson said that last} 
month his dealership moved only 





6. Personal contacts. 


He said he occasionally comes 
across a salesman by asking 
people about possible salesmen- 
prospects or by just running 


across some suitable young | 
|making the most elaborate plans 


fellow. 
7. Part-time salesmen. 


Thompson commented that he| 
| had just hired two men from near- 


by plants to work evenings and on 


| Saturdays. These men get no floor 


time and are expected to bring in 


| outside business. 





mt pet 
Bim 
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Testing Chrysler Fin Designs— 





Wind tunnel tests at the University of Detroit are being used to show that the rear 
fins on 1957 Chrysler Corp. cars contribute to stability in severe crosswinds at normal 
highway speeds. Greater road-holding stability is said to reduce steering effort by as 
much as 20 percent. Air stream around this scale model is made visible by introducing 
smoke into the wind tunnel. Observing the test are Prof. Kenneth Smith, lower port- 
hele, chairman of the university's aeronautical engineering department, and John 
Staskus, supervisor, Chrysler fluid dynamics laboratory. 





Denver Dealers Compare Views... 


What Buyers Look For 


By Ira R. Alexander 
Staff Correspondent 


DENVER, — Today’s auto buyers 
are more independent, according to 


f llen-Thompson 
months. He added, “We don’t care | Harty Geapeth, of Caee ° 


who the guy is, as long as he’s) 


Co. (Chrysler-Plymouth.) 
“People have more money, and 


Plymouth Dealers 
Boost °57 Orders, 
Sales Chief Says 


DETROIT. — Dealer reaction to 
the 1957 Plymouth can be accur- 
ately gauged in the factory order 
department, Jack W. Minor, sales 
vice-president, said last week after 
returning from a three-week round 
of dealer previews. 


Minor said dealers who previ-| 


ously had been cautious in placing 


|orders were contacting the factory 


by wire and phone after dealer 
meetings to revise their orders up- 


| ward. 


In general, he said, dealers are 


in their history to introduce the 
1957 Plymouth on Oct, 30. Parades, 
showroom parties, special VIP 
showings and other local promo- 


|tions are scheduled, he said. 


Approximately 45,000 salesmen 
will attend product training courses 
on the 1957 models prior to intro- 


Declaring that he also pays these) duction day, Minor said. 


men 33 percent commission, he said, 
“It’s no good giving any salesman 


Plymouth will back up local an- 
nouncement campaigns with its two 


a guarantee or draw. They just | television shows, radio spots, adver- 


lie down.” 
Thompson asserted that one rea- 


|tisements on billboards and in 


newspapers, and in four-color ads 


son auto salesmen do so much mov-| in national magazines. 
* * 


ing around is that dealers are 
always stealing salesmen from one 
another. 

He explained, “Some dealer 
thinks a certain saleman is a 
hotshot, and he gives him some- 
thing to come over and work for 
him.” 

In conclusion, Thompson was 
asked if there was anything else 
he ever did to recruit salesmen. 
He replied: 

“Oh, I sometimes steal them.” 


Show Giveaway 
Set in Baltimore 


BALTIMORE. — Dates have been 
set for the 1957 Baltimore Auto 
Show and plans are already in the 
mill for a give-away of three new 
cars and 2 beauty pageant. 

The show will be held Jan. 19-26 
at the Fifth Regiment Armory, 
with the theme “Holidayland” very 


|much in e vidence. The theme 


emphasizes the thousands of places 
Baltimoreans can drive for vaca- 
tions. 

Application blanks for use in 
obtaining one of the new cars will 
be available shortly at all city 
dealerships. 


Lighting Way for '57— 
Jack W. Minor, Plymouth sales vice- 








chances are they will come to 
you and tell you the kind of deal 
they expect, not ask what kind 
of a deal they can get,” he said. 

“Styling is without a doubt one 
of the most important features to 
today’s buyer. He used to be con- 
cerned with the length of the piston 
stroke, the cubic inches of displace- 
ment and such mechanical features, 
but now he wants luxury interiors 
and special color combinations.” 

Sam Marcus, Marcus Motor Co. 
(DeSoto), said there is a trend to 
station wagons among city dwellers. 

“There has been a remarkable 
increase in the number of station 
wagon buyers in the city, and I 
think it’s because city people want 
a car they can put their families 
into and head for the country,” 
Marcus commented. 

Joe Marsh, of Marsh-Winbush 
Ford, said he had noted a tendency 
of buyers to look for a bargain. In 
speaking along this line he said: 

“People that get what they can 
for the least money are finding 
that they’re usually getting much 
less value also. Outside of that, 
I would say the three things most 
people are looking for in an au- 
tomobile are appearance, value 
and performance.” 

Other Denver dealers said that 
today’s buyers know exactly what 
they want — there aren’t so many 
“price buyers” any more. 

Women dominate in today’s sales 
picture, and consequently style and 
interiors ure most important, they 
said. In body types, the trend is 
toward the hardtop. 


Germany’s Isetta 
Retails for $998, 
Attains 50 MPH 


NEW YORK. — Germany’s latest 
Italian-styled car, built to deliver 
in New York for $998, has been 
shown to the public. The BMW- 
Isetta (Bavarian Motor Works) 
can be parked in 7% feet of space, 
attains speeds of more than 50 
miles per hour and gives 60 miles 
to the gallon. 

Aimed at the economy market, 
but designed to be “elegant and 
modern in appearance,” it is said 
to be the world’s first car with com- 
plete four-way vision. 

The wide, adjustable seat pro- 
vides seating for three persons. 

The Isetta has an all-steel body 
reinforced by a tubular structure 
fixed in a tubular steel chassis. 
Entrance is through a front door, 
which has a safety lock to prevent 
accidental openings. 

The BMW-Isetta will be available 
in several two-tone or solid colors 


president, gives dealers the lowdown on/ with chrome trim. Fadex Commer- 


*57 models during one of special presenta- 
tions staged during three-week, coast-to- 
coast dealer preview. The double 


headlight effect on the new models was 
obtained by moving up the parking light. 


cial Corp. of 136 Liberty St., N. Y., 
sole U. S. distributors of the car, is 
offering free check-ups at 300, 1,000 
and 2,000 miles through a nation- 
wide service organization. 











50 





Chevrolet Sets Record 


For Eight-Month Sales 


DETROIT, — Chevrolet regis- 
tered 1,092,517 cars in the first 
eight months of 1956 to set a new 
record for two-thirds of a year, 
according to R. L. Polk. The 
previous eight-month high was 1,- 
056,362, registered by Chevrolet 
in 1955. 

R. L. Polk also reported that 
Chevrolet continued to lead in 
truck registrations in the first 
eight months of 1956, with 205,- 
446 trucks, compared with 201,- 
166 in the first eight months of 
1955. 
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Ten Are Exclusives ... 


DeSoto Signs 68 Dealers 


DETROIT. — DeSoto has signed 
68 new dealers since May — ten of 
them exclusive, according to A. B. 


Nielsen, general sales manager. 


He said this brings to 149 the 
number of new dealers signed since 
the first of the year and the number 


of DeSoto exclusives to 27. 

The new exclusive dealers are: 
Bob’s Motors, Inc., South Bend, 
Ind.; Fielder DeSoto Sales, Big 


BUMPA-TEL FOR ‘57 





ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


Absolutely no damage to car: May be mounted or dismounted in 
seconds without tools (after original installation which requires about 


30 minutes) 


Now shipping for "57 Ford and Dodge: Shipments for other makes ‘57 
models to start on or before public announcement date: Place your order 


now: Shipments made in same rotation as orders received: 


UNLETTERED $14.00 
LETTERED (Max. 80 Letters) 18.00 
LETTERED & REFLECTORIZED 21.50 
LETTERED ON FULL SCOTCHLITE 26.50 
Add each for turned edge panel 2.00 


All prices F.0.8. Mounds, Ill. 2% off for cash with order: 


Please state make, model and series when ordering. 


Due to the low lines on '57 cars we recommend use of the petite 
(40" x 12") sign and unless otherwise instructed will furnish this size. 


We will accept collect calls 


for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 
WARREN HASTINGS MOTOR COMPANY, INC. 


(Canadian & U. 


Phone SH. 5-9415 


S$. Pats Pending) 


Mounds, Illinois 


ANY MAKE...ANY MODEL...ANY YEAR 
ALL Harvey Adapters Fit Your Present Exhaust 
System ... Single or Dual Tailpipe 





Fa 
Tailpipe Adapters for 
All 1957 Car Models 
Now Available. 


Use Harvey Tailpipe Adapters with any 2” or 22” hose —rubber 
or metal. With 22” hose and Harvey universal lock-sleeve coupler, 
Harvey Adapters are easily and quickly interchangeable, without 


changing hose and fittings. All Harvey adapters and fittings are 
heavy gauge metal and electroplated for year-to-year use. 


















Horvey Dual-exhaust *Y” Harness 
edapts single-outlet per stall 
installations to dual exhaust. 





Esse Me tea Edt 


and HARVEY HEAVY-DUTY HOSE | 


—non-crush, heat resistant, truly flexible— 


the best rubber exhaust hose in the industry... 
and reasonably priced. 


You can’t beat 


HARVEY 
EXHAUST EQUIPMENT 










Spring, Tex.; Carl Dukes Garage, 
North Baltimore, 0.; Town & 
Country DeSoto, Kansas City, 
Kans.; Hedge Motor Co., Brazil, 
Ind.; Karbon Motors, Inc., Man- 
itowoc, Wis.; Pabich Motor Sales, 
Roselle, Ill.; George Thinger Mo- 


tors, Marshalltown, Ia.; J & L. 


Motors, Algona, Ia., and Kurtz- 
man Motors, Worthington, O. 
Eastern zone dual dealers added 
were: Lamar Motors, Inc., Babylon, 
N, Y.; Hollywood-Perkins, Newark, 
Del.; Poquoson Motors, Inc., Po- 
quoson, Va.; Easley Motors, Inc., 
Easley, S. C.; Micol Motor Co., 
Valdese, N. C.; Miller Motor Co., 
Hudson, Mass.; Hamburg Motors, 
Inc., Hamburg, Pa.; L. L. Book 
Motors, Manhein, Pa.; Tappan Mo- 
tors, Inc., North Tarrytown, N. Y.; 
Duffey Motors, Inc., Peekskill, N. 
Y.; County Auto Sales, Jersey City, 
N. J.; Norris, Inc., Bangor, Me.; 
Nickole Sales & Service, Inc., 








| West Chicago, IIL; Crim Truck | 


Seugus, Mass.; Germier-Larrow 
Motors, Inc, Putnam, Conn.; 
Mone’s, Inc., Stoughton, Mass., and 
Ragland Motor Co., Tappahannock, 
Va. 


New dealers in the central zone 
included: Milford Motors, Inc., S. 
Jacksonville, Fla.; Delphos El-Par, 
Delphos, O.; Patterson Motors, EIll- 
wood City, Pa.; Consolaro Bros., 
Culmerville, Pa.; Charles Hoy Co., 
Rogersville, Pa.; Harlow Motor 
Sales, Franklin, O.; Morgan Bros. 
Motor Co., Selma, Ala.; Clarence 
Fox, Inc. Shaker Heights, O.; 
Dutz’s Garage, Mandeville, La.; 
Meridian Motors, Inc., Meridian, 
Miss.; Pace & Sons Motor Sales, 
Burgettstown, Pa.; Youngs Motors, 
Inc., Urbana, O., and Jeffrey Mo- 
tors, Centerburg, O. 

DeSoto-Plymouth dealers added 
in the midwest zone were: Sunny- 
wide Motors, Chicago; Roanoke 
Motor Co., Roanoke, [ll.; Empire 
Motor Co., Grand Junction, Colo.; 
Foster’s Desloge, Mo.; Hiland Mo- 
tors, Albuquerque, N. M.; Mar- 
vin’s Motors, Stillwater, Okla.; 
Dependable Motors, Ames, Ia.; 
Hunter Bros. Motors, Inc., 
Pueblo, Colo.; Central Auto Sales, 





Minneapolis Considers | 


Dealer Code, Licensing 


MINNEAPOLIS. — A new ordi- | 
,to cooperate in code enforcement. | 


nance licensing new-car dealers for 
the first time and providing a code 
for dealers was recommended last 
week by a Minneapolis City Coun- 
cil committee. 

Suggested license fees were $50 
a year for either a new or used- 
ear dealer license, $75 for a com- 
bination license and $15 for each 
extra sales lot. 

The present fee is $34 for used- 
car dealers. 

The recommendation goes to the 
full council for final action Oct. 26. 
There are about 150 used and 50 
new-car dealers in the city. 

Dealers’ representatives at the 
public hearing before the ordinance 


Promotion in Sales 
Given Saunders, 


Browder at AMC 


DETROIT. — American Motors 
has appointed two new assistant 
automotive sales managers, it was 
announced last week by Roy Aber- 
nethy, distribution vice-president. 

Named to the newly created posi- 
tions were M. A. (Jerry) Saunders, 
now assistant sales manager—East, 





G. R. Browder M. A. Saunders 


and George R. Browder, assistant 
sales manager—West. 

Saunders, formerly assistant sales 
manager of Nash, entered the auto 
business in 1938 as manager of a 
dealership in Pittsburgh. He joined 
Nash in January, 1955, as Eastern 
division sales manager. 

Browder, a 39-year veteran of 
the automobile industry, formerly 
was assistant sales manager of 
Hudson, He joined Hudson in 1949 
as director of advertising and mer- 
chandising, having entered the auto 
business in 1917 with Studebaker 
as a sales correspondent. 


Milner Buys 
Kansas City Deal 


KANSAS CITY. — Bill Sullivan 
Chevrolet Co., 1601 McGee St., has 
been sold to R. E. Dumas Milner, 
Jackson, Miss., for a reported price 
of more ‘than $400, 000. 

William J. Sullivan, while selling 
the dealership, retained the real 
estate and gave Milner a five-year 
lease for $150,000. 

Milner owns General Motors 
dealerships in six other cities in 
the South. 








and legislation committee promised 


The new code requires that 
dealers post a $5,000 bond, It 
forbids obtaining customers sig- 
natures on blank papers. 

The code requires that a signed, 
detailed sales contract be furnished 
to each customer stating full pur- 
chase price, including terms, total 
time price and itemized statement 
of insurance coverage and costs, if 
any. Mortgages, liens or previous 
payments due must be noted. 

The code also: 

1. Makes it unlawful for a dealer 
to keep a customer’s title card in 
an effort to compel a sale. 

2. Prohibits dealers from arrang- 
ing with loan companies for “kick- 
backs” on loans arranged for cus- 
tomers. 

3. Bans false or misleading ad- 
vertising and forbids advertising 
any car as being sold by the 
owner at the owners’ address if 
the vehicle actually is not the 
property of the license holder. 
4. Stipulates that new-car adver- 
tisements must indicate whether 
the price includes taxes and 
delivery charges. Used-car adver- 
tising must indicate the complete 
delivered price, exclusive of finance 
and insurance charges and license 
fees. 

5. Forbids sales on Sundays. 
Violations would be grounds for 
license revocation and a fine of 
up to $100 or a workhouse term 
up to 90 days. 


Former U.C. Aides 
Admit Mail Fraud 


HARTFORD, Conn. — Charged 
with mail fraud, two former offi- 
cials of Maple Motors, Inc. (used 
cars), have changed their pleas 
from innocent to guilty in U. S. 
District Court to charges of using 
the mails to sell 11 nonexistent 
ears to fictitious buyers. 

Ben I. Rapoport, 48. former treas- 
urer, and Edward M. Krechevsky, 
23, former salesman for the firm, 
entered guilty pleas to charges 
that they negotiated the reportedly 
fictitious sales by means of a 
scheme which involved sending 
bank payment books to a postoffice 
box instead of to the fictitious ad- 
dresses. 

Sentence was deferred pending a 
probation report. Maximum pen- 
alty on the charges is five years in 
prison and a $1,000 fine. 


Thief Steals °57 Ford 
Before Public Showing 


SALT LAKE CITY. — An auto 
thief set some kind of a record 
here by stealing a 1957 Ford be- 
fore it was publicly introduced. 

The thief took a ’57 four-door 
sedan from the lot of Petty Mo- 
tor Co. a few minutes after it 
arrived from the factory. The car 
was minus hub caps and license 
plates, but no “customer” com- 
plaint was filed. 
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& Tractor Co., Henderson, Tex; 
Fanders Motor Co., Jansen, Nea; B 
Hauser Motor Sales, Inc 
cago; Robbins Motors, Inc. Ros. 
well, N. M.; Row Motor 
Lincoln, DL; Langenfeld Mot 
Sales, Springfield, Ill.; Geyer In. 
plement Co., Sylvan Grove, Kang, 
Moon Motor Sales, Monti 
Minn.; Nordin Sales & S 
Lake Lillian, Minn., and Wondr 
Motor Co., Montgomery, Minn, 
The western zone dealers ; 
cluded: Hoyt Motor Co, realization 
Anchorage, Alaska; L. E. Belcoygpmake 2 § 
Co., Seattle; Barrentine Motor qgand You 
Ontario, Ore.; Torgerson Motor (y formula “s 
Anaconda, Mont.; Gilchrist Moto ble for M: 
S. Tacoma, Wash.; Harrison y,§™aspeth, | 
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plied 5; 


tors, Yakima, Wash.; Miller-Ejj_ Ed Dit 
Motor Co., Arco, Ia.; Fuhrima§ son-in-la' 
Implement Co., Logan, Utah; A, marily th 
tioch Motors, Inc., Antioch, Calit§ ticularly 


and J. T. Lucas, Walnut Creg 


business. 
Calif. a. 
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Consumer aa Report ES 





2 
Gils Magazine households 
surveyed own one or more 
automobiles. Each 100 
Magazine households own 
122.4 automobiles. 
In the car ownership 
Classification, The Elks 
Magazine leads all others 
appearing in the report. 
a 176,014 oars ace fal 
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AUTO-TURNTABLE 4 1 
aoe A : 
2 , bl t! 
Move it : 

anywhere 
PLUG IN! ON! NEL 
In Ce 


Make passersby stop, look, COME IN A 
BUY. Priced within every dealers budget. 
Pit—No Holes. Just plug into nearest 
trical outlet. For indoor or outdoor disp 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


AT 
LAST! 


THE BOOK 
THAT GIVES 


WHOLESALE COSTS 
on NEW CARS 
and EQUIPMENT! 


Now you can know the exact 
Wholesale Cost of competitive 
makes. You'll SAVE many sales 

with this information. 

You'll never want to be without it. 
Send only 62000 for your 1957 Edition § 
a e FREE the 1956 Edition. & 
Free te nana only while supply of 
1956 books lasts, so hurry! 





— 


Auto Costs Publications 
P.O. Box y Oe 17 








| New York 1, Dine. 
Enclosed te alae ae ich oat ae — 
of the 1957 Edition of ne. costs 10. 
Son eke B, Addres 
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»smmen Set Own Policies... 


Case History of a Money-Maker 


that aggressive application of sound 
business maxims will see the firm 
through rough weather — as it has 
in the past. 


aw) 





By Ed Brown | tion of the time-tested formulas 

Staff Correspondent | may vary slightly, they say, the 
NEW YORK. — Mix equal} basic precepts have not changed. 
mounts of two decades of ethical! Above all else, it is still necessary, 
mer relations, long hours|in their point of view, to service Twenty-one years as a Pontiac 
splied by management and thej/and treat the customer honestly,; dealer in the same community 
realization that it is necessary to; fairly and be prepared to stand| have given Myrtle Motors a solid 
make 2 profit in all departments | behind all of claims and guaran-| reputation in the community. 


and you have arrived at the | tees. | In addition, Mrytle has had the 
formula ‘vhich has proven profita- | Throughout the recent past, in| opportunity to build an expanding 
ble for Myrtle Motors (Pontiac), | which many dealers have com-| list of owners. from which salesmen 
Maspeth, Long Island. | plained about losing money, or | constantly cull prospects. Customer 

Ed Dittenfass, owner, and his | barely breaking even, Myrtle Mo-|followup is probably the most 
nan son-in-law, Eli Bloom, believe pri- | tors has continued to uphold its| emphasized of the proven tech- 

§ marily that there is nothing — record for making money in all| niques utilized. 

ticularly new in the automobile | periods. isi i 
business. Although the applica- The feeling at Myrtle Motors is aimee Scar Eten dee 
a. dain |is placed on direct mail, telephone 
}and personal followup of old cus- 
tomers on a soundly aggressive 
basis. 

The dealership features a show- 
room with two glass walls, one of 
which looks over the service recep- 
tion area. The purpose is to facili- 
tate the greeting of all service cus- 
|tomers by the original salesman 
| and management. It also serves as 
an inducement for the customer to 
enter the showroom and “mosey” 
around as he waits for a quick 
lube job or an analysis of his trou- 
bles. 

The psychological effect on the 
customer is considerable when he 
looks over a new model while wait- 
ing to get a detailed account of his 
present automobile’s ailments. 

High-pressure tactics at Myrtle 
are unknown. All the common 
gimmicks and tricks are com- 
pletely avoided by management. 
This feeling is shared by the 
salesmen, most of whom have 
worked a lifetime at this dealer- 
ship, gathering their own cus- 
tomer followings. 

There is no set sales policy which 
everyone is expected to follow. 
Aside from the “sales log,” each 
salesman is permitted to conduct 
his own sales campaign in his own 
way, since his ability in this respect 
is reflected in his past performance. 

The “sales log” is a simple note- 
book in which is recorded each 
customer’s visit, his reactions, the 
presentation and the final followup 
report. This “log” is carefully 
scanned each day for incomplete 
loggings, until each customer has 
been sold or taken out of the run- 
ning. This operation eliminates ex- 
tensive file systems. 

Sales meetings are devoted 
largely to discussions of why deals 
are lost — the feeling being that 
more can be learned about why 
they failed, than why a particular 
sale was successful. 

In addition to a profitable new- 


DeSoto Dealers 
Preview 757s at 


Detroit Showing 


DETROIT. — DeSoto last week 
previewed its 15-car line of re- 
designed and re-engineered 1957 
models for the dealers of the De- 
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the most beautiful 
things in sight 





The Nelmor Corporation of Detroit and Cleveland 
is the largest manufacturer of outside mirrors 
and the leading supplier of original equipment to 
f the automotive industry. Each Nelmor mirror is 
outstanding in appearance, in features, in value. 





NELMOR CORPORATION — 1410 Fisher Building, Detroit, Michigan 
In Canada — NELMOR CORPORATION LTD., 14th St., New Toronto, Ontario 


Lit lTofe 


BOOSTER BATTERY CART 
®@ LOW COST 















@ RUGGED CONSTRUCTION troit region at the Michigan State 
Fairgrounds here. 
@ EASY TO HANDLE Before some 3,000 attending per- 
K @ LIGHT WEIGHT sons, DeSoto officials said dealers 
. * are expected to set a sales record 
4 inch rubber hand grip . . . Rub- win ae en a Ge 





ber grommets for cable clamps 
. . « Curved cross pieces hold 
cables in place when not in use 
. . « 8x15 inch steel platform with 
2 in. sides, holds either 6 or 12 
volt battery safely on cart... 
6x!'/. inch rubber tired wheels 
for easy moving. 


$1 4.90 delivered* 


lowa dealers please add 2'!/% State Sales Tax 
JOHNSON MOTOR COMPANY 
DEPT. 159-92 an ahs 

Lit'l Tote Booster Battery Carts to me at once. 





aims at a greater percentage of the 
total than ever before and estimates 
an even greater penetration in its 
own price group. To this end 
dealers were advised to begin plans 
for increased floor-planning and 
sales staffs. 

In discussing new marketing 
plans, DeSoto officials announced 
new highs in advertising and sales 
promotion expenditures in all 
media. 

Dealers were told that all of the 
cars are lower, longer-appearing 
and roomier than any previous 
models, that the 15 models are a 
record number. The ’57s feature the 
greatest number of internal and 
external changes ever introduced in 
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Name the company’s history, officials said. 

Add A third, lower-priced, slightly 

- smaller series, the Firesweep, was 
announced. 


Se a Re a 
| am sending my check for $14.90 and Lit'l Tote will pay all 
postage. 


‘a Ship C.O.D. and | will pay postman $14.90 plus postage and 
C.O.D. charges. 


Among other highlights of the 
showing were disclosures of in- 
creased horsepower, the new tor- 
sion suspension, triple-range push- 
button transmission and an all- 
weather air conditioning system. 
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Rochester Show Plans 


Custom-Car Exhibit 

ROCHESTER, N. Y. — A side 
exhibit at the annual Rochester 
Automobile Dealers Assn, show 
in January will be a display of 
cars customized by their owners. 

Last winter’s show drew a rec- 
ord attendance partly because of 
a display of hot rods and the 
news stories that resulted, 
according to Ed Schoen, RADA 
secretary. This year’s custom ex- 
hibit will feature winners in a 
contest to be conducted by the 
Democrat and Chronicle through 
its auto editor, William O, Hack- 
man. 





car operation, Myrtle conducts a 
profitable parts business. The astute 
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ager are given credit for much of 
the success in this department. 

The used-car department is 
completely divorced, in regard to 
business management, from the 
remainder of the operation. Two 
mechanics concentrate on recon- 
ditioning, while two salesmen 
spend their time making the 
operation click. 

Only cars which can meet certain 
specifications and requirements are 
retailed; the rest are wholesaled. 
This eliminates high reconditioning 
expense and most customer dissat- 
isfaction, 

A consistent business is the aim 
at Myrtle. In both good and bad 


| periods, the desire is to maintain 
| volume and profit. To date, the aim 
| has been achieved. It is anticipated 


that by the end of this year 
Myrtle’s volume will exceed that of 


business methods of the parts man- | 1955. 
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Ready Now! From... 


Tough, 


NEOPRENE FITTINGS FOR ALL 
1957-MODEL CARS 
WITH TWIN TAILPIPES 


EVERYTHING YOU NEED FROM 
ONE MANUFACTURER ... 


To Eliminate Deadly Monoxide 


Fumes From Your Garage 
& 


Including: 


1. THE NEW “CERTIFIED 1700-250" NEOPRENE TUBING 


IN 3 SIZES. 


2. NEW NEOPRENE FITTINGS, EASY TO HANDLE, AND 
AT HALF THE PRICE OF METAL FITTINGS. 


Handled by Leading 
Automotive Jobbers Everywhere 


Write for Complete Catalogue 


CRUSHPROOF TUBING CO. 


P. O. Box 796 
Cleveland 22, Ohio 


Our New Plant: 
McComb, Ohio 
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U.S. Has 65 Percent of Them... 


95 Million Vehicles in World 


WASHINGTON.—More than 95,-, cles in operation at the beginning 2,361; 


658,761 cars, trucks and buses were 
in operation on the world’s high- 
ways at the beginning of 1956, ac- 
cording to a report issued by the 
Commerce Department’s Business 
and Defense Services Administra- 
tion. 

The figures were compiled by 
BDSA’s automotive division un- 
der the supervision of George R. 
Davis, deputy director, and 
Thomas A, Manning, industrial 
specialist. 

The Western Hemisphere ac- 
counted for 72.3 percent of the reg- 
istrations with a total of 69,461,939 
vehicles. 

United States registrations total- 
led 62,760,395 units, an increase of 
7.1 percent over the 58,589,863 vehi- 


Monroney Report 


Adds 1,225 Pages 
To Auto Records 


(Continued from Page 6) 


out questionnaires, 13,749 said a 
need existed for a Congressional 
study or Federal legislation with 
regard to auto marketing problems. 
* + * 
iy sag questionnaire was answered 
by 8,276 GM dealers, 4,468 Chry- 
sler Corp., 3,849 Ford Motor, 998 
Studebaker-Packard, 871 American 
Motors, 558 others and 92 who did 
not specify their franchise. 

Of these totals, names were 
signed by 6,034 GM dealers, 3,616 
Chrysler, 2,692 Ford, 831 S-P, 734 
AMC, 452 others and 45 “unknown.” 

Besides the presidents of the 
five auto companies and members 
of their executive echelons, key 
witnesses included NADA Execu- 
tive Vice-President Frederick J. 
Bell and members of Congress 
reporting reactions from their 
dealer constituents, 





The O'Mahoney and Monroney 
records range in subject from GM's 
historic pricing policy to the Okla-| 
homa U. football team, from in-| 
tricate discussions of auto financing | 
to Harlow Curtice’s politics (“born | 
a Democrat”), from explanations 
of “phantom freight” to descrip-| 
tions of a new-model suit of 
clothes a deposed dealer said he 
was ordered to buy. 

In short, it’s long and repetitious. 
But its meaty background for the 
Reformation of 1956. 


TERR 


of 1955. The U. S. total was 65 per- 
cent of the world figure. 


The survey pointed out, however, 
that despite record production in 
the U. S. during 1955, the Western 
Hemisphere’s percentage of world 
registrations slipped from 74 per- 
cent to 72.3. 

Motorcycles were listed sep- 
arately and were not included in 
the 95 million figure. The world 
total was put at 10,970,175, of 
which 9.47 million are in Europe. 


The world breakdown of regis- 
trations shows 73,020,434 passenger 
cars, 21,863,870 trucks and 781,457 
buses. The accompanying table 
lists registrations by world geo- 
graphical areas. 

Following is a list of passenger- 
car registrations throughout the 
world: 

WESTERN HEMISPHERE— 
Alaska, 39,664; Antigue, 585; Argen- 
tina, 314,185; Bahamas (New Provi- 
dence only), 3,661; Barbados, 4,702; 
Bermuda, 2,978; Bolivia, 6.128; Bra- 
zil, 302,608; British Guiana, 5,246: 
British Honduras, 937; Canada, 2,- 
900.000; Chile, 46,744; Colombia, 
73,137; Costa Rica. 8,700; Cuba 
122,508; Dominican Republic, 6,598; 
Dominica, 140; Ecuador, 4,530; 
Falkland Islands, 125. 

French Guiana, 750; Greenland, 
40; Grenada, 835; Guadeloupe, 4.- 
400; Guatemala, 15,520; Haiti, 4.710; | 
Honduras, 3420; Jamaica, 1,700; 
Martinique, 5,395; Mexico, 273,697; 
Montserrat, 116; Netherlands An- 
tilles: Aruba, 3,656; Bonaire, 70; 
Curacao, 7,960; Nicaragua, 4,050; | 
Panama, 12,677: Canal Zone, 12,648. 

Paraguay, 3,713; Peru, 54,415; 
Puerto Rico, 80,417; St. Kitts and} 
Nevis, 435; St. Lucia, 350; St. Pierre- | 
Miquelon, 58; St. Vincent, 255; Sal-| 
vador, El 12,037; Surinam, 1,438: 
Trinidad, 22,256; United States, 52,-! 
173,234; Uruguay, 51,500; Venezuela, | 
140,268; Virgin Islands, 2,312. Total | 
Western Hemisphere. 56,737,508. 

EUROPE—Albania, 800; Austria, | 
143,054; Azores, 2,037; Belgium, 475,- 
300; Bulgaria, 5,000; Cyprus, 9,062; 
Czechoslovakia, 105,000: Denmark, 
354,783; Faroe Islands, 163; Fin- 
land, 83,700; France, 2,677,300; Ger-! 
many, Western, 1,729,002: Gibraltar. | 
2810; Great Britain, 3,606,700: | 
Greece, 16,308; Hungary, 15,000. 

Iceland, 6,733; Ireland, 132,524: 
Italy, 759,571; Luxembourg, 20,900; 
Malta, 8,500; Monaco, 2,000; Nether- 
lands, 287,600; Northern Ireland, 
84,403; Norway, 121,500; Poland, 
30000; Portugal, 101,000; Rumania, 
6,000; Spain, 110,000; Sweden, 634,- 
000; Switzerland, 279,500; U.S.S.R.,| 
350,000; Yugoslavia, 11,500. Total | 
Europe, 12,171,750. | 

ASIA — Afghanistan, 460; Aden, 





FIC! 


PROSPECT BOOK 
AND 
SALES TRAINING 


MATERIAL 
ALL IN ONE 


That Develops 
1.A Selling Attitude. 
2. A Career in Sales. 


3. Do's and Don'ts of 
Success. 


4.25 Places Where You 
Can Find Prospects. 


5. Proper Methods in 
Handling Demonstra- 
tions and Trade-in Al- 
lowances. 


Your Salesmen Will Bless You for Their Copy of 


“MENTAL ATTITUDE METHODS & MONEY" 


Copies 


$ 5.40 
9.60 
16.80 
= 23.76 
$1 41.76 


California Firms 
Add Sales Tax 


Delivery Charges 
Paid if Check 
Sent With Order 


AUTO SALES AIDS 


654 So. Westlake Ave., Los Angeles 57, Calif. 





Arabia, 16,500; Bahrein Is- 
lands, 1,120; British North Borneo, 
845; Burma, 11,250; Ceylon, 55,083; 
China, 20,000; Formosa, 4,000; Hong 
Kong, 16,902; India, 159,788; Indo- 
china, 37,400; Indonesia, Republic 
of, 62,000; Iran, 29,090; Iraq, 16,340; 
Israel, 17,355. 


Japan, 148,200; Jordan, 3,568; 
Korea, Republic of, 2,862; Lebanon, 
22,578; Macau, 300; Malaya, 55,722; 
Pakistan, 26,495; Philippine Islands, 
51,511; Palestine, not available; 
Sarawak, 745; Singapore, 41,332; 
Syria, 12.350; Thailand, 27,300; Tur- 
key, 28,879. Total Asia, 872,336. 

OCEANIA — Australia, 1,419,732; 
Cook Islands, 45; Fiji Islands, 3,454; 
Guam, 7,731; Hawaii, 153,366; New 
Caledonia, 2,604; New Guinea—Pa- 
pua, 2,229; New Zealand, 374,000; 
Samoa, 65; Society Islands, not 
available; Trust Territory, 114. To- 
tal Oceania, 1,963,340. 


AFRICA— Algeria, 95,000; Angola, 
14,512; Belgium Congo, 25,470; Brit- 
ish East Africa, 70,684: British 
Somaliland, 100: British West Af- 
rica: Gambia, 361; Gold Coast, 13,- 
700; Nigeria, 17,500; Sierre Leone, 
3.300; Canary Islands. 5,285; Cape 
Verde Islands, 118; Egypt, 70,100; 
Eritrea Ethiopia. 9,247; French 
Cameroons, 5,450; French Equi- 
torial Africa, 5,900; French Somali- 
land, 629; French West Africa, 21,- 
890; Liberia, 1,649; Libya, 5,415. 

Madagascar, 13.475; Maderia, not 
available: Mauritius, 5,800; Mo- 
rocco, 110000; Mozambique, 16,482; 
Nyasaland, 3.915: Reunion Island, 


7,000; Rhodesia (North and South), | 


69,894; St. Thomas Principe, 89; 
Seychelles Islands, 197; Somalia, 
1,320; Sudan, 7,025; South West 
Africa, not available: Togoland. 
310; Tunisia, 34,400; Union of South 
Africa, 639,283. Total Africa, 1,275,- 
500. 


World Motor Vehicle Registrations 


Jan. 1, 1956 











Passenger 
Country Cars Trucks Buses Total 
IED sichicb lind cekiiuivieiunsensstimioeieed 2,900,000 918,000 13,000 3,831,000 
SE TOUOOD. sccsescirvenvesvecsvisese 52,173,234 10,331,912 255,249 62,760,395 
Other Western 
BOUND sccnceicsssssesicsoienies 1,664,274 1,103,616 102,654 2,370,544 
———— ————S 
Total Western 
Hemisphere ...................... 56,737,508 12,353,528 370,903 69,461,999 
SEED iincorsessiceecvststuiustumnusnesrieiiee 12,171,750 6,956,671 243,280 19,371,791 
SII Uitichictlaccdinstosoiinasivcvenndbeecatids 872,336 1,212,231 141,880 2,226,447 
MIIINED, «| cccavncouvereniecentteassctteuedioe’d 1,963,340 809,653 3,681 2.776,6%4 
SED erisisvigienneciiasiieneninnnvon 1,275,500 531,787 21,713 1,322,000 
PED OIE Becicccncdvindisseressns 73,020,434 21,863,870 781,457 95,658,761 


U.C. Promotion Adds 
12 Sales Per Dealer 


NEW YORK. — “Operation 
Demonstration,” a three-day used- 
car promotion sponsored last month 
by NADA and Look, enabled the 
average participating dealer to sell 
12.4 more cars for a total of $9,920, 
according to a Look survey of 203 
of the 1,500 participating dealers. 


The magazine also reported 
that the promotion proved to be a 
bonanza for newspapers since 


new-car dealers ran 343,473 lines | 


of advertising to promote “Opera- 
tion Demonstration.” 


Most of the ads noted that the 
franchised dealers backed every 
used-car with a “warranty based 
on quality, dependability and serv- 
ice.” 

The promotion was designed to 
encourage consumers to ask for a 
demonstration before purchasing a 
/new car. It was held Sept. 6-8 to 
|help dealers clear their used-car 
jlots and make way for the 1957 
models. 





Each participating dealer paid 





To Stay in Business, Know Costs 


BILOXI, Miss. 
much it costs to sell a car if you 


President Carl E. Fribley advised 
Alabama dealers here at their 2ist 
annual convention today ‘Oct. 22.) 

Fribley, a Cadillac-Pontiac 
dealer in Norwich, N. Y., said it’s 


not enough to train and direct | 


salesmen into productive con- 
tacts, demonstrations and ap- 
praisals, but that a dealer must 
also know his costs. He said the 


undoing of thousands of dealers | 


who were forced out of business 
during the past few years 
occurred because they lacked 
knowledge of their costs. 


“There is no excuse for any 
dealer,” he continued, “no matter 
how small he may be, not to know 
his costs. Four figures from his 


(selling or variable expenses.) This 


, want to stay in business," NADA figure should be divided by the 


number of new cars sold in the 
| year to date. This division will give 
the dealer a per-car selling cost 
which must be added to the factory 
_ invoices.” 


Next, Fribley said, the dealer 
| should deduct gross profits for all 
departments except the new and 
used-car departments from all 
other expenses. He said this fig- 
ure, again divided by the number 
of new units sold in the year to 
date, would give dealers the gen- 
eral overhead cost load per new 
car. 

“Of course,” he continued, “the 
|dealer should take into considera- 
| tion, reduced to a per-car basis, 
|that portion of his general over- 


| 


“Know how directly related to selling costs)|car basis, and “you will have you 
























Contine! 
Ford . 
Lincoln 














Mercury 
$15 for a tie-in promotional kj GENERA 
containing a gaint all-weather b Buick . 

| ner, window posters, windshi Cadillac 
, stickers and suggested newsp Chevrol 
ads. Oldsmo! 

Look estimated that the used§} Pontiac 
| cars sold by the reporting dealers sp COR 
| were worth $800 each, resulting in} packar: 
total sales of $2,013,760 for the 203 Studebs 

dealers. 

The Look-NADA promotion als™ Total C 
|was approved by Chrysler Corp Revised. 
| Ford Motor, Oldsmobile, Nash andi sepotais fo 
Studebaker, which urged their ssepempies 
|dealers to get behind “Operati Hudson 
Demonstration.” 

Look reported that NADA execu- 
| tives were so pleased with the cam- 
paign that arrangements have 
already been made to conduct 
similar promotion next year. 

_ Advance Stamping Moves | CHEVR« 
| DETROIT. — Advance Stampingy DIAMO? 
| Co. has moved its plant here to ex-, DIVCO 

panded quarters at 12025 Dixie Avef DODGE 

FORD . 

GMC .. 

INTER) 

MACK . 

REO . 
true total costs, per car.” STUDE! 

“Dealers are not stupid,” he } wHITE 
asserted. “They have either been WILLY: 
misguided or misled or they don't EI 
know their costs of doing busi- MISC 
ness. 

“Success in the 1957 market willy _ Total 
go to the dealer who builds and Total 
trains a strong aggressive selling U. § 
organization, takes care of his Total 
owners with a clean, friendly, capa- s 
ble, service department. But above Can 
all else, the dealer must know his G 
true total costs of selling a car i ram 
he wants to survive.” Car 

Fribley said that NADA is now U. | 
working on a simple form which 
would enable dealers to compute —. 
their selling costs on a per-caf seats 0 ee 
| Some quickly and efficiently. He i leeeee 


added that the form would be 


statement and four minutes of his| head expenses such as building | Te@4y in several weeks. 


time will give him a good working 


knowledge of this essential infor- | 


mation. 


“The first figure to take from his 
financial statement is all expenses 


NADA Develops 


Personnel Aids 
For Dealers 


(Continued from Page 6) 


the first of the year a labor rela- 
tions service will be made avail- 
able to state association mana- 
gers and NADA members. 

Members of Collord’s committee 
include: James R. Johnson, a 
Chrysler-Plymouth dealer in Hart- 
ford and vice-chairman and NADA 
Director for Connecticut; C. E. 
Webster, a Chevrolet dealer in Cody 
and NADA Director for Wyoming; 
W. R. Bryden, a DeSoto-Plymouth 
dealer in Beloit, and NADA Direc- 
tor for Wisconsin, and William C. 
Davis, a Chevrolet dealer in Bis- 
mark and NADA director for North 
Dakota. 

Charles B. McFee, Richmond, Va., 
is the ATAM representative to the 
committee, and Guy B. Arthur jr., 
Toccoa, Ga., is personnel manage- 
ment consultant. 





equipment, office organization and 
similar overhead costs not covered 
| by revenue from sources other than 
new-car sales. - 

| “Thiscost must be added to the fac- 
| tory invoices to give the dealer his 
|true cost of selling his new car. 
When all of these costs have been 
| figured out the dealer is ready to 
do business.” 

Fribley summarized by advising 
the Alabama dealers to first take 
the factory invoice costs, plus the 
selling costs per new car, plus 
general overhead costs, on a per- 





Sunday Sales Ban 
s 
Upheld in Tampa 

TAMPA, Fla. — Earl B. Sherk, 
38, a Tampa used-car dealer, and 
Bennie Brooks, 35, one of his sales- 
men, were convicted in Municipal 
Court of selling an automobile on 
Sunday in violation of the Florida 
“Sunday blue laws.” 

Presiding Judge Bob Johnson 
fined Sherk and Brooks $10 each. 
They gave notice of appeal to Cir- 
cuit Court and were released on 
bond. 

Sherk was quoted as saying. “I 
intend to make this a test case.” 
Most dealers in new and used cars 
here have agreed not to make sales 
|on Sundays, and one of them insti- 
|tuted the case against Sherk and 
Brooks. 


Women’s Club Gets 
Sponsor Role for 


Calif. Auto Show 


RICHMOND, Calif. — The Rich- 
mon Quota Club, a women's inter- 
national service organization, will 
sponsor an auto show Feb. 15-11, 
with the cooperation of the Rich 
mond Motor Car Dealers Assn. 

The dealers will supply some # 
new models for the main floor of 
the Richmond Memorial Audite 
rium, as well as sports cars an¢ 
other exhibits for other sections oF 
the building. ; 

Doris Tuck, the Quota Club 
show chairman, is office manage 
for Frank A. Gatto Co. (Chrysle' 
Plymouth). She conceived the ide 
of sponsoring the 1957 show, and 
will ask other service organiza- 
tions in the city to cooperate im 
promoting the event. The Quote 
/Club will use proceeds for local 
charities. 

Carrying out the community na 
ture of the show, local amateur 
talent will furnish the entertain- 
ment. ’ 

The dealer committee, apponited 
by William La Baree (Studebaker), 
includes Tony Cortese (Lincoln- 
Mercury), chairman; Bill McNevin 
(Cadillac-Pontiac); Paul Murray 
(Nash), and Bob Miller (Oldsmo- 
bile). 


EEE 
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Car, Truck Output Estimates 
By Automotive News 





PASSENGER CARS 























Week’s Total Is 90,013... 


Car Output Slowed 














53 


turned out a total of 13,280 cars 
last week, compared with 11,497 a 


week earlier. 
* * 


* 
Aes only DeSoto and 
Dodge were back near their 


a (U. S. PRODUCTION ONLY) pre-c h a= ge - er pace, -_ four 
Week Week Jan. 1 Jan. 1 | corporation units Manage im- 
= Bee Sh owe et oe By Changeover Lag |irrnn: side proto 
. , eek, « Ads ober, + mae . , 
0,544 1956 1955** 1956 ToDate 1955** 1956 | ee ik oi was up from 6,- 
—|bMERICAN MOTORS 2,600 1,009 2,586 7,753 133,939 83,422 (Continued from Page 1) 239 units the previous week to 
om SOU sssvesvisevatsencstvonsens 237 796 235 745 «42,817 = 21,094 better than 186,000 cars a week dur-| this month. With 218,539 cars | 7,000 last week; Dodge jumped 
I accssadlneiesiccintstiei 590 213 587 1,706 91,122 51,046| ing the remaining 10 weeks of 1956.| built during the first 15 work | from 3,402 to 3,800; DeSoto hiked 
L701 
44g Rambler... 1,773 *** $1764 «5,302 *** 41,982| The best weekly average of the| days, it is now considered doubt- | its output from 1,135 to 2,000 
7 : year occurred in January when the} ful that the industry will pro- | units, and Chrysler division 
a (ARYSLER CORP, .... 13,820 28,225 11,497 32,451 1,055,947 637,548 |i dustry made an average of just| duce more than 360,000 during | upped its projections from 721 to 
—_ EGON crciescescsressrscoceses 1,020 3,199 721 2,089 138,626 81,596 over 153,000 cars a week. October. 1,020 assemblies. 
re a 2,000 2,795 1,135 3,678 102,351 74,928| The continued decline also | The downward revisions have| American Motors Corp., with its 
kau 3,300 6404 3,402 9,742 247,791 148,834| knocked out any hope the manu- | been brought about by the exten-| Rambler division turning out 1,833 
P Plymouth 2... 7,000 15,827 6,289 16,942 567,179 332,190| facturers had of hitting the origi- | sive retooling and model changes, | units, assembled 2,600 cats ta st 
{ nal goal of 500,000 car assemblies |failure of suppliers to meet| week for a slight gain over the 
FORD on siwcanvenieet ~s 49,372 28,085 89,648 1,781,712 1,237,738 demands from the factories and| previous week’s 2,586 units. 
SEUOONGUN seccscsccscvcsesss BO setv tne 2 6 obsinseinth 1,188 other production difficulties, factory og ay 
a ihsanessitanistcpeont 28,800 38,216 25,340 82,174 1,401,432 1,006,554 Volpe Named spokesmen say. "1493 onlta: Fach up tau Gina 
RR <ctelislsnsdeceicoliooe 900 830 883 2,697 += 30,460 «= 38,221 T oO A dmini ster cemoucn a are 590, and Hudson up from 235 to 237. 
ee 2,250 10,326 1,860 4,771 349,820 191,775 aaa oe Sait re Studebaker also showed an im- 
GENERAL MOTORS.... 39,294 57,498 25,955 83,955 3,189,672 2,421,601 ; leorseente cutout | - § | provement last week, jumping to 
een 2,000 1,424 210 3,439 639,224 430,752 Highway Pr OSTA | former Cutput last week, it was| 2,345 units from the 2,052 of the 
: rought about almost entirely by previous week. 
Cadi ee eeeececceceeeene a nn 200 119,105 115,193 WASHINGTON. — President|Chevrolet, which is rapidly return-| “Truck production totalled 21,648 
Chevrolet ................... 32,300 31,418 25,341 71,601 1,447,357 1,264,530 Felse take eee, = = to its tea woe eee | oni last week, or a 3.1 percent 
a e, ner | The corporation's output last week | ;; nant sie? i 
Oldsmobile .......... 1,970 9,036 197 3,304 513,345 347,343 | public works for Massachusetts, as | totalled 39,294 units, compared with ae came = —s = s aoe 
Se  tiiindnicistiaeit 2,824 12,874 207 «5,411 470,641 263,783 | interim Federal highway adminis-| 24,340 a week earlier. aa the ie baal ta suis “ee 2 280 
IES «, dhkssvedssinetevession 2,345 1,321 2,052 5,732 146,399 73,458 | trator. | Chevrolet jumped its output steaine ; 
Re id yee RE secs 2 een 56,620  13,289| This key subcabinet administra-| from 25,341 units the previous ; . - os 
|tive job was created in the Federal| week to 32,300 last week, while ° 
ee — — oe I Aid Highway Act of 1956. It carries| the other GM divisions were slow Fisher Body to Add 
Total Cars, U. S......... 90,013 137,425 70,175 219,539 6,314,349 4,453,767 | with it new authority and responsi-| in commencing ’57-model output. 10,800 to °57 Payroll 
bility in the highway field. Cadillac didn’t get into produc-| ppTROIT.—“Approximately, 10,- 











**Totals for 1955 include Kaiser-Willys production. 
***Rambler production prior to the start of. the ’57 model run was included in Nash and 

















|the New York Thruway Authority, | only able to assemble an estimated 
}is slated for nomination by the | 200 cars; Buick, which started out- 








Bertram A. Tallamy, chairman of tion until Thursday and then was | 


800 employes will be added to 
|Fisher Body payrolls by Dec, 1,” 
James E. Goodman, general man- 








Hudson output. |President to take over the post in| put caso turned out an esti-| a¢er announced last week. 
January, subject to confirmation by | mated 2,000 cars; Oldsmobile rolled| Wore than 7,000 will be added 
COMMERCIAL CARS the U. S. Senate. off 1,970, and Pontiac led the B-O-P | pefore Nov. 1 and another 3,800 by 
(U. S. PRODUCTION ONLY) Secretary of Commerce Sinclair | Parade with 2,824 units. The previ-| pec. 1, Goodman said. 
Week Week Jan.1 Jan. 1 | Weeks said of the delay in Tal-|ous week saw Buick, Oldsmobile; at the end of the 1956-model 
pang Some Ended Output, To To lamy’s appointment: “His previous and Pontiac build out on ’56 models production schedule Fisher Body 
ies ar te” ea ieee” Bm for him to cocept te appomtment| es As 105i-model production gets 
CHE 6.800 s -model production ge 
ee nnn — oS oe until early next year. So the pres- | FORD division picked up its pace | underway Fisher Body is increasing 
DIAMOND fT .............. 138 os 9% 357 4,403 4,269 | ident, in order that the quickening last week as it jumped output | its employment and by Dec. 1 will 
DEVO enna cecseeeeeeesneee 60 80 60 180 3,073 3,037 | pace of the vast highway program | from 25,955 units the previous week | have approximately 81,200 persons 
ID, iiniiganiphiicshieobei 2,000 1,626 2,002 +«=«5,965 «82,459 +—«71,988 | can be maintained, will appoint Mr. |to 28,800 last week, but the other | employed, Goodman said. 
FORD 5,550 8420 5,512 16,863 295,886 247,505 ne to serve as administrator in| Ford Motor Co. units were slow in| Approximately 1,300 of the new 
GMC 1.645 1,948 1.649 4.636 82.472 73,885 the interim. returning to their pre-changeover | jobs are in the Detroit plants; 5,100 
* ee naan ¥ $ ” etna | schedules. Mercury upped its pro-| in plants in Flint, Pontiac, Lansing, 
INTERNATIONAL 2,745 2,276 2,635 7,867 103,410 111,336 Curtice Cites |jections slightly from 1,860 the|Grand Rapids and Grand Blanc, 
I hia sthds laniesiaaioal 380 270 314 1,014 11,805 15,424 | |previous week to 2,200 last week, | Mich.; 4,400 in Atlanta, oe 
REO . aaa adie 95 98 88 255 4,436 3,202 | while Lincoln moved up from 883|Chicagce, Pittsburgh, Janesville, 
= STUDEBAKER ose $7 nee sen ans?) 1naai| GM Progress on to 900 units. | Wis.; Kansas City, Tarrytown, N. 
he Pe . °° e | Ford Motors’ output totalled |Y.; St. Louis, Los Angeles and 
a ae 345 413 332 1,031 13,002 14,282 British Expansion | $1,954 units last week, com- | Oakland, Calif.; Marion, Ind.; 
t @ WILLYS ................ wee 1,500 1,789 1557 4,547 61,462 50,539 . pared with 28,085 a week earlier. |Cleveland, Hamiltion, Mansfield, 
sj. § MISCELLANEOUS*** 48 55 48 144 2,842 1,956 _LONDON, England. eo Impres- | Chrysler Corp.’s four divisions | and Cincinnati, O. 
sive progress” on GM s expansion 
vill Total Trucks, U. S.... 21,648 26,171 20,996 62,515 1,000,000 892,234| Program in Great Britain was re-| 
ind Total Cars, Trucks, : tice, GM. noeuiioah on the eve of 6 Hik M d ] Share 
ing RR sciatica ccaneabsel 111,661 163,596 91,171 282,054 7,314,349 5,346,001 | }j. departure for the US © Oo e 
his : ie 
Curtice was completing a four- e 
pa.) Total Cars, Trucks, week inspection tour of England | Only Three Makers Build More ’56 Cars than ’55s; 
pve ERE 6,385 5,194 5,781 16,981 387,461 374,811 and the Continent. Ford Motor U in Volume Percent 
hie Grand Total aaa Curtice inspected GM’s Vauxhall | 7 P . 
. Cc 4 Tro k Motors, AC-Deleo and Frigidaire | (Continued from Page 2) 
ars an cxs, | operations in Luton, Dunstable and). P “See , 
- U. S. and Canada....118,046 168,790 96,952 299,035 7,701,810 5,720,812 Hendon before the opening of the identical percentage of production et with 9.42 percent on 672,- 
ic sia ina cod ‘ ; cars a year ago. 
} *Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel London Motor Show. . it attained last year on 278,288 cars. Ch 1 7 di rh built 131,394 
< ie ae He said the company’s program *_ * * oan aS x wes ef the 36 
, , 7 , i , J e 
Hell N.B.: All U.S, totals include cars and trucks for military orders. b~ — Veet Ee car and| P)LYMOUTH — Chrysler Corp.’s| 2 and dropped 0.14 percentage 
be ***Autocar and Sterling are included in White totais. —— eee to “ units an- biggest loser — dropped 1.15) points from a year ago, when it 
nually is “on schedule” and should 





~|be completed by the end of the percentage points from a year ago.| captured 2.23 percent on 159,037 


Aug. Traffic Toll Rises, 


| year. 
Curtice also reported that con- 
|; struction of a 290,000 square-foot 


The setback was sustained on 520,- 
877 cars and 8.27 percent this year, 








plant in the labor-surplus area of 








cars. 
| Deep output slashes at both Stu- 
|debaker and Packard were a big 
|factor in S-P’s loss of %°%4 per- 





But at Reduced Rate Liverpool by the AC-Delco division || centage points from. & year ago. 
was “well under way.” , ° 
Earlier, he had reported the | PACEARSs drop of 0.2% p -reent- 
CHICAGO. — The rising curve|to 6.0—up 3 percent from the 5.8| tual completion of a three-year ex-| @& age points from a yet ago 
h-B of U. S. traffic deaths tapered off| rate for the corresponding period| pansion program in Germany for| jj resulted from a production of 24,- 
@ alittle in August, but the total still | last year. increasing the capacity of GM’s| 805 cars and 0.46 percent, com- 
a went up to mark the 18th consecu-| Forty-seven states reporting |OPel plant to 300,000 cars, trucks | pared witn a 0.75 percent share on 
® tive month of increases, the Na-| their experience for August re- | 27d vans. 54,446 cars & year ago. 
h-@ tional Safety Council reported, vealed 18 with decreases in Earlier, in Antwerp, Belgium, | of Studebaker turned out 76,545 
Traffic deaths totalled 3,600 in| deaths, one with no change and |CUrtice announced that GM Con-|"& ones Ser 150 pease) Oe See aee 
7 Aurust : t : t| 28 with i F : | tinental substantially increased its| ® lost 0.54 percentage points from 
of ugust—an increase of 2 percen with increases. For the eight- 11956 production over 1955, largely|| a year ago, when it assembled 
Over the 3,530 toll in August last| month period, 12 states had de- | Sennen of the eam aaa of 7” $6 125,340 cars for 1.76 percent. 
nd Othe saa — no change and 32 | | illion expansion ramen Te anid American Motors’ output of 99,507 
of t boosted the total for the ~ wempers | output this year would reach 53,000 cars took 1.58 percent of total vut- 
year to 25,350—8 percent higher Cities reporting for August had @ | vohicles : put this year, and was 0.41 per- 
y than for the eight-month period | decrease in deaths of 4 percent, : centage points off ’55, when it 
e year and the largest toll for | compared with the nationwide in- <‘ © . captured 1.99 percent on 141,691 
| the first eight months of any year | crease of 2 percent. For eight Merger Meetings cars. 
3 om eocent, The previous high was | months, these same cities had an eRe 
d in 1937. increase of 5 percent in deaths, rv AMBLER lost the least ground, 
a- e 2 percent rise in August was/ against a nationwide increase of 8 Called by Ch a sler R dropping from 1.14 percent on 
ing the smallest since February of 1955, | percent. DETROIT.— Stockholders’ meet- 81,237 cars during the ‘55 run to 
1a When the upward trend began. Of the 570 cities reporting for|ings of Dodge Brothers Corp. and 1.06 percent on 66,573 cars this year. 
al The Council said that a new rec-| August, 89 showed decreases in|Chrysler Sales Corp. have been Its drop from a year ago was 0.08 
ord death toll of 41,000 to 42,000 for| deaths, 384 had no change and 97/ called for Oct. 24 in legal adver- percentage points. 
- the year still appears to be a cer-|reported increases. For eight | tisements here. Nash lost 0.21 percentage points 
ir nty, unless a sudden improve-| months, there were 196 with de-| According to the notices, stock- from a year ago. The loss was 
~§ Ment in driving behavior takes! creases, 147 with no change and|holders will vote in each instance sustained on production of 22,263 
Place in the final three months of| 297 with increases. on “merger of the . . . corporation| yeg Buick Deal cars and 0.35 percent of total out- 
d year. into Chrysler Motors Corp.” Chrys-| * "era" 54 2. put this year, compared with 0.56 
), Mileage figures are available for Seiten Mita’ ler Corp. said that the meetings} M. V. DeForeest, president, DeForeest| percent on 40,133 cars in ’55. 
-@ only seven months, the Council said. ; é evaker will concern a “redesignation of | Buick Co., Sharon, Pa., was an honor| Hudson dropped 0.12 percentage 
ng Yor that period travel was up 6| Riverside Motors (Willys), Rose- | wholly owned subsidiaries.” guest at the Buick dealer-announcement | points as it built 10,671 cars for 
ye Percent and deaths up 9 percent. burg, Ore., has added the Stude- Chrysler said that it will not af-| meeting in Detroit last week. A dealer|0.17 percent this year, compared 
)- us, the mileage death rate/| baker franchise. Earl Davidson is| fect the operations of the corpora-| since 1905, DeForeest has operated a Buick | With 0.29 percent on 20,321 cars 


(deaths per 100 million miles) rose 


the owner. 


tion and is an “internal matter.” 


dealership since 1907. 


during the ’55 run. 
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Dealer Business Counsel 





Suggestion for Rewriting Accounting Manual: 
Watch Bookkeeping Profit 


By J. B. Van Tassel 
Dealer Business Counsel 
IHERE has been considerable 
discussion by NADA, factories 
and dealers about rewriting the 
Factory Dealer Accounting Manual 
and revising uniform statements. 


Here are some suggestions for 
consideration of those who might 
have something to do with mak- 
ing some of these changes. These 
suggestions are not based on 
theory, but rather on a basis of 
years of experience in our busi- 
ness. 

When you transfer a part, acces- 
sory or labor from one department 
to another, the transaction accord- 
ing to most factory dealer account- 
ing systems is classified as an inter- 
departmental sale and the trans- 
action is recorded on the books of 
a dealer as an internal sale on a 
cost-plus basis. 

There is nothing particularly 
wrong with handling such a trans- 
action in this manner except that 


*57 Oldsmobiles 
To Offer New 
Upholstery Fabric 


PASADENA, Calif. — Oldsmobile 
will introduce a three-dimensional 
upholstery material— Airweave 
Trilok — with its 1957 models in 
November, according to Jack F. 
Wolfram, general manager. 


Wolfram was in Pasadena for 
the announcement show for Olds- 
mobile dealers from 14 Westren 
states. 

At an earlier announcement 
show, Wolfram had told Southwest- 
ern dealers that Oldsmobile would 
introduce four new high-luster 
paint finishes in 1957 in addition 
to the two used in 1956. 


The new upholstery, Wolfram 
said, will be offered on the 98 Holi- 
day sedan, the Super 88 Holiday 
sedan and the Super 88 Fiesta sta- 
tion wagon. 


Airweave Trilok is woven from 
polyethylene yarn and nylon fibers. 
The fabric is then shrunk under 
controlled conditions, causing the 
face to raise in puffed patterns. 


Wolfram also touched on the 
growing need for trained mechanics 
and the new-car market in the 
1956 model year, which he said was 
second-best in Oldsmobile history 
—exceeded only by the 1955 model 
year. 


Probation Broken, 
Dealer Jailed 


NASHVILLE. — Chandler O. 
Beard, a Dresden (Tenn.) auto 
dealer has started serving a seven- 
month sentence in Federal prison 
for violation of probation on a tax- 
evasion conviction. 


Beard was convicted of evading 
$3,479.14 on income taxes in 1948. 
He was placed on probation on con- 
dition he pay back income taxes, 
which the Government computes at 
$41,643. 

His probation was revoked last 
week after Nashville police jailed 
Beard on charges of drunkenness, 
disorderly and offensive conduct 
and resisting arrest. 


GM Seeks Approval 


Of DuPont Land Sale 


TONAWANDA, N. Y. — General 
Motors Corp. has asked the Securi- 
ties & Exchange Commission to 
approve its proposed purchase 
here of nearly nine acres of land 
— E. I. duPont de Nemours & 
GM said it proposes to pay about 
$35,000 for the land, adjacent to 
GM property. GM said it wishes 
to install railroad tracks to pro- 
vide a route entering the Chevrolet 
motor plant. SEC approval is 
required because the Investment 
Company Act bars such a trans- 
action where there is an affiliation 
between the concerns involved, Du- 
Pont owns about 23 percent of GM 
common stock. 


it does inflate total sale and gross 
income by an amount equal to the 


transfers. 
* + * 


Internal Profit Included 


As’ A result your total gross profit 
or income in these departments, 
and in the total of all departments, 
includes an amount of bookkeeping 
or internal profit equivalent to the 
amount of the total of the inter- 
departmental transactions, 


For comparative purposes 
(which are very important), your 
copy of the financial and operating 
statement that you send to the fac- 
tory should show these transactions 
as internal sales and internal gross 
profits provided they request them 
shown as such. 

However, for all practical pur- 
poses — and if I were doing it 

myself — I would have my copy 
of the financial and operating 
statement show these inter- 
departmental transactions as 
“transfers” and not as internal 
sales and profits. 


The reason is that I would want 
my totai sales and gross profit 
figures, on my copy of the state- 
ment, to show the actual dollar in- 
come from customers rather than 
a total amount which includes 
internal as well as bookkeeping 
sales and profits. 


Here is the accounting procedure 

I would follow in order to keep 

these inter-departmental sales and 

gross profits out of the total of 

customer volume and gross profits: 
- * * 


How to Do It 


Foe example, let us assume the 
prime cost of the labor — or 
part or what have you — is $1 and 
the expense of handling is 15 cents 
according to operational experience, 
and it is being transformed from 
the parts department to the used- 
car department. 


Credit parts inventory $1; debit 
used-car inventory $1; debit used- 
car department “handling expense” 


Inland’s Chief 
Sees Ample 1957 
Auto Steel Supply 


CHICAGO. — A good supply of 
sheet steel for 1957 has been pre- 
dicted by Joseph L. Block, presi- 
dent, Inland Steel Co., speaking at 
the Illinois Chamber of Commerce 
here. This is the most critical steel 
product used in the auto industry. 

Block said bars and tin plate also 
should be in good supply with 
heavier products probably short in 
the first half but easing later in the 
year. 

He said that a high level of steel 
plant operation, such as in 1955 and 
1956, probably will prevail through- 
out the year. 

The assurance of labor peace and 
increased steel use was a favorable 
factor in the 1957 outlook with 
heavy personal debt and tight credit 
being questionable factors. 

Present capacity of 128 million 
ingots should increase to 143 mil- 
lion by 1957, Block said. 





Parley to Discuss 


Fuel Handling 


ABSECON, N. J. — The annual 
three-day fall conference of the 
Gasoline Pump Manufacturers’ 
Assn. opens here Wednesday (Oct. 
24). 

One of the featured topics will be 
“Problems of Handling Highly Vol- 
atile Motor Fuels.” Discussing the 
topic will be A. E, Cleveland, chief 
ee engineer for Ford Motor 


Other talks on high-volatility 
fuels will be presented by Theodore 
W. Legatski, Phillips Petroleum 
Co., and M. A. Remondino, Ethyl 
Corp. 

The convention also will touch 
on the new Federal highway pro- 
gram in its relation to the gasoline- 
pump industry. 


145 cents, and credit parts depart- 
ment “handling expense” 15 cents. 


I would recommend that you 
open a separate account for these 
expense credits and charges in the 
departments and classify them as 
“expense recharge” or “handling 
expense accounts.” 

In this way you completely 
eliminate from your sales total 
the cost and internal markup 
price on any merchandise that is 
transferred and you credit the 
department handling the trans- 
action by reducing the amount of 
expense in this department and 
increasing the amount of expense 
in the department to which the 


CLASSIFIED WANT ADS 


Ta) TOO]? 
TWENTY-TWO CENTS 
WORD. PAYMENT IN 


rates 


Reaching estimated 


mT ahs 
lle PER 


and address at regular 


Box Number ads are 
| TEN DAYS IN 


WANT AD DEPT 


HELP WANTED 


WANTED—WIDE AWAKE SALESMAN 
to sell Fords. If you are an experienced 
Ford salesman and would like to move 
to our valley of the sun, we will pay 
your present income, Write full particu- 
lars. Earnhardt Ford Sales, 900 N. Ari- 
zona Ave., Chandler, Ariz. 


SALES REPRESENTATIVES 


With successful background in dealer con- 
tact work to sell and install used car 
warranty programs in new car dealerships. 
Work requires travel within assigned state 
under franchise which is granted without 
investment. Revolutionary new warranty 
just ready for announcement to add to 
present programs already bought by over 
3,000 dealers. 


Only financially stable men accustomed 
to high earnings will be considered. Age 
no barrier. Upon favorable exchange of 
information, chosen applicants must at- 
tend 4-day training class in Detroit Lakes 
with expenses paid while there. 


TERRITORIES NOW AVAILABLE—MICHI- 
GAN, OHIO, INDIANA, KENTUCKY, 
ILLINOIS, WISCONSIN & IOWA. Also 
want unusually high-type man for Cana- 
dian Regional Manager to headquarter in 
Toronto—supervise all Canadian sales. 


Write SALES ENGINEERING INSTITUTE, 
INC., Detroit Lakes, Minnesota, giving 
full details in confidence. Please include 
phone number. 





TOP SALESMEN WANTED. Come live in 
sunny California. Top earnings—top op- 
portunities. Call or write Johnny Collins, 
General Mgr., Central Chevrolet Co., 
Los Angeles 21, Calif. 


WANTED — EXPERIENCED Chevrolet or 
General Motors accountant to take com- 
plete charge of business office of General 
Motors dealer selling 75 new and 225 
used cars per month, Located in central 
Pennsylvania. All replies confidential. 
Write, giving experience, references, per- 
sonal information and starting salary. 
Box 6545, c/o Automotive News, Detroit 
26. 

NASH DEALER IN BALTIMORE-Wash- 
ington area needs parts manager. Salary 
—$90 plus commission. Advise experi- 
ence, references, etc. Immediate opening. 
Box 6546, c/o Automotive News, Detroit 
26. 

WANTED—PARTS MANAGER, Take com- 
plete charge of Buick parts department. 
Moving to new facilities. Profitable fu- 
ture definitely assured. Must have GM 
parts experience, paid vacations and as- 
surance, salary plus commis- 

sion. In reply, give complete resume of 

experience. Stone Brothers Buick, Tulsa, 

Okla. 


security, 


SALES MANAGER 
AUTOMOTIVE REPLACEMENT 
PARTS 


A leading producer of automotive parts 
is seeking a mature, well rounded indi- 
vidual for an executive staff position as 
sales manager. 


Previous positions should have included a 
background of high level policy making, 
sales promotion and merchandising and 
the efficient organization and adminis- 
tration of a successful sales program, 
preferably in the automotive replacement 
parts field. 


The man we are seeking must be a leader 
who has the ability to develop and co- 
ordinate a strong sales organization and 
one who possesses those harmonious per- 
sonal qualities that will give impetus to 
a strong sales team. 


Please send resume including age, educa- 
tion, previous experience and salary re- 
quirements to Box 6558, c/o Automotive 
News, Detroit 26. 





readers 


(22c) 





merchandise or labor is trans- 
ferred. 


Your net profit result of all de- 
partments is exactly the same as it 
would be on an internal sales and 
gross profit basis. However, when 
you look at your copy of your state- 
ment you know exactly how many 
sales dollars and gross profit dol- 
lars have been taken in from cus- 
tomers, and, as a result, these totals 
are not distorted by bookkeeping 
sales and profits. 

J. B. Van Tassel will be glad 
to answer any questions you may 
‘have concerning dealer business 
management. You may write to 
him in care of Automotive News. 


in all branches of 


EACH 


engaged 

PER WORD FOR 
One Dollar 
unopened. Display ads 


Contract 


i 


oroas insertion for 


rates 


HELP WANTED 


WE ARE EXPANDING established car 
and truck leasing company and have 
need for experienced leasing representa- 
tive. We are large southern Ford dealer 
and have considerable capital available 
for expansion. Box 6544, c/o Automotive 
News, Detroit 26. 


WILLYS JEEP SALESMEN with Jeep 
equipment experience to sell in lower 


south Florida—the nation’s fastest grow- 
ing area. Must be willing to go out and 
work. $50 per week salary plus liberal 
commission. 
Miami 24, 


Apply P. O. Box 3940, 
Fla. 





GENERAL MANAGER OR sales manager. 
23 years’ experience as general, used 
car, truck, sales and service manager. 
Age 47, married. Available November 
15th. Location desired New England. 
Replies requested from reliable, well es- 
tablished, volume dealers. Box 6548, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER. Knowledge all phases 
of operation, daily operating controls, 
college graduate. 12 years’ experience. 
N. Y., N. J. or eastern Penn. Box 6549, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER- Shop Foreman. 
Would like south but will go anywhere. 
Sober, middie age. Box 6550, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER, Now located in 
Pacific northwest and wish to relocate 
preferably on Pacific Coast, but will 
consider eastern part of nation, Thor- 
oughly experienced in all phases of vol- 
ume used car operation such as apprais- 
ing, hiring, training and supervision. 
Prefer GM or Chrysler dealership. Avail- 
able December 1 or January 1. Box 6554, 
c/o Automotive News, Detroit 26. 


TRUCK SALES MANAGER. Wholesale or 
Retail. Age 47, 20 years’ experience all 
phases of truck selling. Heavy duty truck 
specialist both gas and diesel. Sold diesel 
exclusively for four years. M. G. Der- 
mody, 561 Techwood Dr., Apt. 21, At- 
lanta, Ga. TR. 5-6937. 


USED CAR MANAGER, Twelve years’ ex- 
perience. Honest, sober and dependable, 
Christian, family man, Desire permanent 
connection with reliable dealer. 
the south or southwest but any good 
location considered. Box 6555, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT - OFFICE MANAGER. 
Eleven years with Chrysler’s ‘‘Big Two.”’ 
Seven years automobile finance company. 
Desire change to same capacity with a 
100 to 200 car dealership along eastern 
seaboard. Box 6556, c/o Automotive 
News, Detroit 26. 


BEST MANAGER IN U. 8. available now. 
Exceptional background—capable of tak- 
ing over either entire dealership or sales 
function. Highly recommended by top 
merchandising men. Operates on modi- 
fied Hull-Dobbs system. Guarantee to 
produce volume sales plus happy cus- 
tomers plus profits. Willing to invest in 
firm. Box 6562, c/o Automotive News, 
Detroit 26. 


EXECUTIVE 
Presently Employed by One of 
Automotive's "Big Three" 
Interested in agency, distributorship or will 
represent manufacturer of automotive product 
in the rapidly expanding Florida market. 20 
years’ experience in all phases of the whole- 
sale and retail automobile, truck, parts, 
accessories and special equipment business. 
Box 6559, c/o Automotive News, Detroit 26. 




















DEALERSHIPS AVAILABLE 





| DEALERSHIP FOR SALE handling Mer- 


cury, Established 1951. Located 17 miles 
east of Dallas on highways 67 and 205. 
Klutts Motor Co., Box 125, Rockwall, 
Texas. 


SMALL DEAL—SMALL TOWN in Willam- 
ette Valley. Handling Nash, GMC, Willys. 
Approximately $10,000 will buy parts 
and equipment. Supported by plywood, 
lumber and farming. Plenty fishing and 
hunting. 99 new units last year. Excel- 
lent profit. Wentworth Motors, Inc., Leb- 
anon, Ore. 


INSERTION. 
ADVANCE OF INSERTION REQUIRED. Ads 
PTT 
forwarded to advertiser 


ADVANCE OF PUBLICATION DATE 
AUTOMOTIVE NEWS 


$12.30 per column inch 


Tyo) Dll 


Prefer | 





Firestone Plans 
Springs Plant 


AKRON. — Firestone soon will 
start construction of a new plant 
for increased production of rubber 
air springs, Chairman Harvey g 
Firestone jr., announced last week, 

The air springs, to be marketeg 
as Firestone Airide, will go int 
volume production in July, 1957, jp 
the new plant to be built in Nobles. 
ville, Ind., according to Firestone 


ce, 





For the lowdown on dealer thinking 
read John O. Munn’s column each week 
on Page 3. 


the nation's automotive industry 
POSITION WANTED ADS 
may be signed with full name 
use of o box number. Replies to 
CLOSING 


request. 


2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Ford and Mer 
cury. Sold 175 new units in past year, 
Business located in very good commun 
with very low overhead. $20,000 will bu 
merchandise and equipment. Will 
property. Located 7 miles from D, 
Hollow Lake and 7 miles from Lal 
Cumberland. Contact Pete Owens or Har. 





old Reeves, Owens Motor Co., Albany 
Ky. Phone 105. 
WILL SELL LONG established deale 


handling Ford. 300 car potential in a 
tral corn belt. Wonderful progressi 
town. Well equipped shop doing exe 
lent business, very high service absorp 
tion, Beautiful large lighted used car lot, 
You buy parts, shop equipment and offic 
furniture. Will lease building, also 
if you want it. Selling reasons—health) 
Address Box 6551, c/o Automotive News, 
Detroit 26. 








FOR SALE 


Old established dealership handling Ford. 
Central Wyoming area. 
Serving area approximately 6,000 people. 
Will sell or lease building. 
Terms can be arranged. 
Doing good yearly business. 
Box 6560, c/o Automotive News, Detroit 


DEALERSHIP WANTED > 


EXPERIENCED AUTO MAN with sub: 
tial capital desires acquiring big 3 dealer 
ship within 50 miles of New York. Repl 
in strict confidence. Box 6518, c/o Auto 
motive News. Detroit 26. 


| 

GM OR FORD—300 TO 800 car potent 
Have factory approval and $200,000 
invest. Replies in strict confidence. 
6547, c/o Automotive News, Detroit 2 


GM OR FORD DEALERSHIP—Pa., N. J. 
N. Y., Mass. We have substantial! cash 
Ready to go. Reply with confidence. Box 
6552, c/o Automotive News, Detroit 

EXPERIENCED DEALER in large mar 
wishes to acquire Chrysler-Plymouth o 
Dodge-Plymouth franchise in city of 1 
to 200 thousand population, Prefer soutl 
or west location, All replies strictly con 
fidential. No agents. Box 6557, c/o Auto 
motive News, Detroit 26. 


DEALER SERVICES 





NEW CAR 
DEALERS! 


Are You 
in the Red? 


Regardless of your make of car, we can 





put you in the black within 30 days 
with a tested-and-proven management 
program. We are successful, long- 
established dealers handling one of 
the big two cars. We have the proven 
experience’ and know-how to make 
profit for you. You will deal only with 
principles and your reply will be held 
in the strictest confidence. Let's set 
up an appointment for discussion. 
Write or call, Mr. P. W. DeFoe or Mr. 
Robert Cummings, Colonial Manage- 
ment Co., Inc., (Factory approved), 4662 
Belair Road, Baltimore 6, Md. Phone, 
Hamilton 6-0525. 


AAA DRIVEAWAY, INC. 


CHICAGO 
DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 

343 S. Dearborn WEbster ?- 
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DEALER SERVICES 









Inventory Service 
Buying or Selling a Dealership 


1 wil Buy Right ©@ Sell Right 
Plant} perts—Accessories—Equipment 
ubberh, 5 4 disinterested certified physical 

ey § Inventory will save you money © @ 
Week, DON’T GUESS—BE SURE — 

‘keted Call or write for service details. 


Automotive Inventory Service Co. 


' into 

0040 Free! ind, Detroit 27, Mich., WE 3-6445 
57, in Western Dealers ‘Attention 
Obles. ioe 5, Western Ave. Los Angeles 5, Calif. 
Stone, DU 9 











KEY CASES | 


The Key to Repeat Business 

for FREE personalized sample case and 
tterature. Save by buying direct from mfg. | 
your name in front—and stay in front. | 


37 Hillside Avenue | 
C - sells HILLSIDE, ILLINOIS | 





MAILING LISTS H, CHARTERS 


CARS FOR SALE 


OPPORTUNITY 
USED CARS 


EX-TAXIS 


FORD * PLYM ® CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 





ANY QUANTITY . .5 to 500 
WRITE - WIRE - CALL 


JAMES F. WATERS, INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Blvd., Long Island City, N. Y. 


ST 6-3300 


A, H, AUSTIN 





DEALERS’ MAILING LIST—Ford, Chev-| 
folet, Plymouth, DeSoto, Chrysler, Olds- 














mobile, Pontiac, Buick dealers. Complete | 
national list. Oct., 1956 checked. On ad-| 
dressed labels, 35M, $14 per M, Box 6561, | 
e/o Automotive News, Detroit 26. 





1953 


DEALERSHIPS AVAILABLE 


automobile dealer who has proper ability, financial 


DEALERS WANTED 


Now there is an opportunity to get in on the ground floor as an automobile 
dealer, with a product that is sure to stir public desire for a new car to a 
greater extent than ever before. If you are looking for what will undoubtedly 
be your greatest profit making opportunity, write now. Give full information 
in first letter so as to receive early consideration. Regardless of present con- 
nection, your letter will be held completely confidential. The future of the 
means and the right 


product is mighty attractive. Write Box 6543, c/o Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 


CARS WANTED 


NASH HEALEY convertible. 
to United Car Sales, Austin, Minn, 


Reply 


























ople. 


a We Will Purchase 


IS THE TIGHT MONEY MARKET 
RESTRICTING YOUR EXPANSION? 


=< Company Owned Cars, Trucks or 




























Au e o + 
Materials Handling Equipment 
ent 
».. Boag For cash—and lease back without any contingent liability. This 
it . ‘ . . ° ‘ 
xr Will furnish you immediate capital and relief from the re- 
. Boy Sponsibilities of maintaining your transportation equipment. 
xc Such a program permits your continuing expansion in sales, 
ith jy Product development and plant capacity—with no effect on 
tony Your credit lines. 
Auto 
: Write or call - Henry B. Tippie, Vice President-Treasurer 
Nation-wide Transportation Leasing Service 
In Canada: Rollins Leasing of Canada, Ltd. 
14th & Union Streets Wilmington, Delaware 
Telephone—Olympia 6-5401 
Chicago Office: WAbash 2-4377 
CARS FOR SALE 

can 
a DEALERS WANTED 
. Are you interested in making money in the used car business? To the smart 
; “- dealer an unusual opportunity exists. The sale of fleet automobiles enables the 
a wsed car operator to have an unusually large omount of profit to play with. 
— Over a period of years, dealers selling this type of merchandise have made 
held @ lot of money, you can be one of them. 
set Where can you buy a 1955 automobile in excellent shape to be able to sell 
10M. BE for $595 or a 1956 car with automatic transmission to sell for $1195? This as 
Mr. you can readily see is $500 to $600 under the normal retail market. This does 
~ fot mean that you cannot get more money for these cars. 
one, We have purchased approximately 2,000 Fords, Chevrolets, Plymouths and 







Dodges with about half of them with automatic transmissions. They can be 
bought from $320 for the Fords and up to $890 for the Dodges with Power 











Hight transmissions. For further information write or phone. 


THE BABE STEIN CO. 


“World's Largest Liquidators of Fleet Cars” 
15215 Kinsman Rd. Cleveland 20, Ohio 








Phone LO. 1-6600 
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PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on 


Special Phone Orders 
Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 














































BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 








PARTS WANTED 








ENGINES WANTED 


FOR SOUTH AFRICA 
Ford V8 Mercury 1949 Upwards Used Short 
Block Assemblies 
These short block assemblies must be in such 
condition that the cylinders will rebore to 
.020"' oversize or a maximum oversize of .030" 
thou. Crankshaft journals to be able to be 
reground to within .030"' thou. of standard 
size. Reconditioned engines and engines that 
have previously been rebored or resieeved 
and now again require reconditioning are not 
required. Reply stating quantities available 
and F.O.B. price to 
MIKE APPEL MOTOR CO. LTD. 

P. O. Box 3648 Johannesburg, S. A. 





WILLYS AND JEEP parts wanted. 
up to 25% of cost. 
Box 6553, c/o Automotive News, Detroit 
26. 


Cash 





TRUCKS WANTED 

WANTED — DODGE, one-ton wrecker— 
1953 to 1956. Seneca Motor Sales, Tiffin, 
Ohio. 





FORD TRUCKS WANTED— 


CASH PAID 
1953 or later F800 - F900 Tractors 
Also dump trucks and trailers 
Must be clean 
Buy one or entire fleet 
W. E. McCARTHY, INC. 
Truck Dealers 
241 Mystic Ave. Medford, Mass. 
Tel. Mystic 6-3500 








BUSES FOR SALE 
NEW, 1956, INTERCITY bus—37 full 
reclining seats. Model JT-6-B Cummins 
turbo diesel engine. Stainless steel body. 


A real bargain. Save $10,000. Detroit 
Motors Corp., 104 E. 40th St. N.Y.C. 
Plaza 5-0909. 





OFFICE EQUIPMENT FOR SALE 
FORMER CAR DEALER wants to sell his| 
bookkeeping machines, National cash reg- | 
ister accounts receivable unit and file 
and custom National cash register de- 
signed around dealer statement. Records 
all sales, used car purchases, bank de-| 
posits, difference money on car trades. 
Saved us $5,000 a year in salary money 
alone. Instant delivery on tape of daily 
operating control figures at any time. 
Two copies at end of month of all totals. 
Counts and records all transactions. Adds 
each work order item, certifies and dis- 
tributes on tape. Delivers receipts and 
paid out slips. Any or all totals can be} 
recorded on separate slips for department 
checking at any time. Sample tape on 





request. Unit gives razor sharp control | — 


of new car trading and used car buying 
transactions. Nearly new, still under 
service policy. Very easy to operate. Will 
pay for itself in six months, Wire or 
write H. R. Sivers, Fulton, N. Y. 


Mail stock list to! 





SHOP EQUIPMENT FOR SALE 





FOR SALE—1 NO. DA300T Binks spray 
booth, complete with weather canopy and 
rain guard, also bake oven optional. Out- 
fit practically new. Phone or write Red- 

Ford Dealer, Camden, 


fearn Motor Co., 
8S. Car. 






















FOR SALE—NASH, Packard signs (inside 
—outside). Parts, accessories. Palma, 502 
N. Central, Paris, I). 













NEW CARS 


WANTED 












U. S. Our 


William 


TRUCK AND 
with plastic 
masonite letters 
Signs for every 
Inc., 175 Jefferson, 


CAR 


COMPLETE with 
BRAKE HOOK-UP 


Four Point 


DISTRIBUTORS 
QUANTITY 





—SPECIAL— 
Adjustable Draw Beam for Rear 


Split Bumpers—'55-'56 
Pontiacs, ‘57 Fords etc. 





SHOP EQUIPMENT FOR SALE 






FOR SALE 


Complete Drive-in 
BAKE OVEN 
Less Than 10 Yrs. Old 


Complete With Ali Switches & 
Master Control—Extra Bulbs 











A Sensational Value 
at $895.00 


WHITAKER BUICK 
COMPANY 


1225 University Avenue 
St. Paul 4, Minnesota 
Midway 5-7781 








letters. 
also, 
purpose, 


Guide Cables and 


With Brake Hook- 
Less Guide Cables 


|TOW-KING 
$4500 


Hook-Up ............... 


Meets 1.C.C. Strength Requirements 
QUICK-TOW Bumper- 


CARS WANTE 


We want to buy new cars of all makes 
in quantity from dealers throughout 
1957 buying program is 
about to start. Dealers who desire to 
participate—telegram or call: 


Director of Purchasing 
ROLLINS FLEET LEASING 
Wilmington, Delaware 
Phone: Olympia 6-5401 


MISCELLANEOUS 


SIGNS made easy 
wood and 


Metal, 
Brass 

Jim 
Lexington, 


Automatic Braking 


MEETS ALL I.C.C. 
REQUIREMENTS 


Up $6i* 


TRI-KING 3-Point Hook- 
Up intra-State Tow Bar 


** 


We pay charges 
on $100 orders 





LIBERAL 
DISCOUNTS 


$45 
Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: DO 3-8373 


Call Collect 
40 So. Clinton St., Chicago 6, Ill. 



























stencils. 
Ramsey, 
Ky. 





MISCELLANEOUS 









BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 





& GUIDE CABLES 


MEETS ALL I.C.C. 


REQUIREMENTS 





@ Only one chain lock bolt at- 


taches coupling head. 


@ Four clamps to fit 98% of all 
cars, plus 2 large adaptor 
clamps are included with each 


unit. 


@ Tubular Steel V Arms Adjust up 


to 44" spread. 


@ Padded Coupling Heads to 


Protect Bumpers. 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


$52.35 


Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 


GUIDE CABLES 


DEALERS' SPECIAL (F.O.B. Factory Net) 


$9.90 


Fed. Tax Included 
« 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


WITH UNIVERSAL 
(WRIST) ACTION. 
Four Clamp Hook-Up 


DEALERS’ SPECIAL (F.O.B8. Factory Net) 


$44.85 Fed. Tax Included 


Meets 1.C.C. Strength Requirements 


* 
Liberal Quantity Discounts 


To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“‘Leaders in the Industry 


Since 1939" 
com 


Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 


New Subscription Order 


TORONTO 10, ONTARIO 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


TORR e eee e ee eee 


| 
| 
| 
| 
| 
| 
| 
One Year $8 [] or Two Years $14 [] 
| 
| 
| 
| 
| 
| 


All Other Countries — One Year $12 [] or Two Years $20 [] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


OOOOH EERE EEE EEE EEE HEHEHE EEE EEE EEE HEHE EEE EEE EEE EEE EE EE EEE 


Car Dealer [) 
Jobber () 


POORER EE HERE EEE HEHEHE EEE HEHEHE HEE HEHEHE EEE EE EEE 


insurance [((] 


CORR eee eee EEE Hee eee EEE EEE EE EEE 


eee eee eee ee eee eee eee eee eee ee eee ee eee 


TRADE CONNECTION: 
Truck Dealer (1) 


Financial C) Supplier (1 


Ce Ee a a evn scehedeunad si bakscteses Beiavasasesete cacene 


Manufacturer [ } 


































































































SNEAK 
PREVIEW 
OF 

THE 

i957 

DE SOTO 


If you’re clever with scissors you can cut these 


pieces out, fit °em together and get yourself a sneak preview of the most 


exciting car in the world today . . . the 1957 De Soto. 
This is the car that De Soto-Plymouth dealers start selling 
October 30th. And like we keep saying .. . 


It Pays to Be a De Soto-Plymouth Dealer. 





